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province of Congress. 
* * = 


of Justice and Federal Trade S HEARINGS ended last week, 


Commission spokesmen said last 


the Celler Antitrust subcom- 


week that they would have no/| mittee seemed likely to incorporate 


Objections to passage of 
dealers’ “day-in-court” bill, 
vided the House makes certain 
clarifying amendments. 

Secretary of Commerce Sinclair 
Weeks, however, said his depart- 
ment opposes the bill. He said the 
bill might create a number of new 


| 


problems, instead of solving exist- | 


ing ones. 
The surprise stand by the Depart- 


ment of Justice and the FTC ono, 


the hotly debated measure greased 
the way for passage this session. 
. > * > 


EEKS’ opposition, it is felt, is 
not likely to have much effect 
on the bill’s fate in the House. 


} 
| 
| 
| 


| 


the|those changes suggested by the 
pro- | Government. 


If the House group moves 
quickly enough, there is a chance 
for action on the bill tomorrow 
(July 17), when the full Judici- 
ary Committee meets in an exec- 
utive session. 

Chief task ahead of the subcom- 

mittee staff is ridding the bill of 
all ambiguity. 
William T. Gossett, Ford Motor 
o. general counsel, while still 
opposed to the measure both in 
spirit and letter, pledged his help 
in rewriting several controversial 
clauses. 

A number of changes are certain 
to be made. The clause granting 


It does, however, raise the pos- |a dealer who wins a suit double 
sibility of a Presidential veto if damages is out, as is a Senate 


the measure passes. 


| 


amendment calling for compensa- 


Both witnesses for the Justice De- | tory damages. The House bill will 
partment and the FTC declined to| simply specify “damages.” 
* * « 


comment on the implications of the 


bill beyond its effect on the anti-| 


trust laws, declaring that matters 


NEW amendment will make it 
clear that the “day-in-court” 





Ford Output Hike Raises 
Week’s Total to 111,000 


By Martin L. Whitmyer 
Staff Writer 
N 8 PERCENT boost in car 
output at Ford division may be 
the prime factor in helping July 
reverse a downward trend in pro- 
duction. 

If this month’s production does 
surpass June, it would be only the 
second time this year that a 
monthly production total surpassed 
the previous month’s yield. 

Although last week’s car out- 
put was 11.2 percent below Au- 
tomotive News’ three-year index, 
the 111,504 cars assembled dur- 


ing the five-day period jumped | 


the industry’s daily average back 
te the 22,300-unit level. 

Last week’s car output also was 
63.7 percent above the 68,110 units 
Produced the previous week, when 
all of the manufacturers were 
down from one to three days due 
to the July 4 holiday. Last week’s 
assemblies were 33.4 percent below 
the 167,465 units turned out during 
the corresponding week of 1955. 

7” = 7 


the industry’s daily rate 
back above the 22,000 mark 
again, it now appears that the 
manufacturers will build about 
447,000 cars during July. That 
would be a 4 percent improvement 
over the 430,141 cars turned out 
during June, but 322 percent 
below the 659,761 units assembled 
during July, 1955. 

Mareh was the only other 
month in which output exceeded 
the previous month’s assemblies. 
A total of 575,759 units were 
_ Produced in March, compared 
' with 555,594 in February. 
January recorded the highest 
output of the year with 612,077 
units rolling from the lines; Feb- 
Tuary slid off to 555,594; March 
_ Saw output jump to 575,759 units, 
' and then the manufacturers began 
to slide further each month of the 
"Second quarter. April saw 547,603 





471,531 and June hit the low point 
of the year with 430,141. 
= dl ” 

RUCK output jumped from 11,- 

505 units during the holiday- 
hampered week ended July 7 to 
21,825 units last week. The in- 
crease returned the truck manu- 
facturers’ daily rate to approxi- 

(Continued on Page 62, Col. 3) 
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DETROIT, JULY 16, 1956 


U.S. Agencies’ OK Spurs 
Hope for *Day-in-Court’ 


does not repeal, modify or 
supersede any of the antitrust laws 
of the United States. 


Robert A. Bicks, a high antitrust 
official who testified for Justice, 
requested the addition to protect 
| bootleggers. 


In the opinion of Justice, 
Bicks said, new-car bootlegging 
is a legitimate enterprise, and 
any attempt by a manufacturer 
to cancel a dealer for engaging 
in the practice is in violation of 
the antitrust laws. 

Bicks feared that the bill, in its 

(Continued on Page 58, Col. 1) 
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Amended Monroney Bill 
Cleared by Senate Unit 


ASHINGTON.—The Senate auto 

marketing subcommittee has 
unanimously reported an amended 
“ground rules” bill for car dealers 
to the full Senate Commerce Com- 
mittee. 


The new version of the Mon- 
roney bill eliminates the con- 
troversial provision in the original 
which would have required auto 


by overstocked dealers. 


require dealers to offer cars back 
to their factory before they bootleg 
them—if the factory has its own 
| buy-back plan. If the factory has 
made no buy-back offer, like the 
General Motors plan some time ago, 
the buy-back portion of the bill is 
| without effect. 
| * 





* * 


HE bill would also make it an 

unfair trade practice for an 
auto maker to use coercion, intimi- 
dation or discrimination against any 
dealer to force him to order or ac- 
cept any product. 

It would require factories to 

(Continued on Page 60, Col. 1) 


Inside Automotive News... 
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Sales Pick Up, Steel Tieup Continues... 





makers to buy back cars returned | 


The latest measure simply would | 
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Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 


LO itu. Le... Lee. 2 
GO peg. 1, 1955 § 
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HIGH 
903,789 Cars—March 1, 1956 


By Maynard M. Gordon 

| News Editor 
RANCHISED dealers as a whole 
slashed their new-car inven- 
|month, but a number of soft spots 
| were pérsisting in the pre-cleanup 
| period. 





Thée July 1 total for new-car 
stocks amounted to an estimated 
664,919, according to Automotive 
News’ monthly census. This 
compared with 798,902 on June 1, 
which itself was a drop of more 
| than 100,000 from the previous 
| month’s total. 

The June reduction of 134,883 
Ainits reflected primarily factory 
‘cutbacks. Some dealers noted a 


/ sales upturn, however, and voiced 


|a belief that cars in their lines 
would be short long before the new 
models appear next fall. 
* - of 
YEAR ago, new-car stocks 
totalled 813,591 as of July 1. 
| However, that period of 1955 was 
|marked by record sales. June’s 
registrations of 681,372 new cars 
|and July’s of 647,245 smashed rec- 
ords for both months last year. 
July 1 this year marked the 
mid-point of what one factory 
executive last week called a 
“horizontalling” of the _ sales 
| eurve. That is, June and July 
volume wasn’t drifting off the 
550,000-570,000 monthly range, 
either upward or down. 
On the basis of the prevailing 
midsummer sales pace, the July 1 








26 Cleanup Prospects Improve 


By Robert M. Lienert 
Associate Editor 
'W-CAR sales have begun to 
percolate after simmering on 
the back burner for most of this 
year, field reports indicate. 
Combined with the sales pick- 
up, reduced production at the 
factories could result in a short- 
age of new cars late this sum- 
mer, say spokesmen for several 
makers. 
At the moment, they are inclined 


cars built, but May skidded to;to discount the possibility of a! dates, but a crimp would be put 


steel pinch contributing to a car 


shortage. The industry held a steel | 


inventory good for four to six 
week’s production when the steel 
strike was called. 
+. * a7 

F THE strike should continue 

into August, however, the auto 
industry could find itself in trouble 
on ’57 production. 

Enough steel would be held 
back, of course, te supply cars 
for introduction on the planned 


in current plans for heavy pro- 

| duction to provide volume deliv- 
ery of ’57 models right from the 
start. 

The present concern over a late- 
summer car squeeze is attributed 
by factory spokesmen to over- 
conservative dealers who cut back 
on orders in the face of overblown 
inventories in April, May and early 
June. 

Production schedules, adjusted in 
the face of slackened dealer orders, 


(Continued on Page 4, Col. 3) 
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813,591 Cars 


IF $3 Jf i 806,947 Cars 


PREVIOUS RECORDS 


Low 
157,607 Cars—Nov. 1, 1954 


—Automotive News Compilation 





New-Car Stocks Decline 
16 Percent to 664,000 


inventory was reckoned to be a 


| 36-day supply. Dealers sampled by 


tories by nearly 17 percent last | 


AvuToMoOTivE News over the month- 
end reported new-car backlogs 
ranging from 20 days to 106 days, 
with the concensus between 25 and 
40 days. 
* cd 7 

LTHOUGH the overall inven- 

tory reduction during June 
was the largest since last Septem- 
ber, many dealers found their in- 
dividual stockpiles higher on July 
1 than on June 1. 

Nearly half of a dealer cross- 
section contacted by AUTOMOTIVE 
News said their own inventories 
either were higher or the same. 
Dealers in every section of. the 
country were in the group report- 
ing no declines. 

That a 150,000-falloff in inven- 
tories is nothing unusual was 
demonstrated last September, 
when changeover curtailments 
whittled the total from 713,264 to 
538,375 — a loss of 174,389. 

The record-breaking inventories 
of this past spring, when the total 
eclipsed 900,000, still have not con- 
vinced dealers that factories 

should be compelled to buy back 
(Continued on Page 4, Col. 1) 





Top Cars 


New-car registrations for five 
months, plus two states for June: 


1956 Pos. Make 1955 Pos. 
1—657,384 Chev. 594,412— 2 
2—545,705 Ford 601,736— 1 
3—248,382 Buick 312,126— 3 
4—214,523 Plym., 280,602— 4 
5—198,869 Olds. 237,081— 5 
6—160,8372 Pontiac  216,056— 6 
7—118,429 Mercury 142,426— 7 
8— 92,932 Dodge 121,137— 8 
9— 61,436 Cadillac 62,387—10 

10— 47,824 Chrysler 64,697— 9 
ll— 44,575 DeSoto 51,658—11 
12— 38,170 Stude. 43,754—12 
13— 35,509 Nash 36,733—13 
14— 18,045 Lincoln 12,304—16 
15— 15,549 Hudson 18,846—15 
16— 15,027 Packard 21,497—14 
17— 4,472 Imperial 5,653—17 
18— 834 Cont’ 

33,272 Misc. 21,527 

Total All Makes 
2,551,809 2,844,632 











Se SRM. 


eee ee 


whe pI 


mea 


Pee see 





2 


Bus Monopoly Suit Filed... 





Trust-Busters Keep 
Eve on GM, Ford 


ASHINGTON. — The Justice | 
Department is still conducting | 


major investigations to determine 
if General Motors and Ford Motor 
Co, are violating the antitrust laws 
in the auto industry. This was 
revealed as the U. S. filed its bus 
monopoly suit against GM. 

The department is trying to 
find out whether GM _ controls 
too large a part of the auto 
market and whether Ford re- 
quires its dealers to handle only 
Ford parts and accessories. 
Robert A. Bicks, of the depart- 
ment’s antitrust division, revealed 
this last week in testifying on the 
O'Mahoney bill before the House 
judiciary subcommittee. 

Bicks said the Justice Depart- 
ment’s interest in GM is based 
on the fact that GM’s portion of 
the car market has increased from 


46 percent in 1946 to 55 percent | 


so far this year. He continued: 
* - * 


“AMOREOVER, if GM’s share is 

calculated, not by the number 
of cars produced, but by dollar 
volume, their share would be even 
higher.” 

The Ford investigation, Bicks 
said, stems from complaints that 
Ford dealers are required to 
handle only Ford parts and acces- 
sories, and has been going on since 
1953. 

He continued, “We have 
almost completed evaluating the 
mass of material our investiga- 
tors have collected. On the one 
hand we may have to conduct 
even more investigations in this 


15 Turn Over 
Chicago Deals 


During Quarter 


CHICAGO. — Cancellations and 
resignations of new-car dealers in 
Chicago and Cook County during 
the second quarter totalled 15, ac- 


cording to the Chicago Automobile 


Trade Assn. 


The total remained unchanged at | 
444, however, because 15 new deal-| 
ers were appointed. The number of 


outlets (counting dual franchises) 
also remained unchanged at 550. 
Plymouth and Willys each lost 
two outlets, while Chrysler and 
Dodge each lost one, Studebaker 
gained five and Pontiac added one. 


Tennessee Slates 


Ford as Speaker 


NASHVILLE. Benson Ford, 
chairman of the dealer policy 
board of Ford Motor Co., will be 
the featured speaker at the Ten- 
nessee Automotive Assn. conven- 
tion. 

The convention will be held Sept. 
30-Oct. 2 at Gatlinburg. Ford will 
speak on the closing day. 





Mack Gets Army Order— 


Col. Henry C. Thayer, commanding of- 
ficer, Philadelphia Ordnance District, and 
P. ©. Peterson, president, Mack Trucks, 
Inc., Plainfield, N. J., sign contract, call- 
ing for Mack to supply nearly $13 million 
worth of trucks to the Army. Vehicles to 
be produced include Mack 10-ton truck 
chassis, truck tractors and cargo vehicles. 





area. On the other, the material 
already gathered may suggest 
violation. 


“If the attorney general con- 


cludes that despite dealer contract | | 


revisions, violations have occurred, 


in accord with his responsibility | , 


to enforce the suit will 
follow.” 

Under questioning, Bicks steered 
away from calling the two probes 
“full-scale investigations,” because 
such investigations “might well 
take every lawyer we have.” He did 
say that a “large portion of the 
staff” of the division’s litigation 


law, 


section is engaged in the two in-| 


quiries. 
+ * * 
EANWHILE, Attorney General 
Herbert’ Brownell jr. 
announced the filing of a civil anti- 
trust complaint in Federal Court 
in Detroit, charging General Mo- 
tors with monopolizing the manu- 


|facture and sale of transit and 


intercity buses and with conspiring 
with four bus operating companies 
to monopolize the bus industry. 
Named as co-conspirators, but 
not as defendants, are Hertz 

Corp., Greyhound Corp., National 
City Lines and Public Service 
Coordinated Transport Co. 

The complaint charges that GM 
has manufactured at least 65 per- 
cent of the new buses in the U. S. 
each year between 1952 and 1955 
and that in 1955 it accounted for 
about 85 percent of the bus mar- 
ket, selling $55 million worth of 
buses that vear. 

It was also noted that between 
1925 and 1955 more than 20 bus 
manufacturers withdrew from the 
bus making business and that no 
new company has entered the 
field since 1946. 


* * * 


Aenea to the complaint, 


GM obtained its monopoly by: 

1. Requiring other manufac- 

turers to discontinue or curtail the 
manufacture of buses. 


2. Having a GM officer or direc-| tion, said five more Phoenix lots) 


(Continued on Page 8, Col. 1) 
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Dealers’ Day— 


E. A. Boyd, left, owner of E. A. 
|Boyd Co., Sacramento, Calif., was one 
of 70 Chrysler-Plymouth dealers who at- 
tended a ‘Dealers’ Day’ program at 
Chrysler Corp.'s Los Angeles plant. Boyd 
is welcomed by Robert Keller, vice- 
president, Chrysler West Coast division, 
as Florence Bartl outfits him with a 
badge. 


Ariz. U. C. Assn. 
Fights Charge on 


New-Car Sales 


PHOENIX, — The Arizona Used- 
Car Dealers Assn. has voted to give 
moral and financial support to 10 
members of the group who are fac- 
ing court charges of selling new 
cars. 

The “friendly” suit was agreed to 
by the State Highway Dept. and the 
association to gain a legal definition 
of a new car. It is expected to go 
to the Arizona Supreme Court. 

The action resulted from the 
Highway Department’s order to 10 
used-car dealers to stop selling new 
cars since they did not have new- 
car dealers’ licenses. 

The dealers ignored the order 
and an injunction seeking to halt 
the sales was asked in County Court 
by the highway department. 

Five Phoenix and five Tucson 
used-car lots have been served. Bob 





| are expected to be served shortly. 





| Wallace, president of the associa- | 





Second Highest in History . . . 


Makers Report ’56 Sales 


DETROIT, — Auto makers last 
week reported sales figures for the 
first six months of this year. Among 


them were: 
* * 


Chevrolet 


Closing with a near-record June 
total; Chevrolet sold at retail 1,015,- 
800 cars and trucks for the first six 
months of the year, W. E. Fish, 
general sales manager, has an- 
nounced. 

Fish said 850,566 cars and 165,234 
trucks were delivered. This was the 
second highest January-June period 
in company history. It was only 
about 1.5 percent under the record 
first half of 1955. 

The six-month sales accomplish- 
ment was climaxed by the second 
highest June, or the fourth highest 
month, in company history with a 
total of 193,008 cars and trucks, 
Fish said. The other three top 
months were May, June and Sep- 
tember of last year, he said, The 
June total included 160,274 cars 
and 32,793 trucks. The month of 
June ended with the third highest 
10-day sales period in history, Fish 
added. 

While almost equaling the 1955 
record, Fish said, Chevrolet cap- 
tured its largest share of the auto- 
mobile market in 20 years, taking 
25.8 percent of the passenger car 
total. This was a 25 percent in- 
crease over the same period in 1955. 

“Tabulations by R. L. Polk & Co. 
—which always lag behind our sales 
count — show the registration of 


during the first five months of this 
year,” Fish said. “This gives Chev- 
rolet a passenger car leadership of 
more than 111,500 over any other 
make for the first five months, It is 
nearly double the margin achieved 
for all of 1955.” 

Five-month truck registrations, 
he’ said, amounted to 126,710, or 
nearly 23,000 more than any other 
make. 

* e * 
Lincoln 


Lincoln has established a new 
alltime six-month record for sales, 





Auto Men Weigh the Sales Race... 


What’s the Fire Under ‘Hot’ One? 


By Joseph M. Callahan 
Staff Writer 
wast happened to the car-sales 
race between Chevrolet and 
Ford this year? 

It was nip and tuek through 
much of 1955, with Chevrolet pull- 
ing away in the stretch to win 
1,640,631 to 1,573,382. 

And that came after an even 
closer race in 1954, when both mak- 
ers claimed victory, although the 
registration record books carry 
Chevrolet 1,417,453 to Ford 1,400,440. 
(Ford claimed victory on a com-| 
pilation which it said eliminated) 
factory and dealer registrations.) 

. » = 
mur with registrations for five 
months of 1956 reported, Chev-| 
rolet is well in front with 656,560 | 
to Ford’s 545,037. At the same point 
last year, Ford was in front, 600,913 
to 593,411. 

And, on the basis of dealer re- 
ports to the factories, Chevrolet 
reports its sales for six months 
are up 10 percent while the indus- 
try as a whole is down that much. 

A survey of auto men inside and 
outside Chevrolet turned up 20 rea- 
sons for Chevrolet’s success. 

* * . 

MPARTIAL veterans of the in- 

dustry see it this way: 

Up till this year, Ford had a 
slight edge in product. Ford could 
supply a higher proportion of cars 
with V-8s, which had moved up 
rapidly in popularity. Chevrolet off- 
set this with a better selling organi- 
zation. 

Then, with the 1956 models, Chev- 
rolet came out with a face-lifted 
product which caught the public 
fancy, a plentiful supply of V-8 en-| 
gines and an appeal to youth via 
stock-car racing. 

A cynic summed it up this way: 

“Chevrolet tried to sell speed 








this year. Ford tried to sell safety. 

It looks like the public wants 

speed.” 

The cynic’s view represents an 
oversimplification, according to the 
Chevrolet men themselves, who see 
the answer in a combination of im- 
portant factors. 

* * > 
HOMAS H. KEATING, former 
Chevrolet general manager who 
was recently named group execu- 
tive of GM’s car divisions, said: 

“In a competitive industry, like 
the auto industry, you can’t accom- 
plish results with any one factor 


| or any one person. There is usually 
more than one reason behind any | 


performance. 

“Our product has had a lot to do 
with the results for the first half. 
Even the best selling organization 





can’t do a good job unless it has a 
good product. 


been 
well received. We 
got more out of 


with their money 


line.” 
He asserted 
that the eight- 


T. H. Keating cylinder engine 


has also strengthened the Chevro- | 


let position, adding that Chevrolet 

has succeeded in regaining the 

youthful buyer. 

“Our large and loyal dealer body 
(Continued on Page 57, Col. 1) 


Business Barometer 


Auto Production—133,329 cars, 
trucks in week vs. 195,116 year ago. 

Business Failures — 208 in week 
vs. 204 year before. 

Department Store Sales — Up 
7 percent from year before. 

Electricity Output 11,498 
million kilowatt hours, up 13.4 per- 
cent from year before. 

Freight Loadings—755,292 cars 
in week, an increase of 59,451 cars 
from year before. 

Gasoline Stocks — 181,601,000 
barrels, an increase of 497,000 bar- 
rels in week. 

New-Car Registrations — 2.,- 
551,809 in 1956 to date vs. 2,844,- 
632 year ago. 

Oil Stocks — 274,677,000 barrels, 
a decline of 954,000 barrels, in week. 

Soft Coal Output — 7,065,000 





tons estimated in week vs. 2,232,000 
tons year before. 

Steel Output — 12.7 percent of 
capacity estimated vs. 12.3 percent 
week earlier. 

Used-Car Prices — $847 aver- 
age in July to date vs. $864 in 
June. 

Wholesale Prices — 113.9 per- 
‘cent on 1947-49 index vs. 113.8 per- 
cent week earlier. 

a a 


Common Stocks 
July July 
it 3 
6% 6% 
66%, 64% 
59% 56%, 
47, 45% 
7% 7% 


37.25 36.02 


1956 
High 
8% 6% 
87 60 
63% 51% 
49Y%, 40Y, 
10% 7% 


Low 
Am. Motors 
Chrysler 
Ford 

Gm 

S-P 


Average 





| beauty and com- 
| fort, a new car 





“Our cars have| 
extremely | 


our tooling money | 
than other pro-| 
ducers were able| 
toaccomplish) 


in styling the 1956 | makes of automobiles. 





reports Henry B. Daniels, genera] 
sales manager. 


In the first half of 1956, dealers 
delivered 22,617 Lincolns to cus- 
tomers, an increase of 25 percent 
over the same period in 1955. The 
previous record was 22,550 cars, set 
in 1953. 


Sales in the last 10 days of June 
totalled 1,466, compared with 1,441 
in the same period a year ago. It 
was the 27th consecutive period in 
which sales outran the comparable 
period of a year ago, Daniels said. 

June sales were 3,768, 17 percent 
ahead of the 3,216 cars sold in 


June, 1955. 
* * * 


Metropolitan 


Domestic and export sales of Met- 
ropolitan automobiles in May were 
the highest in 23 months, according 
to Roy Abernethy, vice-president of 
distribution and marketing, Ameri- 
can Motors Corp. 

Sales in the U. S. totalled 745, 
while worldwide sales reached 1,014 
units. Both totals are the highest 
since June, 1954. 

The Metropolitan is sold in the 
U. S., Canada, Switzerland, Venzu- 
ela, Guatemala, Puerto Rico, Ha- 
waii, the Virgin Islands and Pan- 
ama. In addition, it can be sold to 
U. S. servicemen and members of 

(See MAKERS, Page 8, Col. 5) 


New Car Offers 


‘Best Buy Ever, 


656,650 Chevrolet passenger cars| 


Pontiac Aide Says 


PONTIAC. Today’s new-car 
buyer gets more for his dollar than 
at any time in history, according 
to Frank V. 
Bridge, general 
sales manager of 
Pontiac. 

“In addition to 
getting a better 
engineered car, 
higher perform- 
ance, more dura- 
bility, increased 
safety, more 





F. V. Bridge 


customer gets a 
great many items as standard 
equipment which at one time were 
sold as accessories,” Bridge said. 
“You don’t have to go back to 
the early days when headlamps, 
windshields and tops were acces- 
sories for good examples either,” 
he said. “Up until the middle of 
the thirties bumpers, bumper 
guards, dual windshield wipers, 
and spare tires were not standard 
equipment on many cars. 
“Each year has seen added value 
go into the Pontiac and other 
In 1940, 
Pontiac adopted as standard equip- 
ment such items as ash trays, dual 
horns, dual sun visors and dual 


| tail lamps. These had been offered 


previously, but at extra cost.” 

In addition to the many “extras” 
in modern cars, Bridge said, they 
are engineered to be driven more 
miles at lower maintenance costs. 
If the 1956 model cars were as 
short-lived as those produced in 
the '20s, the auto industry could 
not possibly supply the present- 
day market with enough new cars 
to replace the worn-out vehicles, 
Bridge said. 


Cadillac Awarded 


‘Defense Contract 


DETROIT.—The Government has 
awarded a contract to GM’s Cadil- 
lac division for completing the de- 
sign and development of a new 
tank-like gun carriage that can be 
dropped by parachute. 

Weighing about eight tons, the 
vehicle mounts a 90-millimeter gun 
which is installed above the tank- 
like body without a turret. Light- 
weight metals are used throughout. 

Basic engineering on the vehicle, 
which is designated as the M56, was 
completed at the GM _ Technical 
Center near Detroit. The final re- 
finement of design to prepare the 
unit for production will be done at 
Cadillac’s Cleveland Ordnance plant. 











eral 


ilers 
cus- 
cent 
The 
. Set 


June 
1,441 
 & 
d in 
‘able 
id. 

cent 
| in 


Met- 
vere 
ding 
it of 
1eri- 


745, 
1,014 
hest 


the 
nzu- 


Pan- 
d to 
s of 


-car 


jing 


re 
lard 
vere 


; to 
nps, 
ces- 
er,” 
» of 
iper 
ers, 
lard 


alue 
ther 


uip- 
jual 
jual 
2red 
ras” 
they 
10re 
»sts. 


in 
uld 
ent- 


cars 
cles, 








AUTOMOTIVE NEWS, JULY 16, 1956 





Dealers tell me 


By John O. Munn 





HATEVER confidence I may 

have developed in this trade 
during my 47 years contact with 
automobile dealers, I would like to 
utilize now in asking dealers to 
follow my advice, I am sure my 
recommendation of immediate ac- 
tion will benefit not only the general 
public, but the factories as well as 
retailers. 

For all these years automobile 
dealers, individually and collec- 
tively through local and state as- 
sociations, through line groups 
and through the NADA, have at- 
tempted to negotiate with fac- 
tories for an improved contract. 
They have been rebuffed in every 
instance. Now of all times is the 
opportunity to get a simple piece 
of national legislation through 
that gives “a day in court” to an 
automobile dealer. Dealers 
shouldn’t neglect it. 

This column will appear after the 
target that Congress has set for ad- 
journment. The federal bill I am 
talking about—the Celler Bill, the 
official title being HR-11360, other- 
wise known as the “good faith bill” 
or the “day in court” bill; a com- 
panion measure of the O’Mahoney 
Bill which has already passed the 


2 Dealers Flout 
Milwaukee Code, 
According to BBB 


MILWAUKEE. Two auto 
dealers here have been named by 
the Better Business Bureau as 
threatening “the success of the 

. established automobile adver- 
tising code by repeated violations 
of the rules.” 

The dealers were Milwaukee 
Nash and North Avenue Motor 
Sales, a used-car dealership, 
according to the BBB. The bureau 
said it has brought this to the 
attention of advertising media 
which have indicated that “future 
advertising would either be in con- 
formity with the standards or pub- 
lication would be refused.” 

The standards, the BBB said, 
was a voluntary move on the part 
of the Milwaukee County Automo- 
bile Dealers Assn. and the Badger 
State Automobile Dealers Assn. 

Rank & Son (Dodge-Plymouth) 
was cited as a dealership which 
displayed “whole-hearted” cooper- 
ation with the bureau when 
checked on an offer of a car which 
could not be found in the dealer- 
ship by a BBB shopper. 

Dealer Rank, the BBB reported, 
wrote giving the name of the pur- 
chaser of the car and pledged his 
cooperation to the advertising 
standards. 

Rank’s attitude, the BBB said, 
“reflects the . . . cooperation which 
all but a few dealers are extend- 
ing .. . advertisers now realize 
that the program is designed to 
protect not only the buying public 
but the honest dealer as well.” 
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Senate by 88 to 1 votes—may al- 
ready have been passed by the 
House by the time you read this. 
But Congress has a heavy schedule 
and it may still be in session by the 
time this column appears. 

* * * 


Don’t Be Confused 


O, IF this bill has not been 
passed, wire or phone your 
representative to vote “yes” on the 
legislation. Don’t be confused by 
the opposition of the dealers stirred 
up by the Ford Motor Car Co. in a 
recent meeting in Dearborn. This 
Ford committee and its leaders 
were selected by the Ford company 
and, I believe, do not represent the 
feelings of the majority of Ford 
dealers. 

According to Fred Sutter, the tong 
time chairman of the NADA 
Factory-Dealer Relationsi..» Com- 
mittee, it was a last-minute attempt 


to continue “business dictatorships” | 


that cannot have their acts re- 
viewed by the courts. 


The dealers were put on the 
spot. Remember, we had Tories to 
oppose us when we fought for 
liberty 180 years ago. But it’s an 
old story in our field—factories 
using dealers to fight dealers. 
Were not many of these same 
dealers selected as chairmen of 
the branch advertising commit- 
tees immediately after the war? 
The same process was gone 
through and they signed round- 
robins as representatives of all 
Ford dealers, authorizing a $30 
advertising fee charged to each 
dealer. 

Many of these dealers called me 
on long distance after Ford’s Dear- 
born meeting. I am hopeful that I 
helped straighten out their think- 
ing. The only bill up for action 
before Congress at the present time 
is this Celler Bill heretofore re- 
ferred to. 


Not Class Bill 


ACCORDING to the prevalent 

belief of dealers, this belated at- 
tempt to kill the bill will adversely 
affect the instigators. But let us 
not get critical. So much better re- 
sults can be obtained by being com- 
plimentary and affirmative. Let’s 
just forget the opposition, close 
ranks and take personal responsi- 
bility of contacting congressmen. 
This bill does not bring government 
regulations, government control, 
government commissions or govern- 
— bureaus. It is not class legisla- 
ion. 


It simply gives dealers the right 
to use the courts to protect their 
equities—the same privilege every 
other American already enjoys. It 
puts stability behind the trade, a 
stability that will go far beyond 
the present hopes of manufac- 
turers for doing a good job in sell- 
ing and maintaining cars. 

Don’t let anyone tell you that 
this bill in any way jeopardizes 
the historic method of distributing 
cars. How else are you going to 
do it, if the owner gets a run for 
his money? Factories can’t retail 
cars themselyes, because chain store 
taxes would soon amount to more 
than the discount they now grant 
dealers. A specialty like an automo- 
bile, which requires so much after- 
sale maintenance, can never be sold 
through supermarkets to the satis- 
faction of either owner or factory. 
What is needed are strong, inde- 
pendent merchants, such as we have 
always had, operating in a highly 
competitive market each in his own 
community. 


* * 


* * * 


Equality Asked 

ON’T let me leave the impression 

that the passing of this Celler 
bill will automatically legislate 
profit in any dealer operation, Laws 
cannot make men or character, but 
we have many laws on our statute 
books today designed to curb and 
cure inequities between groups. We 
will always have competition. We 
welcome it. We are wholeheartedly 

(See MUNN, Page 57, Col.. 4) 


F irst-Half Production Breakdown .. . 


7 Truck Makers Hike Share 


By Martin L, Whitmyer 
Staff Writer 


ESPITE a second-quarter 

slump that dropped January- 
June commercial-car output 7.7 
percent behind its pace for the first 
half of 1955, seven truck manu- 
facturers managed to record 
percentage-of-industry gains in the 
first six months of this year. 

Of the seven makers that 
showed increases over a year 
ago, four — Diamond T, Divco, 
Mack and White — were from 
the so-called “smaller makers” 
classification. Other commercial- 
car producers that recorded per- 
centage gains over a year ago 
were Chevrolet, GMC and Inter- 
* 

















Ist Half 
Output, 
1956 

CHEVROLET .................... 196,303 
UND TE scecaictoscrssssnceses 2,542 
NIT sodtcsvobsedbiddebitiestvenindn 2,179 
SITE secinsubiosthsttecicncsaitinen 45,699 
FORD 160,805 
RII vi dicndcbiieiestenardeesnivtniscsbers 50,953 
INTERNATIONAL ........ 73,356 
0 ae 9,754 
__ ee 1,947 
|} STUDEBAKER. ................ 6,345 
bo el 9,644 
NEED wsssitlniasintesiaeiatctiviese 31,703 
MISCELLANEOUS* ..... 1,220 





Total Trucks, U. S.........592,450 


Federal, etc. 


Klugh, general manager, Pennsyl- 
vania Automotive Assn., has hailed 
the end of what he called “a give- 
away program” in sales of new cars 
to the State of Pennsylvania. 

Klugh called attention to bids 
on 483 new passenger cars and 
station wagons. Winning unit bid 
on 176 four-door eight-cylinder 
cars was $1,599 and $1,583 on 257 
eight-cylinder, two-door cars. 

“These figures represent an in- 
crease of close to $500 on several 
bids submitted on similar earlier 
proposals on 1956 model passenger 
cars,” said Klugh. “Remember those 
bids of approximately $1,100?” 

He said that the PAA complained 
to the manufacturers for making it 
possible for the State to buy autos 








Pa. to Purchase 
485 Plymouths 
at $1,583 Each 


ERIE, Pa. — An Erie Plymouth 
dealer, Al Appel Motors, Inc., was 


low bidder for furnishing 485 new! 


Plymouth cars to the Common- 
wealth of Pennsylvania. 

Edging out some 22 other firms 
which submitted bids on Plymouths, 
Fords and Chevrolets, Appel’s bid 
was $782,062, or $1,583 for each two- 
door eight-cylinder car. 

Specifications called for automatic 
drive, directional lights and heaters 


as the only extras. The department 


of property and supplies noted, 


however, that the bid was still $366 


per unit over the low bids received 
on another purchase last January. 


John S. Rice, secretary of prop- 
erty and supplies, said the rise in 
price may lead to opening the bids 
to other lower-priced car manufac- 
turers such as Studebaker, Nash 
and Pontiac. 

Rice estimates that by fleet pur- 
chases of cars and a new method 
of selling its used vehicles at public 
auction, the state has saved $1,000,- 
000 despite rising costs. 

Eventually, the State plans to 
have 10 permanent selling places 
for used cars. 





Each Truck Maker's Share . . 


First Half Output — '56 vs. "55 


* Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel Drive, 


** Autocar, Freightliner and Sterling are included in White totals. 


national, all members of the Big 
Five makers. 

Manufacturers showing losses 
from the first six months of a year 
ago included, Ford, Dodge, Reo, 
Studebaker, Willys and the miscel- 
laneous group composed of 
Marmon - Herrington, Brockway, 
Four Wheel Drive, Federal and 
others. 

* * * 
7. oo output for the first half 

of this year totalled 592,450 
units, as compared with 642,191 
during the same period a year 
ago. 

Despite the Ford-Dodge 
declines, the Big Five turned out 
527,116 cars this year for 88.96 
percent of total industry output. 


* * + 





Pct. of Ist Half Pet. of Gain 
Ist Half Output, Ist Half or 
Total 1955 Total 
33.13 196,970 30.67 +2.46 
0.43 2,673 0.42 +0.01 
0.37 1,834 0.29 -+-0.08 
7.71 55,103 8.58 —0.87 
27.14 34,045 30.22 — 3.08 
8.60 50,396 7.85 +0.75 
12.38 70,796 11.02 +136 
1.65 6,731 1.05 -+0.60 
0.33 2,667 0.41 — 0.08 
1.07 10,804 1.68 —0.61 
1.63 7,893 1.23 0.40 
5.35 40,369 6.36 —1.01 
0.21 1,410 0.22 —0.01 








100.00 642,191 100.00 


End of ‘Factory Giveaways’ 
Is Hailed in Pennsylvania 


HARRISBURGH. — Claude S.|at reduced prices and asked them 


to bid through dealers at prices no 
less than dealer cost. 


“If,” Klugh said, “the State is 
going to continue to purchase new 
Passenger cars with no tradein 
and retail their own used cars, it 
it unfair to place the retail auto- 
mobile dealer at a competitive 
disadvantage by granting price 
concessions to the Common- 
wealth.” 

The association expressed appre- 
ciation to Chevrolet, Chrysler Corp. 
and Ford Motor Co. Low unit bid 
on 25 four-door station wagons was 
$1,868, and $1,763 on 25 two-door 
station wagons. 

In an earlier letter to factory offi- 
cials, Klugh had stressed the prob- 
lem facing Pennsylvania dealers 
with the State’s plan to buy and sell 
its entire fleet of 3,600 passenger 
cars and an additional 1,400 owned 
by State commissions if factories, 
through price concessions, permit- 
- the plan to become fully opera- 

ve. 

He said that State purchase of 
new cars at an average price of 
$1,100 gave the State a margin un- 
der dealer cost that exceeded the 
first year’s depreciation. 


That was a 0.62 percentage-point 
gain over a year ago, when the 
same makers compiled 88.34 per- 
cent of total output on 567,310 
trucks. 


Chief factor in the smaller 
makers’ drop of 0.62 percentage 
points from a year ago was the 
“percent-of-industry” losses com- 
piled by Willys and Studebaker. 

* * * 

HEVROLET, with a production 

of 196,303 trucks during the 
first half of this year, copped 33.13 
percent of total industry output. 
That gave the division a 2.46 
percentage-point gain over a year 
ago, when Chevrolet turned out 
196,970 trucks for 30.67 percent of 
total industry output. 

Its chief competitor, Ford, 
showed the biggest loss from a 
year ago. Ford turned out 160,- 
805 trucks for 27.14 percent of 
total output this year, compared 
with 30.22 percent on 194,045 
units during the first half of 
1955. Its percentage-point loss 
from a year ago was 3.08. 

Second largest increase was 
recorded by International, which 
produced 73,356 trucks for 12.38 
percent of total output during the 
first half of this year, compared 
with 11.02 percent on 70,796 units 
a year ago. Its gain was 1.36 per- 
centage points. 

Mack picked up 0.60 percentage 
points from a year ago as it 
turned out 9,754 trucks for 1.65 
percent of total output during the 
first half of this year. During the 
same period a year ago, Mack 
built 6,731 trucks for 1.05 percent 
of total industry production. 

* * + 


c= picked up 0.75 percentage 
points with a production of 
50,953 trucks and 8.60 percent of 
the total output this year, com- 
pared with 50,396 units and 7.85 
percent during the first six months 
of 1955. 

White assembled 9,644 trucks 
during the first half of this year 
to pick up 1.07 percent of total 
output and a 040 percentage 
points over a year ago, when it 
produced 7,893 units for 1.23 per- 
cent of total production. 

Divco picked up 0.08 percentage 
points from a year ago with a pro- 
duction of 2,179 trucks and 0.37 
percent of total output during the 
first half of this year. During the 
same period a year ago, it turned 
out 1,834 trucks for 0.29 percent of 
total industry output. 

* * > 


yp ase T produced 2,542 


trucks for 0.43 percent of total 
(Continued on Page 57, Col. 4) 


Rude to Address 
Georgia Dealers 


SAVANNAH, Ga.—Alan G. Rude, 
executive vice-president, Universal 
C.LT. Credit Corp., will be one of 
the main speakers at the annual 
convention of the Georgia Auto- 
mobile Dealers Assn. at the Gen- 
eral Oglethorpe Hotel here Aug. 
26-27. 

Rude will address the convention 
at an afternoon session Aug. 27. 


On the House... . 





Sunday-closing movement. .. . 
executive committee will be headed by Don C. 


Mullery (Ford), 


Auto publicists are going through their annual 
war of nerves, taking publicity shots of their com- 
panies’ 1957 model cars at secret locations, passing 
out heavy tips to ward off prying eyes. Some find 
that non-automotive cities make the best locations, 
since the public is not so new-auto conscious. 
Meanwhile, thousands of persons (workers, the 
competition and the press) see the new models 
months ahead of introduction date... . 


Rock Island (Il) dealers have joined the 


Chicago show’s 
who will be aided by Jerry Cizek 


(Chrysler-Plymouth), Maxwell 8. Evans (Olds- 
mobile), Walter Gerwig (Buick), James McManus jr., (Chevro- 
let) and Walter Schroeder (Studebaker) .. . Connecticut associa- 
tion is making a survey of auto salesmen’s compensation plans for 


its members. . . . 


Minnesota association reports 20 more NADA members ... 
Allan Mims has been elected director of Skyland Life Insurance Co., 
Charlotte, S. C. . . . George Sandridge has joined Arkansas associa- 
tion staff; former factory field man and dealer. 


—Pers Wemuorr, Editor, 
Automotive News 
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New-Car Inventories 
Slide 16 Percent 


(Continued from Page 1) 


excessive inventories, AUTOMOTIVE 


News found. 


Fifty-five percent of the dealers 
polled this month opposed a com- 
pulsory buyback, while 33 percent 
favored such a law. Other replies 
included “yes and no” and “it makes 
no difference to me.” 

* * a 


eee dealers opposed to a 
buyback law, however, favored 
factory help in liquidating inven- 


tories. One called for “factory ’ 


assistance,” another for rebates. 
One _ anti-buyback respondent 


said: “It should be controlled by 


Dealer Council 
Plans to Meet 
At Studebaker 


SOUTH BEND. The newly 
elected Studebaker National Dealer 
Council for 1956-57 will convene 


here for its first meeting prior to| 


July 30. 


William A. Keller, Studebaker 
general sales manager, announced 
the formation of a dealer advisory 
council in each of the 20 sales 
zones which will meet prior to the 
national conference to discuss 
matters the dealers want brought 
up there. 


Initial meetings of these groups 
have been completed, he said. 


The advisory councils are com- 
posed of a dealer from each dis- 
trict within the sales zone, Keller 
said. Members are selected by a 
three-man dealer nominating com- 
mittee and serve for a year. 


Ford Subsidiary 
Elects Breech 


GLENDALE, Calif. — Election of 
Ernest R. Breech as chairman of 
the board of directors of Ford Mo- 
tor Co.’s new sub- 
sidiary, Aeronu- 
tronic Systems, 
Inc., has been an- 
nounced by Ger- 
ald J Lynch, 
president. Breech 
is chairman of the 
board of Ford 
Motor Co. 

Lynch also an- 
nounced appoint- 
ment of Edward 
L. Montgomery 
as secretary of the new company 


Ernest R. Breech 


and election of Del S. Harder, ex-|, 


ecutive vice-president in charge of 


Ford’s manufacturing divisions, and | * 


John S. Bugas, Ford vice-president 
—industrial relations, to the seven- 
man Aeronutronic board. Other 
members, besides Breech and 
Lynch, are Andrew A, Kucher, di- 
rector of the Ford scientific labora- 


tory; Dr. Ernst H. Krause, Aeronu-| ; 


tronic vice-president - research and 


development, and Dr. Montgomery |}! 


H. Johnson, director of research 
and development for the subsidiary. 


Dealer Ginsberg Guilty 
On 3 Tax-Evasion Counts 
MIAMI, Fla. — Sydney Ginsberg, 
operator of Nash Miami Motors, 
Inc., has been convicted by a Fed- 
eral court jury here of evading his 
Personal income tax in 1948 and 
filing fraudulent returns for the 
company in 1947 and 1948 and found 
innocent of filing false personal in- 
come tax returns in 1946 and 1947. 
Ginsberg had pleaded not guilty 
to all five counts. He faces a maxi- 
mum of 15 years in jail and $30,000 


in fines. He had been accused of | Sept. 


earning $132,531 for the years 1946- 
48, but reporting income of $63,791. 
While he paid personal taxes of 
$19,279, he should have paid $57,348, 
the government contended. Gins- 


berg had been accused of reporting | May 


corporation income of $117,714 for 
1947 and 1948. The government con- 
tended the firm made $181,904 and 
should have paid taxes of $69,122 
instead of $42,789. 











individual dealers. Too many laws 
now.” 

“This would automatically stop 
the production push,” said a pro- 
buyback New Englander. “Fac- 
tories should be obligated for 
something.” 

A dealer against a buyback 
agreed with the factory view that 
it would forbid flexibility in chang- 
ing production scheduling. 

7 * * 
EALERS should have enough 
independence,” commented a 
West Coast buyback opponent, “so 
that they will have courage to 
— what they can sell profita- 
b ogg 

Another opponent said factories 
should take “greater responsibil- 
ity” in helping dealers clear out 
stocks, 

The “yes and no” respondent 
said there should be a buyback 
if “the manufacturer is respon- 
sible for the excess inventory,” 
but not if the “dealer as a free 
agent is responsible.” 

“A dealer,” commented a buy- 
back foe, “should not buy inven- 
tories that he cannot merchandise 
effectively. Does he want a guar- 
anteed profit, too?” 

* * + 

NCE again last week, 

analysts were looking beyond 
R. L. Polk registrations reports for 
a clue to the field sales situation. 

With final returns in for April 
and May, it was established that 
the Polk organization was working 
off gradually the 100,000 new-car 


sales which failed to turn up in| 


first-quarter reports. 

The last of this carryover was 
due to be absorbed in the June 
tabulations, winding up the first 
half. 

Altered reporting procedures in 
capitals of several large states 
caused the “lost” registrations 
after the first of the year. 


New-Car Stocks 


In Field, In Transit 


(Compiled by Automotive News) 





Dealers 

Cars Cars In Total 

In Transit Potential 
Period Field to Inventory 
Ending Stockst Dealers Stocks 
. 1, *50.... 261,754 188,500 440,254 

. 1, *60.... 276,136 158,000 434,136 
June 1, ’50.... 247,680 160,200 407,880 
Sept. 1, °50.... 239,642 160,400 400,042 
. 1, *51.... 305,888 900 404,788 

. 1, "GL... 406,541 138,500 545,041 
duly 1, '51.... 357,606 90,700 448,306 
Sept. 1, °51.... 283,402 86,800 370,202 
dan, 1, ’52.... 224,968 31,000 " 

Feb. 1, ’52.... 198,762 69,000 267,762 
Mar. 1, ’52.... 182,577 76,000 258,577 
Apr. 1, °52.... 213,391 83,000 296,391 
May 1, ’52.... 251,674 88,000 339,674 
dune 1, "52.... 232,036 70,000 302,036 
July 1, "52.... 193,462 84,500 277,962 
Aug. 1, ’52.... 162,086 12,000 174,086 
Sept. 1, '52.... 149,091 77,000 226,091 
Oct. 1, °52.... 233,556 89,000 322,556 
Nov. 1, ’52.... 308,894 90,500 399,394 
Dec. 1, ’52.... 287,247 76,000 363,247 
dan. 1, ’53.... 291,671 83,300 374,971 
Feb. 1, °53.... 324,835 86,600 412,035 
Mar. 1, ’53.... 389,011 87,200 476,211 
Apr. 1, ’53.... 445,882 89,300 535,182 
May 1, ’53.... 490,381 97,700 588,081 
June 1, '53.... 463,546 73,500 537,046 
duly 1, °53.... 479,698 82,800 562,498 
Aug. 1, '53.... 517,119 82,200 599,319 
Sept. 1, '53.... 514,569 74,500 589,069 
Oct. 1, ’53.... 519,037 60,900 579,937 
Nov. 1, °53.... 538,087 68,300 606,387 
Dee. 1, °53.... 430,876 29,000 459,376 
dan. 1, '54.... 428,125 36,600 464,725 
Feb. 1, ’54.... 466,176 60,600 526,776 
Mar. 1, ’54.... 511,122 62,000 573,122 
Apr. 1, ’S4.... 541,911 64,000 605,911 
May 1, ’54.... 538,775 68,500 607,275 
June 1, °54.... 5(3,219 62,500 565,719 
duly 1, '54.... 445,665 62,500 508,165 
Aug. 1, ’54.... 390,854 57,000 447,854 
Sept. 1, ’54.... J 400 406,054 
Oct. 1, ’54.... 267,469 29,000 296,469 
Nov. 1, ’54.... 120,107 37,500 157,607 
Dec. 1, '54... 203,453 61,700 265,153 
Jan, 1, ’55.... 293,881 68,500 362,381 
Feb, 1, °55.... 373,573 89,100 462,673 
Mar. 1, ’55.... 467, 95,000 562,655 
. 1, *65.... 544,038 99,500 643,538 
May 1, ’55.... 660,341 102,700 163,041 
June 1, ’55.... 755,498 93,000 348,498 
duly 1, '56.... 736,591 77,000 $13,591 
Aug. 1, ’55.... 735,447 71,500 806,947 
1, °55.... 675,964 37,300 713,264 
Oct. 1, ’55.... 489,475 5 
Nov. 1, ’56.... F 87,600 575,266 
Dec. 1, ’55.... 645,707 77,400 723,107 
Jan. 1, '56.... 755,177 53,300 808,477 
Feb. 1, °66.... 301,499 68,900 870,399 
Mar, 1, ’56.... 340,089 63,700 903,789 
Apr. 1, °56.... 827,977 68,100 398,669 
+ "56.... 946,286 56,300 902,585 
dune 1, '56.... 746,012 52,890  *798,902 
daly 1, °56.... 613,451 50,568 664,019 
Tt Field stocks include cars actually’ at 
dealerships, those warehoused by dealers 


and factories, and demonstrators. 
* Revised. 


a 


industry | 








In Memory of George Daley— 


In memory of George A. Daley jr., late 


president of Quincy Motor Co., Inc. (Ford), 


Quincy, Mass., and former president of the Massachusetts State Automobile Dealers 


Assn., 


the South Shore Automobile Dealers Assn. 


three hospitals in the Quincy area. Taking part in the presentation were, from left, 
Harold J. Moye, Newton; Phil Wolfe, Hingham; Leo Darr, Weymouth; Nat Prescott, 


Milton; Larry Bough, Milton, Ford deale 
Irene Daley; her daughter, Carol; 
Quincy, SSADA president. 


Sales Pickup, 


t; Jesse James, Weymouth; Daley's wife, 


Howard Irwin, Quincy; and Caesar F. Tassinari, 


Steel Strike 


Threaten °56 Shortage 


(Continued from Page 1) 


are not likely to be revised up- 

ward to any great extent for the 

balance of the '56 model run, | 

according to factory spokesmen. 
* * * 

TOCKS were reduced more 

quickly than anticipated, how- 
ever, thanks to factory cutbacks 
and increased sales, and dealers 
in volume lines now find them- 
selves with stocks good for only 
22 to 31 days of selling, according 
to factory spokesmen quoting from 
zone reports. 

The new-car sales pickup, 
according to dealer reports, 
began in mid-June and was still 
gaining momentum last week. 
Retail sales, as one factory offi- 
cial put it, “turned around very 
quickly.” 

First indications of a sales spurt 
came with field reports to factories 
on the final 10-day period of June. 

Some makers said dealer re- 
ports showed retail deliveries in 
the closing 10-day period of June 
gained in excess of 20 percent over 
the preceding 10-day period. 

The average increase in retail 
business in the closing period of 
June was roughly 12 percent, 


according to these reports to the| 


factories. 
* = * 


ORD MOTOR CO., which re- 
vised production schedules up-| 


255968 | Ward in mid-June on the strength | 


of optimistic sales reports, said 
last week that new-car sales were) 
continuing to improve. 

“Retail deliveries in the first | 
week of July increased 8 percent | 
over the comparable period of 
June,” a Ford spokesman said | 
last week. 
Other makers said July reports | 
were too fragmentary to evaluate. | 
Opinions as to reasons for the 
sales upswing were divided. Some | 
observers believe that the steel 
strike has prodded into the market | 
consumers who had intended to} 
put off buying until fall, but who/| 
now fear they may be ‘unable to 
get delivery then. 

Others say that the strike has 
lent credence to reports that | 
are bound to go up on ’57 models. 
This, they say, is pushing con- 
sumers in the market for ’5é6s. 

Another reason advanced is that 
buyers are suffering from a grow- 
ing suspicion that ’57s won’t be 
changed as radically stylewise as 





Vendor to Drop 


Automotive Line 


CHICAGO. — United Specialties 
Co. last week said it will discon- 
tinue production of automotive air 
cleaners at the end of the 1956- 
model run. 

John T. Beatty, president, said 
air cleaners, the firm’s principal 
product, had been a profitless item 
since 1953. 

He said the firm is seeking to 
acquire products that can be profit- 
ably manufactured in volume. 


rumors had it cartier in the year. 


ACTUALLY, the upewing late in 
June was not extensive enough 
|} to counteract a _ softness 
|new-car market earlier 
| month, 

As a result, total June registra- 
tions fell a bit below the May 
total of 560,014 — winding up at 
approximately 550,000, 

Dealers are hopeful that the 
possibility of a shortage may help 
| them pump a little additional profit 
into sales during the cleanup 
period. 

As one put it, “We won't feel 
obligated to accept every flaky 
offer a buyer comes up with.” 


New Hillman Minx 
Set for U.S. Debut 


NEW YORK. — An entirely 
new Hillman Minx will be intro- 
duced this month in the U.S, by 
Rootes Motors. 

John T. Panks, general mana- 
ger of Rootes Motors, Inc., U.S. 
distributor of the British auto- 
mobile, said the car is a product 
of a comprehensive eight-year 
study of American automotive 
tastes and represents an accelera- 
tion in British design trends. 


in the 
in the 











presented four oxygen tents to 


Unions Slowing 


Drive on Dealers 


Await Sales Pickup 
Expected With ’57s 
By Joseph M. Callahan 


Staff Writer 
Sgr organizing activity was 
reported at auto dealerships in 
five scattered points last week and 
there was a report that an allout 
union drive against dealers would 
begin this fall. 
Current activity 
was reportea at 
a Rochester, N, Y.; 
Springfield and 
Galesburg, I11.; 
Louis, and Detroit. A new contract 
was signed covering 900 St. Paul 
mechanics. 

It was also reported last week 
that several of the international 
unions w hich have been eyeing 
dealership personnel have told their 
organizers to go slow until the 1957 
models are introduced this fall, 
when the unions look for dealership 
business to boom. 

The unions believe that the 
dealership employes, aware that 
many of their employers are in 
poor financial condition, are un- 
suitable union prospects at this 
time. 

In Rochester, N. Y., a determined | 


Machinists Unions has resulted in 
New York State Labor Relations 
Board elections at 11 dealerships. 
The unions won five, lost five and 
one election was challenged. 

Dealerships in which the shop 
personnel voted for the unions are 
Sergeant Motors (Ford), Beikirch 
Brothers (Hudson), Bill Cooke Mo- 
tors (Dodge-Plymouth) and Weller 
Motors (Plymouth). 


* * * 


Election Challenged 


T SIMMONS MOTORS (DeSoto- 

Plymouth), the vote was 9-8 in 
favor of the unions but the com- 
pany challenged two votes. The 
labor board will shortly rule on the 
challenged votes. 

Charles M. Price, Machinist 
business representative, said that 
the Rochester organizing drive is 
being conducted jointly by the 
Machinists District 6 and Team- 
ster Local 398, in line with the 
two unions’ national campaign to 
organize all employes in the re- 
pair and service industry. 

Similar state elections were 

scheduled in Rochester last week 
for Hallman Central Chevrolet and 
Whiting Buick. Results are not yet 
available. 

Explaining the reason for the or- 
ganizing drive, union leaders said 

(Continued on Page 61, Col. 1) 





Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


duly 11 
(Sold 124 cars out of 163 entered.) 

BUICK—’55 Special Riviera, $1,780*, 
$1,730*; 4-dr., $1,670. °54 Super 
Riviera, $1,500*, $1,465*, $1,450*; 
Century Riviera, 2 at $1,400%; RM 
4-dr., $1,260* (ps). ‘53 Special 
Riviera, $1,065*; 2-dr., $810*, $740; 
Super 4-dr., $855*. °52 Super Riviera, 
$525°. 

CADILLAC—’'56 Hardtop, $4,- 
050* (ps). °55 (62) conv., $3,410* 
(ps). °52 (60) 4-dr., $1,150*%. °50 
(62) Hardtop, $760*. 

CHEVROLET 55 Two-ten (6) 
station wagon, $1,575*; Carryall, 
$1,200. °54 Two-ten 2-dr., $1,000; 
One-fifty station wagon, $1,000. '53 
Bel Air 2-dr., $825*; Two-ten 4- 
dr., $680, $670, $440. ’°50 SL Deluxe 
2-dr., $220. '49 2-dr., $150. 

CHRYSLER — ’55 Windsor Newport, 
$2,095*. 

DeSOTO — ’'54 Fire Dome (8) sedan, 
$835*. °52 Custom coupe, $540. ‘51 
Custom club coupe, $235*. 

DODGE — ’56 Custom Royal 4-dr., 
$1,970*. °53 Coronet 4-dr., $650, 
$620*; Meadowbrook 2-dr., $400, 
$355. °52 Coronet 4-dr., $300, $260. 

FORD 56 Thunderbird, $3,200* 
(ps), Fairlane (8) conv., $1,990; 

Custom (8) 2-dr., $1,580; Custom 

(6) 4-dr., $1,475. °55 Fairlane (8) 

Victoria, $1,570*; conv., $1,575; 4- 

dr., $1,250*; Custom (8) 4-dr., $1,- 

700* (ps); 2-dr., $1,185, $1,090. °54 

Custom (8) station wagon, $1,200*, 

$1,170, $1,150; 4-dr., $920*; 2-dr., 

$950*; Main (6) 4-dr., $750, $680. 

"53 Crest (8) conv., $900*; Victoria, 

$855*; 2-dr., $700*, $610, $570, 4- 

dr., $750; Main (6) 2-dr., $520. '52 

Crest (8) Victoria, $700*; Custom 

(6) 2-dr., $305. °51 Custom (8) 2- 


(62) 


dr., $260. $105. 

HUDSON — $1,- 
475. 

MERCURY ’56 Custom 2-dr., $1,- 
850. °55 Montclair Hardtop, $1,860", 
$1,815*, $1,805*%; Monterey Hardtop, 
$1,810*; 4-dr., $1,510*; Custom sta- 
tion wagon, $1,970*. °'54 Monterey 
Hardtop, $1,350*, $1,150*%; 4-dr., 
$1,165*. °53 Monterey Hardtop $960. 
"51 2-dr., $325*%; 4-dr., $250. 

NASH — ’53 Rambler Hardtop, $690; 
Stateman Hardtop, $640. '52 States- 
man 2-dr., $370. 

OLDSMOBILE —- ‘56 (88) Super Holi- 
day, $2,900* (ps). °55 (98) 4-dr., 
$2,325* (ps); Hardtop, $2,315*, $2,- 
275* (ps); (88) Holiday, $2,050*, 
$1,950*. °54 (98) 4-dr., $1,525* (ps). 
53 (98) 4-dr., $1,045*; (88) 4-dr., 
$905* (ps). °51 4-dr., $350. °49 2- 
dr., $160. 

PACKARD — ’'54 Caribbean conv., $1,- 
775*; 4-dr., $1,050*. 

PLYMOUTH—'55 Belvedere (8) conv., 
$1,560; Savoy (6) 2-dr., $1,030. ’54 
Belvedere conv., $1,000; Plaza 4-dr., 
$630, $515. ’'53 Cranbrook Belvedere, 
$700; conv., $500; Suburban, $625; 
4-dr., $450; Cambridge Suburban, 
$705; 4-dr., $410. ’52 Cambridge, 4- 
dr., $295. 

PONTIAC — ’56 Star Chief (8) Cata- 
lina, $2,560*. °55 Star Chief (8) 
Catalina, $1,890*. °53 Chieftain (8) 
Catalina, $900*; conv., $795*; 4-dr., 
$720, $700* (ps); Chieftain (6) 2- 
dr., $605. ’52 Chieftain (8) Catalina, 
$660*; Chieftain (6) 2-dr., $400*. 

STUDEBAKER — '54 Commander 2- 
dr., 52 Commander 2-dr., 


"49 Deluxe conv., 
"55 Rambler 4-dr., 


- -— °55 Dodge ‘%-ton panel, 
. 54 Ford %-ton pickup, $700, 


"50 Chevrolet %-ton pickup, 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 50, 52, 53, 54. 
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GOODFYEAR 


More people ride on Goodyear tires than on any other kind! 
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AUTOMOTIVE NEWS, JULY 16, 1956 


Veteran of 46 Years Looks at Today... 
Golden Age of Selling Recalled 


Epitor’s Note: AUTOMOTIVE 
News’ writer salesman, after 
failing to beat a car sale out of 
the bushes, decided to get some 
advice from an old hand at sell- 
ing cars. 

* * * 
By W. C. Lockwood 
Staff Writer 
AT advice would an auto 
salesman with 46 years experi- 
ence give to a beginner today? 

“Well, my first advice to a 
young man who wanted to be an 
auto salesman today would be 
not to start,” said Samuel Rock- 
well, a car salesman since 1910 
and with Packard since 1916. 

“There was a future when I 
started,” he said, “and I’ve made 
a lot of money. There’s no future 
today. Dealers aren’t stable.” 
* + + 

a blamed factory 

pressure and merchandising 
methods for the plight of dealers. 
He said factories once were ethi- 
cal. 

“We had a lot of wonderful, 
nice things in those days,” Rock- 
well said reminiscently, eyes aglow. 

If he is right and the day of 
salesmen like Sam Rockwell has 
passed, it cannot help but be a 
loss for the auto industry. 

In 1952 he was described as the 
“oldest and best Master Salesman 
Packard ever had.” He won the 

title Master Salesman more times 
than any other man and he has 
sold more Packards than any other 


man. 
What is his philosophy of sell- 





ing? “Know your customers and 
their requirements, call on them, 
don’t bore them, think for them, 
help them and gain their confi- 
dence.” 

* * + 

N 46 YEARS did he ever wish 

to become a dealer? “No. There 
were too many casualties, too 
much uncertainty.” 

When did dealers begin to slip? 
“When they began gypping.” Rock- 
well placed this “demarcation” in 
the 1930s. 

Auto retailing today, in Rock- 
well’s opinion, is on a “super- 
market” basis. Prospects shop 
the dealers trying to drive prices 
down. 

“I don’t give a man a price 
when I see that he’s a shopper,” 





Henderson Patent 


Upheld by Court 


CINCINNATL The U. S. 
Court of Appeals for the Sixth 
Circuit has affirmed the opinion 
of a lower court that the Hen- 
derson tire changer patent is valid 
and has been infringed by Coats 
Co. of Fort Dodge, Ia. The Hen- 
derson change has been manufac- 
tured by Big Four Industries of 
Cincinnati. 

Later the Court of Appeals de- 
nied Coats petition for a re-hear- 
ing and put into effect an injunc- 
tion prohibiting Coats from using 
or selling the infringing tire 
changers. 











14-Inch Tire Unveiled 


General Recalls Pioneering It 25 Years Ago; 
Safety Advantages Told 


AKRON. General Tire & 
Rubber Co. has disclosed develop- 
ment of a new line of 14-inch tires, 

First tire in the new line will 
be the General tubeless for 1957 
new cars. The company also is 
prepared to produce 14-inch 
models in its other top lines. 

“The switch from 15-inch to 14- 
inch wheels for most 1957 car 
models is a realization of the 
trend which General began a 
quarter-century ago,” said L. A. 
McQueen, General Tire vice- 
president. 

McQueen said General developed 
the first 14-inch tire — called the 
“Jumbo 14” twenty-five years 
ago and produced and sold it in 
volume quantity in 1932 and suc- 
ceeding years. At that time the 
standard rim diameter was 17 
inches. 

“The foresight of our engineers,” 
said McQueen, “has enabled us 
now, with years of practical ex- 

* * * 


General's 14-incher— 


Latest of a long line of 14-inch tires 
developed by General Tire & Rubber Co., 
Akron, is the “General Tubeless,” en- 
hanced here by the beauty of Kent State 
University coed, Pat Moran. General 
claims to have developed the original 14- 
inch tire, the “Jumbo 14,” a quarter- 
century ago. Automobile manufacturers 
Gre accepting the 14-inch rim tire as 
standard equipment on many 1957 
models. 











| 


perience, to come out with a new 
14-inch tire which we believe will 
rival any other on the market.” 

A bigger tire than its 15-inch 
counterpart, the 14-inch General 
tubeless will weight about a half- 
pound more. Although smaller 
in overall height, it will be 
larger in cross-sectional girth. 

For example, cars that formerly 
used a 6.70x15 casing will now use 
a 7.50x14. The increased cross- 
section is necessary for equivalent 
load-carrying capacity. 

While the General 14-incher will 


do what it’s designed to do —| 
lower automotive silhouette for 
more graceful, road-clinging ap- 


pearance and performance it 
will also put more rubber on the 
road for improved tractive power 
and stability and a slower rate of 
wear, McQueen said. 

Factors in the longer mileage are | 
the wider tread and lower air| 
pressure, 

The new tires will give safer | 
performance because of a lower 





= |center of gravity for the automo- 


bile and greater tread-ground- 
contact, according to McQueen. 
The purpose of the smaller 
diameter, low-pressure casing in 
1932 was to deliver a smoother, 
safer, softer ride and better trac- 
tion and flotation on the rough, 
often unpaved streets and roads 
of the era, General said, 
Recommended air pressure for 
the Jumbo was 12-16 pounds com- 
pared to 32-36 for the conventional. 
“Automotive designers at the time 
claimed the industry was not ready 


‘|for such a drastic change and that 


it would take time to initiate the 
modifications that would be neces- 
sary,” said McQueen. 

General sold Jumbo 14 replace- 
ment wheel-tire assemblies for all 


/|popular brands of autos from 1932 


on to as late as 1950. Larger 
diameter Jumbos also were pro- 
duced for the small pickup and 
delivery trucks. 

Recommended air pressure on 
the new General line of 14-inch 
tires (approximately 22 Ibs.) will be 
less than its 15-inch forebear but, 
due to the increased load require- 
ments over the past 25 years, not 
as low as General’s original Jumbo 
14, 

Also, improved automotive sus- 
pension systems and smooth, paved 
road surfaces make the extremely 
low air pressures no longer neces- 
sary, General said. 


| change? 


'them fairly and honestly, 


said Rockwell. “I’ll be nice to him 
and tell him that I can’t give 
him a price. I'll just suggest to 
him that he go around and see 
what he can get. If I give him a 
price, he'll just use it to drive 
someone else down.” 

Salesméen today tend to be 
“showroom salesmen,” he _ said. 
“We called on people personally 
and I still do,” said Rockwell. 


|“Just the other day a man told 


me that I was the first man ever 
to call on him to sell a car. Today, 
I spent the morning downtown 
calling on people.” 

What brought about this 
“The car shortage (dur- 
ing and after the war) spoiled men. 
Before the war we got out and 
called on people.” 

* + * 

OCKWELL said that in the 

early days salesmen were given 
intensive training by factories and 
were required to pass examinations 
on product. “Product knowledge 
was higher, better than now.” 

What about competition? 
“Well,” he smiled, “there were 
about 25 high-grade cars in those 
days. Pierce-Arrow, Lozier and 
many others.” 

As he talked, Rockwell’s words 
recreated what might be called the 
“Golden Age of Packard.” From 
his files, he pulled out a small, 
expensive looking booklet titled 
“Famous Gateways of Packard.” 

Shown in pictures were the en- 
trances of beautiful estates owned 
by people who drove Packards. 
They included the elite of the 
nation. Governors, ex-governors, 
industrial and business leaders. 
“I used to like to sell the 
governors (of Michigan) but now 
the State buys cars through the 
purchasing agent on bids,” he said. 
- + a 
“TFORACE DODGE,” Rockwell 

smiled, “used to say ‘My wife 
couldn’t go to the symphony unless 
she went in one of those Packard 
limousines.’ I sold two at once to 
his widow. I had a lot of fine cus- 
tomers.” 

Who were some of them? 
“Henry Ford and others at the 
Ford Highland Park plant. 
Walter P. Chrysler when he was 
with Buick. C. W. Post and Dr. 
John Kellogg in Battle Creek. 
Bassett of Buick, Mott of Mott 
Axle. 

“Mr. Wolfe once president of the 
Commonwealth Bank bought from 
me as long as he lived. Griswold 
Street was my ‘bank account,’” 
Rockwell smiled. “I dealt with 
cus- 
tomers had confidence in me. 

“You could depend on a prospect 
then. Now you can’t depend on 
them for one hour,” he said. 
ad * * 

ARS were taken in at market 

value. “It was a privilege to 
turn in a car. We allowed them 
20 percent of the value of a trade- 
in on a new car. Then when the 
car was sold, the balance was 

(Continued on Page 61, Col. 4) 
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Chevrolet Streaks to Pike's Peak Record— 


The 1956 Chevrolet, driven by Jerry Unser jr., speeds to the finish line of the 
34th annual Pike's Peak Hill Climb at Colorado Springs. 
supplied by the U. S. Auto Club, official timers of the event, Unser clipped 1:16 
from the old mark to set a record of 16:08 for the 12.42-mile climb. In addition to 
the two top places, Chevrolet claimed fifth, sixth and tenth places in the hotly 
contested race which saw 14 stock cars compete. 








The ‘Met’ and the Jet— 

Glen Woodfin, head of Woodfin Motors (Nash), Ontario, Calif., arranged this dis- 
play of a Metropolitan 1500" alongside a Lockheed F-94 Starfire jet fighter. Wood- 
fin also is chief test pilot for Lockheed Aircraft Service in Ontario. 


Auto Credit Rises in May; 
Falls Short of Last Year 


stallment debt or $14,876,000,000 
out of $28,591,000,000. 
Auto credit extended in May was 


| $1,475,000,000 as compared to $1,- 


WASHINGTON. Automobile 
consumer credit increased $170 
million during May as compared 


with a $503 rise in May of last 


year, according to the Federal | 616,000,000 in May, 1955. However, 
Reserve System here. |the amount repaid was $1,305,000,- 
Auto credit in May, 1956, /000, or an increase over the $1,- 


amounted to 51 percent of the 
rise in total installment credit | 
($331 million) which was a drop 
from the 79 percent of the total 
($636 million) in May, 1955. 

Also, auto credit comprised 52 
percent of the nation’s total in- 


113,000,000 repaid in May last year. 

Breakdown of the holders of 
the auto paper gives sales fi- 
nance companies with $8,146,000,- 
000 or 55 percent of the total; 
commercial banks with $5,385,- 
000,000, or 36 percent; other fi- 
nancial institutions, $770 million 
or 5 percent, and auto dealers, 
$575 million, or 4 percent. 

Of the auto paper held by banks, 


Record in June; $3,157,000,000 was purchased and 
$2,228,000,000 was given in direct 


66,503,000 Jobs jloans by banks to consumers. 


WASHINGTON. — The Govern-| e a 
ment last week reported that em-| Pike’s Peak Race 


ployment set a new record in mid- - 
Rejects Protests 


June with 66,503,000 having jobs. 
The average weekly wage for fac-| 
tory workers was $79.40. ae 
The Government and the con-| On Top Finishers 
struction and finance industries 
; Ss N lo. — 
established new payroll records. aa ao hy Seine 
money was awarded last week to 


Only manufacturing jobs failed to} 
oan qn ey te i race car drivers on the basis of the 
this figure was near a record. original results announced in the 
The report does not reflect the Pike's Peak hill climb July 4. 
650,000 idled in the steel walkout or| Lloyd Faddis, general manager 
the more than 50,000 laid off in re-|Of the Pike’s Peak Hill Climb 
lated industries. Assn., said the first seven race 
The new record topped May’s|cars and the first four stock cars 
figure by about 1,250,000 and was|were torn down and inspected 
1,055,000 greater than the previous| after the protests. Some drivers 
record of August, 1955. had claimed the top finishers did 
However, the unemployment fig-| not meet race specifications. 
ure was 2,900,000 which was a rise Faddis reports the detailed ex- 
of 319,000 above a year ago. This| amination showed all cars com- 
was attributed to the “unusually| plied with the mechanical require- 
large” number of youngsters be-|ments. Prize money was awarded 
as follows: 


— Race Car Division: 1. Bobby Un- 
ser, Albuquerque, N. M., $5,500. 2. 
|Bob Finney, Colorado Springs, $3,- 
360. 3. Loran Roberts, Denver, $2,- 
040. 

Srock Car Division: 1. Jerry Un- 
ser jr.. Honolulu, 1956 Chevrolet, 
$2,700. 2. Bob Korf, Dayton, O., 
1956, Chevrolet, $1,650. 3. Herbert 
Bryers, Colorado Springs, Plym- 
outh Fury, $775. 

Bobby Unser set a record of 14 
minutes 27 seconds on the 12.4- 
mile twisting course up the 14,110- 
foot mountain. 





Employment Sets 














tween 14 and 19 looking for work. 


Plymouth Dealers Pick 


Jabro in California 

LOS ANGELES. — Lew Jabro, 
a former Chrysler-Plymouth dealer 
here, has been elected manager of 
the new Plymouth dealer associa- 
tion in Southern California. 

Jabro has taken over details of 
organization and formation of the 
new association and will act in an 
executive capacity for the group. 


Sanco Changes Hands 


Jack Jones, owner of Frontier 
Ford Co., Albuquerque, N. M., and 
C. F. Piper, Oklahoma City, have 
purchased Sanco Motors (Ford), 
Santa Fe, from Raymond MeNiece 
and W. J. Fulwiller jr. 





Based on information 











; dis- 
food- 


rize 


the | 


the 


ger 
mb 
ace 
ars 
ted 
ers 
did 


ex- 
m- 
re- 
led 


ro, 
ler 

of 
ia- 


he 
an 
ip. 


ier 
nd 
ve 
d) 





AIN OPEN LE TDraR 


to 


MR. L.L. COLBERT, President, Chrysler Corp. 


MR. HARLOW H. CURTICE, President, General Motors Corp. 


MR. HENRY FORD II, President, Ford Motor Company 


MR. JAMES J. NANCE, President, Studebaker-Packard Corp. 


MR. GEORGE ROMNEY, President, American Motors Corp. 


Last year’s models were good sellers ... last year! 


And yesterday’s thinking about markets and advertising media was good enough for yesterday. 


But today’s market is tough. It demands new thinking. Tough thinking. Fresh thinking based on new 


trends! 


Let’s look at these new trends. 


In the past decade, weekly and bi-weekly magazine cir- 
culation has risen 49.1%. Men’s magazine circulation has 
zoomed 127.5%. Yet, in this same period, TRUE’s circu- 
lation has rocketed to over 2 million ...a phenomenal 
increase of 188.4%. 


Meaning? Men’s magazines in general, and. TRUE in par- 
ticular represent the biggest new growth development in 
the magazine field. 


How can this help you sell more cars? 
Consider these facts: 


1. VOLUNTARY PURCHASE: Each issue, more copies 
of TRUE are sold on newsstands than of LIFE, LOOK or 
COLLIER’S. The TRUE man goes beyond the mass displays 
at newsstands—and pays a premium to get the magazine 
of his choice! 

Newsstand Sales 


ee ae ee ee 
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2. UNDUPLICATED: You can’t reach TRUE’s massive, 
all-male market in any other magazine! 

85.5% of TRUE readers’do not read LIFE. 

85.1% do not read LOOK. 

85.8% do not read COLLIER’S. 

82.9% do not read SATURDAY EVENING POST. 


3. AUTOMOTIVE READERSHIP: The TRUE man is 
“car-conscious.” Readership of auto ads in TRUE is greater 
than readership of auto ads in other mass media! 


Percentage readership of automotive ads (July 1954-June 1955) 


Noted Seen-Assoc. Read Most 
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4. CAR-OWNING FAMILIES: TRUE families own more 
cars than an equal number of families reached by any 
other mass medium! 

Automobiles per 100 households 


Bee 2 oe - 1108 
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5. LOWER COST: TRUE delivers an unduplicated man’s 
market at a lower cost per page per M than any of the 
mixed market general weeklies! 


Cost per M circulation 
Black & White page 4 color page 
$3.08 . ‘ 


TRUE. a ° $4.32 
MGewe + se 0 ee te ew Me tl wlCO 
oe «+ 6 ec ee 8 et 6 he we ee ee 
Mr +s we ee we te ew een ce «lO 
COLIIBRS...++2+-. 33S... - 482 


It all adds up to one of the most dynamic markets for new 
cars in America... a solid, no-waste, all-man market with 
the money to spend and the desire to own all the better 
things in life. 


And, let’s face it. Just as old models don’t sell today, old 
media no longer answer the critical problem of selling new 
cars. Choose the magazine that’s growing fastest in your 
fastest-growing auto market! Put the muscle of TRUE’s 
mighty 2 million behind your selling today. 


For brief but information-packed report of TRUE’s auto- 
motive market and its habits, call or write John E. Miller, 
Advertising Manager, 67 West 44 St., N. Y. C., MUrray 
Hill 2-3606; or G. H. Reeling, Western Manager, 612 N. 
Michigan Ave., Chicago, MOhawk 4-5363; or H. G. Walter, 
Detroit Manager, 1659 Guardian Bldg., Detroit, WOod- 
ward 2-4860. 


Sell over 2,000,000 men who do their own buying in "7" RU E; America’s Number One Man’s Magazine 
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8 
After Bus Mono 


(Continued from Page 2) 


tor serve as chairman of a prin- 
cipal competitor. 


3. Acquiring the control of bus 
operating companies and by 
making requirement contracts 
with some of them, 


4. Agreeing to refuse to sell 
buses to competitors of favored 
customers. 


5. Extending to favored cus- 
tomers preferential prices for 
buses and bus parts. 

6. Loaning money to bus operat- 
ing companies. 

7. Using its financing subsidiary, 
Yellow Mfg. Acceptance Corp., to 
extend preferential financing 
terms. 

8. Inducing officials of munici- 
pally owned transit companies to 
issue restrictive bus specifications 
excluding other manufacturers 
from bidding. 

* * oa 

REFUSING to sell various bus 

* parts, including diesel engines 
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ly Suit Is Filed... 


Trust-Busters Still Eye GM, Ford 





and automatic transmissions, 
competitors. 


10. Acquiring exclusive rights to 
use various improvements. 

The complaint asks that GM 
be enjoined from selling more 
than 50 percent of the bus re- 
quirements of the alleged co- 
conspirators, that GM conclude 
the restrictive agreements, that 





Copper Prices Cut 


By 6 Cents.a Pound 


NEW YORK. — Copper prices 
have been cut six cents a pound 
to domestic customers, bringing 
the price down to 40 cents. 

Phelps Dodge Corp. was the 
first producer to announce the 
cut last week and was followed 
by Kennecott Copper Corp. Other 
smaller producers also cut prices. 
Anaconda Co. at press time had 
not announced a cut but observers 
here believed it would soon. 





Pete Penn says... 


“| GIVE YOU A HEAD START 


in getting repeat business” 


relief be given for the alleged 
patent abuses, that GM _ be 
required to sell bus parts to its 
competitive manufacturers and 
that the finance facilities of 
other Yellow Mfg. Acceptance 
Corp. be extended to other man- 
ufacturers. 

GM’s principal competitors in| 
the bus business were said to be 
Flixible Co., Mack Trucks, Inc.,| 
and Southern Coach Mfg. Co, It} 
was stated that in 1955 GM sold 
2,724 buses, Flxible sold 215 buses, 
|Mack sold 118 and Southern sold | 
73 buses. 

Charles F. Kettering, a GM vice-| 
president, was identified as the 
| board chairman of Fixible Co. for 
many years. 

The complaint was signed by| 
Brownell, Fred W. Kaess, U. S.| 
district attorney in Detroit; Walter | 
O. Murphy, a Justice Department | 
attorney who will present the | 
Government’s case with George D. | 








I am getting to be a familiar character to 
millions of motorists who recognize the impor- 
tance of my story: 


If other factors are equal, a motor oil’s 
lubricating quality depends on the 


quality of its basic crude oil. 


The Pennsylvania region is famous for having 
nature’s finest crude. With this head start from 
nature, it’s no wonder Pennsylvania motor oils 
outperform other brands. 


No wonder, too, that you will have a head start 
in getting repeat business if you carry and pro- 
mote a brand of Pennsylvania motor oil. Your 
customers are sure to 
agree with you and with 
your recommendations. 





PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 





start with 
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Reycraft, who also filed the com- 
plaint. 

* + + 
OMMENTING on the Depart- 
ment of Justice’s suit, Harlow 

H. Curtice, president of GM, said, 
“The position we have earned for 
ourselves in the bus industry — 
whose current annual production is 
3,000 units — is a measure of the 
faith and confidence our customers 
have in our products and organi- 
zation. 

“We have built an outstanding 
product. We have provided a 
product that year after year 
produces substantial economic 
savings to our customers. We 
have contributed significantly to 
the ability of our customers to 
manage their properties and give 
good service to the public.” 
Curtice said GM has led the in- 

in the past 25 years in 
introducing such advances as the 
Monocoque body, the two-cycle 
Diesel engine, the first hydraulic 


| transmission and air-ride suspen- 


sion. 
“The economics of the motor 
coach industry,” he said, “are 


such that a fraction of a cent 
operating cost per mile can spell 
the difference between success and 


Today's BEST Oils 


Nature’s BEST Crude 
-.-and that means PENNSY. LVANIA! 


Oll City, Pennsylvania 





failure of the operator. Hence 
economy of operation is a foremost 
requirement insofar as our bus 
customers are concerned. 

* * * 


E HAVE endeavored always 
to meet this requirement 
and, in fact, bus company records 
show that we have succeeded.” 
Curtice declared that GM has no 
financial interest in any manufac- 
turer or operator of buses and 
that it has no requirement con- 
tracts with any bus operators. 


He continued, “General Motors 
engages in no discrimination as 
regards prices, terms and condi- 
tions in the sale of its buses. 
We attempt to acquaint poten- 
tial customers with the quality 
of our products and in doing so 
follow the normal procedures 
used by anyone with an out- 
standing product to sell. 


“It would appear that the action 
seeks to regiment the customer — 
in effect telling him that he is not 
free to buy the product where he 
can get it to his best advantage.” 

In Chicago, Walter J. Jacobs, 
president of Hertz Corp., last week 
protested against the naming of 
his firm as a co-conspirator in the 
case. 

He asserted, “The Hertz Corp. 
does not own or operate any buses. 
Hertz is engaged solely in the 
renting and leasing of passenger 
cars and trucks without drivers, 

“The Hertz Corp. has not pur- 
chased any buses from General 
Motors or any other bus manufac- 
turer during the period for which 
the monopoly is charged.” 


GM Hosts Profs 


In Engineering 


DETROIT. — Twenty-six engi- 
neering professors from 20 colleges 
in the U. S. and Canada are 
attending the fifth General Motors 
conference for engineering educa- 
tors here July 15-31. 

In addition to participating in 
general sessions, the professors 
will be given individual assign- 
ments to visit GM operating div- 
sions of their choice. 

Conference hosts are Charles A. 
Chayne, GM engineering vice 
president, and John J. Cronin, 
GM manufacturing vice-president. 
Other GM executives scheduled to 
take part in the general sessions 
are: L. C. Goad, executive vice- 
president; -A. G. De Lorenzo, direc- 
tor, public relations staff; Robert 
M. Critchfield, vice-president, proc- 
ess development staff; W. F. An- 
dersen, director, budget and pro- 
cedure section; George A. Jacoby, 
director of personnel relations, and 
Edwin L. Yates, salaried personnel 
activity. 


Makers 


(Continued from Page 2) 


the U. S. and Canadian diplomatic 
corps in England, Austria, France, 
Germany, Italy, Spain and French 


Morroco. 
* * oa 


Cadillac 


Retail deliveries of new Cadillacs 
for the first six months of 1956 
totalled 81,143 — an alltime high, 
according to James M. Roche, 
general sales manager. 

The previous Cadillac high for 
a first six-month period was 81,131 
recorded in 1955. Cadillac also 
established an alltime record for 
June sales this year with 12,574. 
The previous high for June was 
in 1954, when retail deliveries 
totalled 12,466, Roche said. 


* * * 


Oldsmobile 


Retail sales by Oldsmobile dealers 
in the first six months of 1956 total- 
led 240,015, new cars for the second 
highest first-half sales in Oldsmo- 
bile history, it was announced by 
J. F. Wolfram, general manager. 

In the record-breaking 1955, Olds- 
mobile dealers delivered 312,266 new 
cars in the opening six months. Six- 
month retail sales in 1954 were 201,- 
809 new cars. 

Retail deliveries in the last 10 
days of June totalled 13,832 new 
cars, a 12 percent gain over the pre- 
vious 10-day period. This brought 
June retail sales to 37,684 new ve- 
hicles. 

Oldsmobile dealer net stocks of 
new cars as of July 1 totalled only 
26.5 days’ supply, Wolfram said. 

















A PICTURE WORTH 10,000 WORDS... 


- You've heard what Confucius said, “One picture is worth 10,000 words.” Well, the fabulous 
rt Du Mont EnginScope® will save you 10,000 words when a customer demands an explanation of 
2 “Why do I need a new coil?” or, “those plugs have only 3000 miles on them, how do you know that 
y ‘ they’re bad?” and so on. Just let him see the picture on the EnginScope and you'll have saved 
el 10,000 words explaining. Once he sees for himself, he won't balk at the cost of replacement parts. 


This is time and money in your pocket. 


: .»»- AND PROBABLY WORTH 10,000 DOLLARS TO YOU 


.-in extra parts sales because there is no doubt in your mind, or the customer’s, that certain parts 
should be replaced to restore original engine performance. The best part of iit all is that... 


IT ONLY costs you °/ 25°° 


: from your local equipment jobber—Call him today !! 


| NOW AVAILABLE! 


The first of the EnginScope accessories . . . the VALVE TESTING PICKUP. This EnginScope 
> accessory lets you actually see what’s happening in the manifolds, both intake and exhaust. 
Write to address printed below for full particulars . . . no obligation, of course. 


ty febuloat EnginScope., 10 MOM 


*Trade Mark ALLEN B. DU MONT LABORATORIES, INC., DEPT. A-7 CLIFTON, N. J. 
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AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 

M 1 |. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 

{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 

§ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywher 
else in the world. 










Capsule Comment 


Auto manufacturers figure they have sufficient steel to 


carry them through the next 30 days, perhaps into the new- | 


model run. 


Everybody would be happy if rising car demand cut the 
steel supply to ribbons 


* = * 


Congress finally passed the huge highway bill, providing 


for expenditure of $33.4 billion in the next 13 years. 


Can’t figure out why it took the Congressmen so long to 
decide how motorists’ money would be spent. 


. * aa 
Emphasizing that both factory and dealer association of- 
ficials have too long regarded trucks as a “necessary evil,” 


NADA’s new truck committee has set out “to change this 
attitude from top to bottom and bottom to top.” 


Working toward the goal of sound retail merchandising 
methods on trucks—and a return to profitable operation. 
* - * 

Department of Commerce survey estimates that 2,815,000 
autos will be produced in the last six months of 1956, bring- 
ing year’s total to six million, fourth best in history. 

Contingent on getting dealer inventories in line. 
* * * 

Congress is launching an extensive investigation of auto- 
motive safety, along with a similar probe by the Bureau of 
Public Roads, covering safety factors in auto design as well 
as human causes of accidents. 

Will Government step into auto styling, too? 
* * * 
Despite opposition from seating engineers, there are signs 


of an early trend to sports-car type seats in conventional 
autos, Engineering Editor John Benedict reports. 


Despite opposition from long-legged guys, too. 











Coming 
Events 


Dealer Conventions 


July 26-28—Annual Summer Meetin 
tomotive Trade Assn. Managers, 

_ min Franklin Hotel, Seattle. 

Aug. 26-27—Georgia Automobile Dealers 
Assn., Genera Oglethorpe Hotel, 
Savannah. 

Aug. 26-29—Automobile Dealers Assn, of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. 7-9 — Maine Automobile Dealers 
.. Marshall House, York Harbor, 

e 


Au- 
nja- 


Sept. 17-18—Minnesota Automobile Deaiers 
Assn., St. Paul Hotel, St. Paul. 

Sept. 18-19—South Dakota Automobile 
Dealers Assn. Mitchell, S. D. 

Sept. 23-25—Colorado Automobile Deal- 
er's Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 


Assn.. Hotel Schroeder, Milwaukee. 
Sept. 26-28 — New Jersey Automotive 
Trade Assn., Chalfonte-Haddon Hall, 
Atlantic City, 
Sept. 30-Oct. 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 


Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 4-5—25th Annual State Convention, 
Kansas Motor Car Dealers Assn., Baker 


Hotel, Hutchinson, Kansas. 

Oct. 1426—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond, 


Oct. 21-22—Oklahoma Automobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile. Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 

Biloxi, Miss. 

Oct. 21-23—Florida Automobile Dealers 

a. Fort Harrison Hotel, Clearwater, 
4. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers |2th Annual Convention, Statler 
Hilton Hotel, Dallas. 

Nov. 11-13—Kentucky Automobile Dealers 
Assn.. Seelbach Hotel, Louisville. 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco. 

* . * 


Auto Shows 


Nov. 10-17—International Autorama, Com- 
mercial Museum, Philadelphia. 

Dec. 8-Ié—National Automobile Show, 
Coliseum, New York. 

Jan. 5-13—Chicago Auto Show, 
tional Amphitheatre, Chicago. 

Jan. ‘oe ee Automobile Show, 
Hunt National uard Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, State Fair 
Coliseum, Detroit. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 9-16—Albuquerque Auto Show, Colli- 
seum Bldg., State Fair Grounds, Albu- 
qureque, N. M. 

Feb. 9-16—Milwaukee Auto Show. 

s 2 « 


General 


July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

July 26-28—Automotive Trade Association 
Managers Meeting, Benjamin Franklin 
Hotel, Seattle, Wash. 

Aug. 19-24—i0th annual convention of 
National Congress of Petroleum Re- 
a Shoreham Hotel, Washington, 


Interna- 


Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 

Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England. 


(See CALENDAR, Page 55, Col, 1) 


30 Years Ago... 
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Automotive Cartoon 


Of the Week 
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“Now, don't be afraid to come to me with your prob- 
lems—think of me as your big brother .. . 


and now let's get down fo the facts... . 


Letterbox 






Which Record? 


I would like to call your atten- 
tion to a picture you ran on Page 4 
of your June 25 issue of AUTOMo- 
tive News, showing a Ford Custom- 
line which the caption says topped 


Chrysler in 1954. 


For your information, Chrysler 
still holds the Stevens trophy and 
Ford did not break Chrysler's rec- 
ord in their recent attempt at In- 
dianapolis. 

Ford can rightfully claim that 
they averaged 107.126 miles per 
hour for 500 miles, but that is a 
long way from the 24-hour endur- 
ance record of 2157.5 miles at an 
average speed of 89.88 miles per 
hour established by a Chrysler New 





Yorker in 1954—JoHN O. Monrt- 

GOMERY, Director of Public Rela- 

tions, Chrysler Division. 
* * 


- 
Ford Farm Boy 


As a farm boy who used a Ford 
truck to learn to drive (5,000 miles 
under my belt before I learned you 
could shift a car without double- 
clutching), I got quite a kick out 


The Big Stories 


Nearly: 18,000 miles of road in several state highway systems was 
surfaced in 1925, according to the Department of Agriculture. At the 
end of the year the total surfaced mileage in the state systems, had 
reached 145,508 miles, and there were 32,218 miles of earth road, 
graded and drained according to engineering standards. 

Establishment by the General Motors Corp. of an industrial uni- 
versity in Flint, to be known as General Motors Institute of Tech- 
nology, and affiliated with the Industrial Mutual Assn., was an- 
nounced by Harry H. Bassett, president, Buick Motor Co. 

That Ford Motor Co. will build a huge plant in Long Beach, 
Calif., seems an assured fact now, following the signing of a contract 
between Ford and the city. The contract calls for the city to dredge 
a channel that would give Ford property access to the sea. 

A Franklin sedan was declared the winner of the annual Yosemite 
Economy Run, with 18.00 miles per gallon of gasoline, and a ton 
mileage of 34.92. A Buick finished second and an Oldsmobile third. 


—From the files of Automotive News. 





‘Chrysler Keeps Trophy . - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


|the Stevens trophy record set by! 





| cooperation 





of Jack Weed’s Truckin’ column 


‘in the July 2 issue. 


We had a 1933 Model B truck, 
and it never ran second on speed 
or pulling to any 1933 V-8 truck I 
ever ran against. . 

Later on, I worked for a custom- 
harvesting outfit which rolled on 
Ford V-8 trucks. That was in the 
days before self-propelled com- 
bines and before hydraulic brakes 
on Fords. 


When we moved — usually in 
50-mile jumps — we loaded a two- 


'ton farm tractor on the truck bed 


and towed a 2%-ton combine be- 
hind as a free-wheeling unit. 


Mr. Weed may have had his 
thrills with the brakes—or lack of 
them on Ruckstell-equipped 
models. Until he’s ridden down 
some of the long, long Kansas and 
Dakota hills in a V-8 truck pushed 
by 5% tons of dead weight and 
tried to slow down or stop with 
those Ford mechanical brakes, he 
hasn’t lived.—CoNSTANT READER. 


P. 8. The old Ford Model B 
trucks may have been rated at 
1% tons. I’ve driven them so 
heavily loaded that when cross- 
ing dips at intersections the cab 
would distort enough to pop open 
the doors.—C. R. 

a x 


* 


'Car Recovered 


On June 25 we solicited your 
on a demonstrator 
skip case which involved a 1956 
Pontiac being driven by R. L. 
Sikes. 

The car has been recovered.— 
G. W. KnicuTton, Roughton Pon- 
tiac Corp., Norfolk, Va. 

* 


* * 


Plea for Safety 

Why be in a hurry? 

We may as well quit kidding our- 
selves—we can’t drastically reduce 
casualties until we all slow down. 
When you come right down to it, 
what's all the hurry anyway? 

THOU SHALT NOT KILL. 

Get there safely — obey laws, 
please.—Joz ScHutte, Detroit. 
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AUTOMOTIVE WASHINGTON 


TV Scoop on GM Suit 
Irks Working Press 


By William Ullman 


Washington Correspondent 


a” 


when he chose a brand new, 
vision show to announce that 


antitrust suit against General®- 


Motors, charging monopoly in 
its bus division. 


It was well known, of course, 
that the Department of Justice 
has been thinking about such a 
move for a long time. But when 
it came to getting news of its 
decision, reporters found an in- 


penetrable curtain drawn over the 
doors of the antitrust division. 


It came as a shock to many, 
therefore, to hear the Attorney 
General give out the news when |} 


the majority of reporters could not 
’ get at him with 

further questions. 
All Brownell 
had to say over 
TV was that 
Justice would 
bring suit over 
GM’s bus-mak- 
ing activities in 
the Federal 
Court for the 
Eastern Dis- 
trict of Michi- 


William Uliman 
gan. As might be exepcted, he 


denied that the suit was an 
election-year gimmick to answer 
charges that the Administration 
is all for big business. 

Two days later, Justice filed its 
suit in Detroit. Core charges of 
the case will be that GM is in a 
monopoly position with 80 percent 
of the bus manufacturing market, 
and that the firm has had a hand 
in the failure of several other 
bus makers since 1946. 

In the suit, Greyhound Corp. and 
three other firms are named as 
co-defendents. Some of the details 
of the charges were explored dur- 
ing last fall's Senate hearings. | 

* * * | 


Kyes Gives Defense 


URING those hearings, wit- | 
nesses for competing bus com- 
panies talked of an alleged tieup 
between GM and Greyhound which | 
gave General Motors a virtual 
monopoly of Greyhound business. | 
They also claimed that GM gained | 
a substantial advantage because of 
its ability to offer attractive fi- 
nancing terms. 
The Senate antitrust staff ad-| 
mitted in its report that it did not | 
have sufficient information con- 
cerning the relationship between 
GM and Greyhound to tell whether | 
GM’s stock interest in the firm) 
gave it any sort of preferential | 


FAR as the Washington press corps was concerned, the 
biggest Fourth of July firecraker was set off by! 
Attorney General Herbert Brownell. The explosion came) 
commercially sponsored tele- | 


the Government would file an 





perplexing questions of our time. 
| “The question remains,” 
“whether the public interest 
best served in the long run when 
|@ company is able to employ the 
|advantages of its size in such a 
| way that smaller companies can- 
;not compete.” 

= * = 


BPR Plans Expansion 


| S A RESULT of the new multi- 
billion-dollar highway bill, the 





position. Between 1936 and 1948, 
GM was the largest single stock- | 
holder in the bus company. 
GM Vice-President Roger M. | 
Kyes testified that his firm had | 
prospered because it made better | 
buses than its competitors, and | 
that it pioneered in preventive | 
maintenance. GM buses, he 
added, are cheaper to operate. 
Conceding that there might be 
truth in what Kyes said, the 
Senate staff posed one of the most 


As You Like It 


Shakespeare Purchases 


Old Bugatti 


CENTRALIA, Ill.—John William 
Shakespeare, a collector of antique 
cars, has purchased a Bugatti la 
Royal for $10,000. 

Shakespeare bought the auto 
from Jack Lemon Burton, of Lon- 
don, who claims that it is the 
rarest, biggest and most costly car 
ever built. 

The black Bugatti weighs three 
tons and is 20 feet long, seven 
feet wide and 6% feet high: Its 
77 horsepower engine uses a gal- 
lon of gas every six miles. 

Shakespeare said there was no 
tradein and little haggling on 
price. He added that all Burton 
would say was “Take it or leave 
it, ald boy.” 


Now! Motor tune-ups can be easier, “money- 

jobs for you. With the new Allen POWR-TUNER you 
ALLENYZE your customers’ cars. You can test and adjust 
engines faster and more accurately than ever before! 
ALLENYZING with Allen Equipment is the 
modern, simple, profitable way to tune modern engines. 


Old-fashioned trial and error, twist and listen motor 
tune-ups just don’t do the job on today’s automobiles. . . 
and in today’s modern shops where time and economy are so 
important. Designed to ALLENYZE the modern 

engine and make money for you, the POWR-TUNER is just 
one of the pieces of equipment in the new Allen line that 
you can use to test today’s engines profitably. Its 
accuracy and trouble-free operation will mean “factory. fresh” 
power for your customer’s car and profit for you. 


Use the Deferred Payment Plan — Allenyzing Profits Meet the Payments! 
Equip your shop for ALLENYZING-Now! 
Syncrograph 
MANUFACTURERS OF ates 


it wrote, | 
is | 





| Bureau of Public Roads plans to 
|increase gradually its staff by 25 
| percent. The agency now employs 
about 3,600. 

Most of the new employes will 
| be engineers and technicians to 
|man the SBureau’s local offices 
| around the U. S., providing, of 
course, that the Bureau can find 
the engineers to hire. Industry 
| today is making lucrative offers— 
j}including handy swimming pools 
j}and hunting lodges — to fledgling 
engineers right out of college. 

Some companies send them 
right back to school for a couple 
of years, with all expenses paid. 
| Others 
families and furniture to new 
cities free, then help them. to 
find suitable houses, 

The Bureau, forced to pay 
|salaries far less attractive, is go-| 
ing to have a hard time getting | 
the talented men it needs. 

* + * | 


|Loans to 6 Dealers 


|"YHE SMALL Business Adminis- 
tration approved loans for six 
more retail auto dealers between 


promise to move their | 





June 9 and June 22. The largest 
went to an Alabama Oldsmobile 
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Powr-Tuners and Uni-Tuners - « 


ALLEN’S NEW 


* Money-Maker ’ 


POWR-TUNER 








Automobiles, steered by a driver 
on the rear, operated in New 
York about 1900. 





obtained $181,000. 
loan $5,000 


retailer, who 
The smallest 


went to a Nebraska car distributor. 
Smallest business loan of the 
month was $1,400 granted to a 


ry 
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Distributor 
Kalamazoe, Michigan 


11 


for 





Maine fisherman. Purpose: 
repair of lobster traps. 
* * * 


Transport Appointee 


EORGE A. LANDRY, former 
vice-president of the Western 
Electric Co., has been appointed 
to the new post of assistant direc- 
tor for transportation, Office of 
Defense Mobilization. Landry 
headed the purchasing and traffic 
division at Western Electric. 
* * * 
‘Ignorance Is .. .” 
Most people haven’t suspected 
that “well read” is a synonym 
for “law abiding,” but the Depart- 
ment of Labor says it’s so. 

It wrote the U. S. Chamber of 
Commerce recently that most 
violations of the Federal mini- 
mum wage act result “from: mis- 
information or lack of informa- 
tion about the laws,” and not a 
conscious attempt to be crooked. 

In its bare form, the law simply 
tells employers to pay workers at 
least $1 an hour, plus time and 
one-half for overtime. To explain 
the fine points of this act, Labor 
has issued volume after volume of 
regulation, and mountains of inter- 
pretations, as well as pamphlets, 
releases and brochures. 
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CANADIAN BRANCH: Walkerville, Ontario 





But TODAY’S smart 


design leaves no room 


for wasted space 













interiors 
more luxurious 





" ep ae 
yg ee x 
ad i = a H 
SOU 
si al Bh 












: 2 me 
Premolded AIRFOAM replaces AIRFOAM gives custom looks 
expensive handwork — and custom rides 
looks even richer 


“, GOO0DF 


THE WORLDS FINEST, MOST MODERN CUSHIOMING 















the Mountainous Maxwell 
was smart design — 
so was bulky seating! 
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| How AIRFOAM creates 
'| sales by creating 


R-0-0-M 
FOR COMFORT 











Cress Section Compares ‘‘Old’’ and “‘New"’ Seat Construction 











Solid area indicates space saved by switch- 
ing to full-volume AIRFOAM seating. 


Open area indicates lesser space needed 
for full-volume AIRFOAM seating. 
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FOREMOST AUTOMOBILE MAKERS are tackling the interior space 
problem with vigor and practicality — and AriRFOAM Development Engi- 
neers are helping in a big way. 


MUCH HAS ALREADY BEEN DONE. New AIRFoAM seat-units are 
replacing old-time bulky assemblies — and interiors are gaining style, 
" Be citing seu Sealy aloes Taapeaad oa 60 wane glamour and comfort, together with priceless R-O-O-M! 


become practical with AIRFOAM greatest sales-aid in years MORE OF SUCH S ALES-BOOSTERS ARE ON THE W AY. Perhaps 
you'll find these new AIRFOAM seat-units in your new lines — for they fill 


a real need of all the industry. Goodyear, Automotive Products Dept., 
Akron 16, Ohio. 










Airfoam —T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 











Packard's Top Eastern Salesman— 

A. R. Marzelli, left, Packard-Clipper Eastern regional manager, presents keys for a 
Packard Caribbean to Frank Warbeck, salesman, Studebaker-Packard retail branch, 
Hartford, Conn., while F. A. Sawyer, branch manager, looks on. Warbeck received 
the car for being the top retail salesman in a regional contest covering Eastern 
states from Maine to Florida. 








its new and modern automotive 


Meeting the Practical Problems .. . 
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Case Histories of a Salesman 


Eprror’s Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a 
veteran salesman, Bert Simons, 
who is active in today’s market. 

* a = 

Dear Ed: 
-, TAKES lots of guts to fight 

your way through a “price 
deal,” especially when the cus- 
tomer is recom- 
mended to you 
by a friend. 
Here’s the way 
it happened at 
my place with 
Lou Pyke and 
his wife, Mary. 

Lou and Mary 
were sent to 
me; they wanted | 
my best deal on | A 
a new car. Be- = 
cause the Bert Simons 
friend was close to me and be- 





cause I appreciated the fact that 
I was given an opportunity to 
make an “extra” deal, I told the 
Pykes that I would give them my 
very best deal. 

There was a tradein involved 
and after about a half hour of 
selling I came up with the figure 
of $1,800 difference. 

Again I say I sincerely gave 
the Pykes a deal that I knew 
couldn’t be beat. So you know 
how I felt when these two poten- 
tial buyers said they could deal 
elsewhere for exactly the same 
ear for $1,600, a difference of 
$200. 

® * * 
beers difference was not pos- 
sible but my job was to do 
something about it. 

The real facts, I figured, were 
that the other salesman gave 
these people a come back price 
of $100 less so that he could get 


ne + 6 « 


parts manufacturing facility 





in just a few weeks now, Thompson will 
begin operations in its new, modern parts 
manufacturing facility now nearing com- 
pletion in the Detroit area. This new plant 
will employ the latest methods and equip- 
ment available to provide low cost, efficient 
manufacture of chassis parts. 


Chassis design improvement has become 
an increasingly important factor in the 
automotive industry’s future planning. 
This, plus the tremendous acceptance of 
Thompson steering linkage and other chassis 


parts has made Thompson’s latest expan- 


sion necessary. 


Finer steering linkage and suspension parts, 
new and advanced manufacturing techniques, 
better customer service—these are but some 
of the advantages Thompson will offer when 
its new Detroit plant begins operations. 


Have your engineers call on Thompson 
to help develop your steering linkage and 
suspension. Write, wire or phone Thompson 
Products, Michigan Division, 7881 Conant 
Ave., Detroit 11, Michigan, WAlnut 1-5010. 


You can count on (Thompson Products 


Michigan Division: Detroit « Fruitport + Portland 


a second shot at them after some 
legitimate salesman would make 
a logical offer. Plus the fact that 
the Pykes exaggerated the dif- 
ference by $100. 

Here’s what I did: “Lou,” I 
said, “you were sent to me for 
a good deal by a mutual friend, 
and for this reason I gave you 
a deal that I know is the best 
around town, However, some- 
one else (a stranger to you) 
gave you a deal $200 better. 
So, because we have a mutual 
friend, the best thing I can 
tell you is to go get that deal. 

“Matter of fact, don’t walk but 
run quick before it’s too late. On 
the other hand, if, when you 
get there and the salesman 
wants more money or wants to 
omit the radio or realizes he for- 
got the sales tax and license, 
then come on back here and pick 
yourself out a nice color com- 
bination and drive one home 
knowing you get what you be- 
lieve to be a smart deal. 

* * * 


hw Lou and Mary, get over 
to the other place, find out 
for yourselves what’s happening 
and it will happen. Then come 
on back and start enjoying your 
new car this afternoon. 

“I’m so sure of what I say that 
I'll let you pick the colors now 
before you go with no money 
deposit or any signing of any 
kind. And I'll get it ready for 
you during the time you go and 
come back. That’s how sure I am 
of what’s going to happen.” 


Ed, the Pykes knew they 
were exaggerating by $100 and 
also realized that the salesman 
could and would press them for 
the other $100 when they re- 
turned so right then and there 
they settled on a color and 
waited while we prepared the 
new car for delivery. 

Yes, Ed, these people were nice 
but they tried to get the impos- 
sible and then realized it in time 
to be reasonable. 

—Bert Simons. 


Inspections Cut 
In N.J. to Ease 


Jam in Stations 


TRENTON, N. J. — Gov. Robert 
M. Meyner has cut from two to 
one a year the number of com- 
pulsory inspections for New 
Jersey-registered cars and trucks. 

He explained the move was a 
temporary one to relieve conges- 
tion and overcrowding in inspec- 
tion stations. Gov. Meyner said 
there had been no additional facil- 
ities built between 1938 and 1954. 


This is the first such reduction 
ordered since the law became 
effective in 1938. The governor 
warned that the decision is “not 
without risk.” He urged all car 
owners to keep their vehicles in 
constant repair. 

Gov. Meyner said he would ask 
the Legislature for the right to 
divert $40,000 earmarked for con- 
struction of permanent stations to 
the opening of four temporary 
stations in Bergen, Passaic, Es- 
sex and Monmouth Counties. 


2 Hartford Deals 
Headed by Lipman 


HARTFORD, Conn.—Lipman Mo- 
tors, Inc. (Nash), has taken over 
Colonial Motors, Inc. (Studebaker). 

Morris Lipman, Lipman presi- 
dent, also now is president of Col- 
onial. Both companies will continue 
to deal in their respective lines of 
cars, Lipman said, and except for 
the presidency, Colonial Motors will 
continue under existing officials. 


Colonial got its Studebaker fran- 
chise Jan. 20, 1911, in Willimantic. 
The company later was moved to 
Hartford. Lipman started in the 
automobile business in 1937 as a 
salesman for Packard Motors. In 
1942, he opened as a used-car and 
service dealer in West Hartford. In 
1946, he was given a Nash fran- 
chise. 
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QUALITY PRODUCT... 
QUALITY DEALERS... 
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i It’s goodwill that keeps them coming back! From years 
a QUALITY DEALING of experience, Oldsmobile Quality Dealers know. that a 
” quality way of doing business, plus a quality product like 

PAYS OFF Oldsmobile, makes a winning combination. They know that 





J IN ROCKETING SALES satisfied customers mean profitable repeat sales and in- 
. creased service business for them. They’ve found, as well, 
rer FOR OLDSMOBILE that straightforward selling methods and conscientious 
si. service have built a reputation that tips the scales in favor 
ue DEALERS! of Olds no matter what the competition. They’re powerful 


for reasons why it’s smart to be an Oldsmobile Quality Dealer! 


OLDSMOBILE 


DIVISION OF GENERAL MOTORS CORPORATION ° LANSING, MICHIGAN 
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Cooper Ford Sales Cited— 


B. C. Maltby, left, Ford Atlanta field representative, presents Ford's ‘Four Letter 
Award” for outstanding performance to James W. Cooper, right, and his son, Robert 
C. Cooper, owners of Cooper Ford Sales, Marietta, Ga. James Cooper has been associ- 
ated with Ford for 30 years. Prior to purchasing the Marietta dealership in 1954, 
he was district sales manager at New Orleans. 





— 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

Epc ae the past few weeks the 
higher courts have rendered 
several outstanding decisions 
affecting automobile dealers. In 
one, a higher court ruled that an 
automobile dealer’s lien is rendered 
void if he includes in the contract 
of sale any words or clauses not 
clearly authorized by a state law. 
For illustration, in Clark & 
White Automobile Co. v, Peter J. 
Fitzgerald, 127 N. E. (2d) 172, the 

testimony showed: 

A law, 138A, of the State of 
Massachusetts, provides that a 
conditional sale contract shall 
not be valid unless it contains a 
clause that in case of repossession 
of the automobile any sum re- 
maining from the proceeds of a 
sale, after deducting the reason- 
able expenses of such reposses- 
sion and sale, shall be paid to the 
purchaser. 


$200 free advertising in your local 
newspaper or radio... on initial 
order of 3 trailers! 


FABULOUS MARKET! 


One day the Clark & White Au- 
tomobile Co. sold a Mercury auto- 
mobile to one Savage under a con- 
ditional sale contract. The condi- 
tional sale contract contained the 
above mentioned clause required 
by the State Statute. 


* * * 

Must Follow Law 
LSO, the contract contained 
another clause in which Sav- 
age agreed to pay the dealer’s 
attorneys’ fee and all other addi- 





Cargo of Metropolitans 


Unloaded in Portland 
PORTLAND, Ore. — A cargo 
of 64 American Motors Metro- 
politans was unloaded here from 
the freighter Sandanger after a 
direct trip from England. 
Distribution to dealers was su- 
pervised by R. M. Stephenson, 
Portland zone manager. 








Don’t Sit On Your Fanny Waiting for AUTO Sales! 
SELL Brentwood Mobile Homes! 








Brentwood Mobile Homes Spell 
Additional PROFITS FOR YOU! 


Fastest-Growing Industry 
in the Country TODAY! 





You can sell. You’ve proved it. So why not take advantage of 
this talent the entire year ’round! Sell Brentwood Mobile 
Homes to augment your regular Auto sales and profits! No 
worries about slack Auto Seasons. Helps to spread profits 
evenly right through the year. No increase in personnel 
needed. No additional facilities necessary. Farsighted Auto 
Dealers everywhere are learning it pays big to “fill in” be- 
tween normal auto sales by selling Brentwood! 


TRAILERS INC. 


9949 Cottage Grove Ave. 
Chicago 28, Illinois 





Specifications and equipment subject to change without notice 










Write Clarence Black, sales mgr. Phone or telegraph for further details—interocean 8-8989. 





Almost 100,000 mobile homes sold last 
year. This year .. . even greater pros- 
pects! Get your share of this tfemen- 
dous market. Sign up for your Brent- 
wood Franchise today! 


QUALITY LINE! 

For years, Brentwood Mobile Homes 
have carried the Stamp of Quality. The 
complete line, supported by hard-selling 
merchandising materials, can help you 
become a Brentwood Dealer with pow- 
erful profit potential! 


SIMPLE FINANCING! 

All the construction and technical fac- 
tors required for easy financing are 
built-in by the long-established, repu- 
table manufacturer of Brentwood Mo- 
bile Homes. Qualified Dealers may have 
financing arranged with Wholesale Floor 
Pl ing, Commercial Credit, National 
Life of Vermont, Pioneer Finance of 
Detroit, Mich. Michigan National of 
Grand Rapids, Gi Trust Corn Ex- 
cenge Bank of Philadelphia and Phil- 
adelphia National of Philadelphia, or 
your local bank. 






tional expenses paid by the dealer 


in connection with the repossessed 
car, 

At the time the deal was made, 
and the contract was signed, 
Savage traded in a 1950 Ford, 
representing that he held an un- 
encumbered title to it, and re- 
ceived a tradein allowance of $1,- 
000. Adding the finance and in- 
surance charges, the balance due 
under the contract was $1,274.64. 

Later it developed that Savage 
did not own the Ford which he had 

traded in, and the dealer was 
obliged to surrender it to a finance 
company. 

The same day Savage purchased 
the Mercury he sold it to one Seid- 
man, a used-car dealer, and re- 
ceived from Seidman a check for 
$1,000. 


* + * 
Contract Rendered Void 


pene learned the next day 
that the Mercury had been 
sold to Savage by Clark & White 
under a conditional sale contract. 
Seidman refused to return the au- 
tomobile or to disclose its where- 
abouts unless he was reimbursed 
for the $1,000 he had paid. 

In subsequent litigation, the 
higher court held that Clark & 
White could not repossess the 
automobile from Seidman. 

The court held the conditional 
sale contract was rendered void 
since it contained the clause, not 
authorized by the state law, that 
the amount of liens, storage 
charges, repossession expenses, 
reasonable attorney’s fee or any 
other reasonable expenses in con- 
nection with automobile might be 
deducted from any surplus payable 
to the buyer. 

The court said: “We hold that 
the contract did not satisfy the 
requirements of 13A (state law) 
and that the plaintiff (Clark & 
White Automobile Co.) lost its 
security title in the automobile 
sought to be replevied.” 

7 > . 


Law Favors Compromise 


A FEW weeks ago, the higher 
court held that a buyer and 
seller can make a compromise 
agreement, which is binding on 
both parties, unless one of the 
parties was guilty of fraud. 

For illustration, in Mesmer v. 
Johnson, 122 N. E. (2d) 711, the 
testimony showed: A buyer, 
named Mesmer, signed a con- 
tract with a dealer, named John- 
son, to purchase a motor vehicle. 
Mesmer became dissatisfied, 
after making a substantial pay- 
ment, concerning the condition of 
the vehicle in relation to warran- 
ties made by Johnson. 

Thereafter the parties signed 
another contract in which John- 
son agreed to reduce the balance 
due by the amount which the pur- 
chaser paid for accessories and 
repair parts. 

Soon after this contract was 
signed, Mesmer again became dis- 
satisfied and sued Johnson for 
damages contending that he had 
been induced by Johnson's fraud 
to sign the compromise agreement. 

However, since Mesmer failed 
to prove that Johnson was 
guilty of fraud, false promises 
or deceitful misrepresentations, 
the higher court held that Mes- 
mer must keep and pay the pur- 
chase price specified in the com- 
promise contract. 

The court said: “While more 
comprehensive definitions may be 
found for the phrase ‘fraud’ it is 
here sufficient to say that ‘fraud’ 
applies to an agreement inhibited 
by law — one which the law says 
shall not be entered into on the 
ground of public policy. 

“Surely there is nothing in the 
law which forbids ‘parties to enter 
into an agreement compromising 
their differences. Indeed, it must 
be said that the law favors such 


agreement if entered into fairly 
and without fraud inducing its 
execution.” 


* * * 


Carolina Fair Trade Act 


Invalid, U. S. Judge Says 


Federal Judge George Bell Tim- 
merman has ruled that South 
Carolina’s Fair Trade Act is invalid. 
The decision upheld a 1955 ruling 
by a Richland County Court. 

The case was brought by Olin 
Mathieson Chemical Corp. The 
company complained that Rogers 
Kent Retail Stores here were sell- 
ing Winchester firearms at prices 
less than those established under 
the Fair Trade Act. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


True ‘Thinking Machine’ 
Envisioned in Computor 
T PRESENT, it is a misnomer 
to refer to electronic computers 
as “brains” — since they do not 
“think”—but merely follow instruc- 
tions and perform assigned “pro- 


grams” by extremely rapid handling | 


of thousands of internal operations. 

In the future, however, there is a 
possibility that the computer may 
advance to a stage where it may 
more accurately be dubbed a 
“brain.” 


A glimpse of the type of work | 


going on in computer develop- 
ment is provided in Cornell Aero- 
nautical Laboratory’s publication 
Research Trends. 

For the past five years, William S. 
Holmes, head of the laboratory’s 
electronics branch (computer stud- 
ies and data processing), reportedly 
has been spending his spare time 
studying the possibility of a “true 
electronic brain.” 

Such a computer would recognize 
patterns and orient them, without 
specific instructions from the math- 
ematician. This problem has been 
attacked primarily by psychologists. 
Holmes, however, believes that such 
a “thinking machine” is possible, 
and ultimately may be developed 
by computer engineers. 

* 7 . 

HEN available, there will be 

many applications for this type 
of computer in automotive research 
and engineering work. Another 
thought occurs to me, as I recall an 
oft-voiced criticism of the oscillo- 
scope-type engine ignition analyz- 
ers. 

Some people feel that the aver- 
age mechanic will have difficulty 
learning to interpret the “squig- 
gles” on the screen. Interpretation 
of the pattern for accurate diag- 
nosis is cited as the big stumbling 
block impeding widespread usage 
of such equipment. 

In the light of known work on 
“thinking computers,” it may not 
be too far-fetched to imagine an 
engine analyzer that would dis- 
pense with patterns on a screen 
and, after an automatic “internal 
diagnosis,” would simply instruct 
the mechanic directly as to what 
repair or part replacement is 
needed. 

Further off, of course, is the 
“automated servicing” idea envi- 
sioned by an instrument company 
executive. The goal in such designs 
would be to devise service equip- 
ment capable of carrying through 
the entire operation from trouble 
diagnosis to replacement of the 
defective part. 


Discuss Ideas for Raising 


Horsepower Per Cubic Inch 


‘pores PACKS are subject to 
the same laws which deter- 
mine power available from any re- 
ciprocating internal combustion 
engine,” declared William E. 
McCollough, Holley Carburetor Co., 
in his opening remarks at an SAE 
session. 

McCollough’s principal topics of 
discussion were carburetor design 
and modifications, venturi size, 
breathing qualities and their effects 
on engine performance, Freer 
breathing was called the goal — 
whether the designer’ increases 
volumetric efficiency by changing 
air cleaner, carburetor, intake 
manifold, valving, exhaust mani- 
fold or exhaust system. 

Since a power-pack application 
calls for increasing the power 
generated by a stock engine, 
changes in stroke length or bore 
diameter are not feasible. The 
problem must be attacked by in- 
creasing mean effective pressure 
through improving volumetric ef- 
ficiency, or by increasing engine 
speed—or by doing both. 

Mean effective pressure also may 
be increased by raising the com- 





| pression ratio through reduction of 
| cylinder head clearance volume. 

| In summarizing gains which a 
| designer typically might make by 
|taking the power-pack route to 
higher horsepower, McCollough es- 
| timated a 2% percent brake horse- 
| power increase with dual exhaust, 
|5 percent gain through higher com- 
pression ratio, and an 11 percent 
gain attributable to four-barrel 
carburetion and improved mani- 
folding—for a total increase of 18% 
percent. 


+ + * 


‘T= next speaker, David H. Sil- 
vern, Continental Aviation and 
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Tri-State Box Ne. 160 
2%” x 8%" x 24%” 

From the world’s largest assort- 
ment of stock sizes and shapes, or 
let us mold large quantities to your 
specifications. 








| Engineering Corp., discussed the 
| supercharged automobile engine. 
| Basic decisions confronting the en- 
| gine designer who has supercharg- 
| ing under consideration include: 
Type of compressor, compressor 
drive arrangement and degree of 
supercharging required. 
| Silvern said these decisions are 
made after considering the fol- 
| lowing four factors: (1) Cost of 
various configurations. (2) Oc- 
| tane rating of fuel and thermal 
| efficiency desired. (3) Torque 
| characteristics of the engine- 
| supercharger combination. (4) 
Mechanical and heat loading 
| limitations of the design. 


In conclusion, he said that super- 
|charger advantages are relatively 
small size and weight of power- 
plant for a given power output. 
Principal disadvantages mentioned 
| by Silvern were increased fuel con- 
| sumption and generally poor torque 


characteristics at low engine 
speeds. 

* * * 
“TXUEL injection” was discussed 


| by the final speaker—William 
|S. Carter, American Bosch Arma 
Corp. In his opening remarks, Car- 
| ter declared that fuel injection has 
'proven itself on racing engines, 





Putting color and fashion into a safety device... 
and then packaging it in Tri-State rigid plastic 
showcases... is responsible for the remarkable 
success of the SPI Safety Belt, made by 

Stephen Products, Inc. of Illinois. In one 

short year the SPI belt package has actually 
nosed other brands off the counter because, 
inside and out, it is a package with tremendous 
customer appeal. The handsomely woven belt, 
the fashion colors (10 of them) , the jewelry-like 





4. Executives Honored 


With Trinks Award 


PITTSBURGH. — Four men 
have received the Trinks Award 
for outstanding achievement in 
the industrial heating industry. 
The award is named for Dr. Willi- 
bald Trinks, professor emeritus, 
Carnegie Institute of Technology. 

This year’s recipients were Wil- 
liam C. Dunn, Ohio Crankshaft 
Co., Cleveland; E. G. deCoriolis, 
Surface Combustion Corp., To- 
ledo; Osgood J. Whittemore jr. 
Norton Co., Worcester, Mass., and 
John W. Harsch, Leeds & North- 
rup Co., Philadelphia. 





but warned: “The conditions that 
it must satisfy (on racers) are few 
when taken in comparison with 
needs of the modern passenger 
car.” 

In racing engines, fuel injec- 
tion systems are used to raise 
volumetric efficiency and improve 
fuel distribution. Since cost is no 
deterrent in such applications, 
exacting mixture distribution is 
possible through individual air 


KENTUCKY 





morously! 


gold-anodized buckle can be seen at a glance. 

So can the endless uses for the attractive bonus box. 

Crystal-clear rigid plastic conveys the strongest 

sales message: this is really superior merchandise, 

when the manufacturer is proud to put it on view. 
There's a Tri-State rigid plastic box to fit 

your product, build your sales, cut down on your 

packaging operations. Package in rigid plastic 

for added protection, greater point-of-sales 

appeal, for bonus utility boxes. 


‘TRI-STATE PLASTIC MOLDING CO 
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throttling for each cylinder, as 
well as selected sets of nozzles 


with uniform spray characteris- 


tics. 

Carter pointed out that the 
problems inherent in adapting 
gasoline injection to automobile en- 
gines are more complex. Critical in- 
duction system design factors in- 
clude: (1) Fuel dispersal to mix 
homogeneously with air at point 
of combustion. (2) Controlled fuel 
metering to satisfy a variety of 
engine conditions ranging from 
cold starting to idle, full throttle 
and deceleration. (3) Uniform dis- 
tribution of both fuel and air to 
the various cylinders, (4) Efficient 
routing of fuel to cylinders in firing 
sequence, (5) Fuel vaporization to 
assure rapid, complete burning. 

“Add to these demands,” re- 
minded Carter, “the necessity that 
the fuel system be realistically 
priced for a highly competitive 
market plus attractiveness of 
gaining fuel economy through air 
temperature and pressure com- 
pensation of fuel metering — and 
the challenge facing the injection 
system designer becomes com- 
plete.” 
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Sell New York — your biggest market — 1n New York’s biggest new} ca 


THE NEW YORK TIMES 


The big town loves a big show. Come December, New Yorkers Y 
by the tens of thousands will flock to New York’s first National e 
Automobile Show in 16 years. ir 

Ir 


They’ll look over the new models at the New York Coliseum— 


a ela a ee ee — 


What the section will carry Pictures and stories in The New 


world’s largest and most modern exhibition hall. They’ll eye . 
the new equipment and accessories. Then they’ll decide what Y 
cars to buy in ’57. D 

1 
Making the decision go your way How can you get in on that . 

; decision? First of all you have to reach your best prospects. Y 
; And the best way to do it is by advertising in The New York 
: 

Times — especially in its National Automobile Show section, 

: December 9. 

i Best prospects? Here’s the best kind of proof: : 
i The New York Times leads all New York newspapers f 
l in new car linage. 

* 
| For 37 years, it has been the leader in total advertising y 
iF in New York. 
if 4 
i Advertising leadership means just one thing — results. ‘ 
it Better results for more advertisers. 

: ‘ 
i; 
? 





wi car sales medium 





ile Show 


UNDAY, DECEMBER 9, 1956 





York Times section will show 1957 models, new ideas in 
equipment and accessories. There’ll be comment on how the 
industry has put America on the road, a look at the future of 
motoring. And the section will give you this big plus: a power- 
ful promotional tie-in with your exhibit at the Coliseum. 


You’ll have a lot working for you in your biggest market this 
December. Excitement over New York’s first national show in 
16 years. A spacious exhibition hall. And a special section in 
your biggest salesman in the New York market — The New 
York Times. Reserve your space today. 


FACTS ABOUT YOUR BIGGEST MARKET 


@ New Yorkers and their suburban cousins bought over $2.6 
billion worth of cars and automotive products in 1955* — by 
far the largest volume of sales in any market in the world. 


@ These same people bought more than 600,000 new cars last 
year, 8.6% of those sold in the U. S. 


e Of that total, readers of the Sunday New York Times bought 
almost one-third. 


@ And in New York City itself, more cars (64.5% ) were sold 


*Sales Management “Survey of Buying Power” 


in better - than -average-income neighborhoods —in the very 
areas where three-quarters of The New York Times circulation 
is concentrated. 


@ The best place to sell the New York market? In its biggest 
sales medium—The New York Times. 


FACTS ABOUT THE NATIONAL AUTOMOBILE SHOW SECTION 


Date: Sunday, December 9, 1956. Timed to take full promo- 
tional advantage of the opening of the National Automobile 
Show, December 8. 


Circulation: More than 1,200,000 — concentrated in the rich 
New York market, but reaching also families in 11,000 cities 
and towns the country over. 


Format: Separate section in standard newspaper page size. 
Rates: Regular New York Times rates and contracts apply. 


Closing: Midnight Friday, November 30. 


The New York Cimes 


First in advertising in the world’s first market for 37 years 











Highways 





Driver-training courses for adults 
have been suggested as a method 
by which small communities could 
pay expenses of high school driver- 
education courses and keep instruc- 
tors busy full time. 

The idea was advanced by How- 
ard G. Richardson, Maine driver- 
education director, who pointed out 
that 35 of the state’s 39 high schools 
with more than 300 pupils have 
such courses while only nine of 70 
schools with fewer than 100 pupils 
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& Safety | 


primarily with teaching beginning | 
drivers because there is a great 
need for reteaching many adults 
now on our highways.” 

+ + * 


Illini Motor Gets Plaque 
For Driver Training Aid 


Illini Motor Sales (Cadillac-Olds- | 
mobile), Springfield, Ill., has been| 


honored by the Chicago Motor Club | 
for participation in safety by sup-| 


school driving instructors, accord- 
ing to Calvin Fentress jr., founda- 
tion president. 

He said the Allstate grants, which 
began in 1953, will result in the 
training of more than 500,000 high 
school pupils by the end of the 
next school year. The 1956 grants 
ranged from $1,500 to $5,000. 

* os + 
Detroit Police Issue 


‘Safe Driving’ Stickers 
Detroit police last week started 
issuing a “Safe Driving Pledge” 
sticker for pasting on automobile 
windows or windshields to all 
motorists requesting them. 


Foe plying driver training cars for the} 
a» the a senliniaiinten tie 1955-56 school year. | available at each of the 15 police 
State " feelin ane available for, _George Sibons, district safety| Precincts in the city. Drivers wish- 

director of the club, presented a|ing to get a sticker must sign a 


‘ a f 7 a ? 7% < 
[ae aaa uae ee “a “distinguished public service”|Pledge that they will be safe 
Or, he said, if 20 adults enrolled| Plaque to Dennis Dee, Illini gen-| drivers. 


’ . | eral manager. Edward S. Piggins, police com- 
: in © souree town, could resi + es mletunct, who seaseted the “at 
Nixon Greets Cabbie Allstate Includes 33 Schools | Ptiving Pledge” program, pointed 


registration fee, $3 for 20 hours of | os : 

classroom training and $3 an hour ‘ . . a out that last year 277 ee 

Vice President Richard M. Nixon, at microphone, greets the 33 winners of the| for six hours behind the wheel. The In Driver-Education Grants a ths 18,000 ge ek aod 

“Four-Stor Taxicab Driver” awards of 1956, a national sofety project sponsored by | $24 total would be cheaper than a| Allstate Foundation in 1956 has | more aoe 38 500 me ae Giiieke 

the Plymouth and Fargo divisions, Chrysler Corp. The drivers have a combined record | commercial driving course, he said. | awarded grants totalling $122,500 to} an -— ’ motor venicies 

of 834 years and more than 22 million miles of safe driving. They received $250 | “Our highway safety program, | 33 colleges and universities to pro- ged. 
each, in addition to a three-day holiday in Detroit and Washington. | Richardson said, “is not concerned| vide training courses for high 


Approximately 45,000 stickers are 











Iowa Good Roads Group 
| Asks Permanent Gas Tax 


a = The Iowa Good Roads Assn., an 
j U rn Ee r | rn OoOSe | organization of 3,000 motorists and 
|others interested in highways, will 


ask the 1957 Legislature to make 
| permanent two cents of the state's 


b ut ad oes h e see it ? x | six-cents a gallon gasoline tax that 


now is on a temporary basis. 
a 


The group also proposed that the 





percentage of general road use tax 
now allocated to cities and towns 
be increased from 8 to 14 percent. 
The increase would be obtained 
| by reducing the percentage allo- 
; cated to secondary roads from 50 
|to 44 percent. Primary roads still 
| would get their present 42 percent. 
* * 


Creighton Asks 
Maryland to Enact 
Uniform Laws 


, Basil Creighton, chairman, Ameri- 
| can Assn. of Motor Vehicle Admin- 
| istrators, has urged Maryland law- 
|makers to adopt “uniformity with 
other states” in amending motor ve- 
hicle laws 

He reminded a legislative com- 
mittee that Maryland was the only 
state in which driver licenses are 
| good for life unless recalled or re- 
| voked. 

Chief Magistrate Stanley Scherr 
of the Baltimore traffic court sug- 
| gested that the Legislature grant 
the right of “probation without” 
verdict” so youthful offenders will 
be able to avoid a record for which 
they would have to suffer in later 
years. 

W. Dana Rudy, deputy commis- 
sioner of motor vehicles, told the 
lawmakers that he endorsed the 
“re-registration” of drivers for 
licenses but said it should not be 
| merely a money raising project but 
| should require drivers to report in 
person for renewals. 


Turnpike Postponement 


Recommended in Ohio 


Investment bankers have recom- 
mended postponement of plans for 
financing the proposed Ohio toll 
highway between Cincinnati and 
Conneaut. 

T. Henry Boyd, vice-president 
of Blyth & Co. in a letter to 
James W. Shocknessy, chairman of 
the Ohio Turnpike Commission 
suggested the project be deferred 
until revenue from the east-west 
|Ohio Turnpike is more definitely 
determined. 
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sien ley Hall, 


Markel-O’ Connell Motor Company, 
saw it and made a tire sale! 


Enroll your lubrication men in Socony Mobil’s lubri- 
cation training program. Experienced salesmen will 
teach them how to point out the need for parts and 


One thing Stanley learned from 
Socony Mobil’s Training Program 
was the importance of noticing * * * 


services to your customers. Qualified instructors will oink te Genial niitte~dalebes 


out the need to the customer. 
Replacing this unsafe tire made 
the customer happy .. . increased 
absorption ratio for Markel- 
O’Connell Motor Company! 


| Oklahoma Plans Link 


To Kansas Turnpike 


The Oklahoma Highway Commis- 
| sion has authorized an engineering 
survey on five miles of proposed 
four-lane construction to tie the 
Kansas Turnpike to Oklahoma's 
free highway system. 


Gov. Raymond Gary predicted 
the highway would be completed 
before the Kansas pike south from 
Wichita is opened. Irked by pic- 
tures showing the turnpike ending 
in an Oklahoma wheat field, Gary 
declared, “We don’t intend to have 
that happend. We never intended 
for it to happen.” 


show them proper lubrication and inspection tech- 
niques, with emphasis on the make of car you sell. 
They'll learn on the job . . . be more valuable to you in 
increasing your service absorption ratio. 





@ America’s Favorites—Mobilgas and Mobiloil 
ONLY SOCONY MOBIL 


@ World's Greatest Lubrication Experience 
OFFERS ALL THREE: 


@ Exclusive “On-the-Job” Training 





SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 
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_ It’s always nice to get a free, 
yo unsolicited pat on the back, and 
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the that’s exactly what CAR LIFE 
t sn gives De Soto in its July issue. After 
a testing all 14 cars in the medium 

e price field, Car Life said: 
"De Soto’s 255 hp puts it right 
at the head of its class . . . its 
om- all-around combination of size, 
for 
toll performance, sheer comfort, 
and roadability and high-quality 
dent workmanship makes De Soto an 
“ - outstanding buy _ the best buy 
— \ in the $2,000-$4,000 class.” 
ec 
west And, mister, that pretty well 
itel 
os sums up the reasons why more 
people than ever before are driving a 
De Soto before they decide. 
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it, many can neither train others| and can make the group feel im-/men are left to continue following 


Merchandising 


Memos to Dealers 





OB THOMPSON, who has been 

inspiring auto salesmen for 
more than a quarter of a century, 
says that a great deal of progress 
has been made in selecting sales- 
men scientifically but little progress 
has been made in training them 
scientifically. 

No mattter how good the pro- 
gram is, it will fall flat unless a 
capable trainer follows it through, 
Thompson says. 


By Bob Finlay 


industry is strong on sales pro- 
grams and weak on sales training? 
+ * 
Criticism 
|! THE past, there has been criti- 
cism of auto dealerships along 
these lines: The sales manager is 
usually responsible for the training. 
Yet many or most of them rose 
through individual sales ability. 
They shine as individual stars 
rather than team managers. 


How come then that the auto| While their future may depend on 





nor delegate the responsibility for 
training to others. 

Could this account for the high 
turnover among sales managers? 

At any rate, Thompson sees an 
opportunity to improve the situa- 
tion by adding a sales manager’s 
program to his standard sales pro- 
gram. 

+ + + 
Thompson’s Tips 
OME of his comments on trainers 
may be helpful to dealers as 
well as their sales managers: 

“The companies that use logic in 
selecting trainers have set up a 
list of requirements that can be 
used as a means of measuring the 
qualifications of trainers. 

“Generally, the following factors 
are considered: 

“He has the ability to get along 
with people. He can sell himself to 
the con group. 

“He is sympathetic to the group 


portant. 

“He has the aptitude for con 
teaching. He states objectives 
clearly, He develops presentations 
logically. He has patience. He 
likes to teach. He is an interesting 
speaker. 

“He feels the information is or 
is not getting across to the group. 
He can say it simply. He maintains 
discipline and friendly class atmos- 
phere. He knows his product and 
knows how to handle people. He 
can sell the company’s tested pro- 
gram.” 

Thompson points out that the 
whole subject of skill in human 
relations is becoming increasingly 
important in sales training pro- 
grams. 

How important is training? 

It should start, Thompson says, 
with the day the salesman reports 
for work and continue as long as he 
continues selling. 

The principles of selling are well 
known, but many would-be sales- 
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cuts costs from 1** day of installation 


Save time, space and money in arranging shelves, dividers and trays, 
with Borroughs flexi Bins. They are quicker to install and easier to 
adapt to change-overs than any other bins on the market. They can 
accommodate all service parts, including bulky ones. Compare before 
you buy any bins, and discover for yourself why Borroughs flexi Bins 


are most outstanding in design and value. 
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Shelves slide 


in and out of bin instantly, on 12” centers 
.. adjustable without bolting. 


Adjustable Dividers 


snap into position any place on shelf.. 
labels travel with dividers. 


Stronger 


than any other bin..18 gauge shelves.. 
frame has separate base and top bolted to 
uprights and back. 


Your color 


Whether it’s green, gray, buff, white, cas- 
cade or tile, we have it in electro-static 
baked-on enamel. 
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BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK aliip KALAMAZOO, MICHIGAN 


@mp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 


Manvfacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 





pet ideas that lose sales rather 
than create them. 
*” * * 


The Approach 


eee just came across 
a little booklet by Jack Lacy, a 
competitor of Thompson, on the 
science of the approach in selling. 

Lacy says there are three types 
of salesmen—the service salesmen, 
who deliver to people the things 
they want and have decided to buy; 
the negotiation salesman, who 
helps people to decide to buy the 
things they want; the creative 
salesman, who creates sales by 
making prospects realize they need 
some advantage, convincing them 
theirs is the best proposition to 
supply the advantage, and per- 
suading them to decide to get it 
right now. 

Naturally, the creative salesman 
walks off with the jackpot. 

He starts with an approach di- 
vided into five simple steps: 

1. Keeping the -prospect’s mind 
open by immediately opening in 
terms of the prospect’s interest, 

Wrong, says Lacy: “My name is 
Zilch. I represent the XYZ Co., and 
we think we can help you make 
some additional profit.” 

Right, says Lacy: “We think we 
can help you make some additional 
profit in your business. My name 
ks eiktaarcidgivesapetndidebiilaccticinshapincsiavectbuneis. 

2. Plant the idea you want to 
sell. 

3. Justify the time that is needed 
for the balance of your presentation. 

4. Determine his dominant desire, 
or “Hot Button,” and direct all of 
your appeals to it. 

5. Discover his name for his “Hot 
Button” and then sell him what he 
wants to buy. 

Lacy says the creative salesman 
neutralizes the prospect’s mind, 
plants his idea and justifies the time 
for his presentation by answering 
these questions—Why? What is it? 
and who says so? 

Then the salesman stops and 
gives the prospect a chance to talk. 
A clever salesman will soon find 
the “Hot Button,” for the prospect 
loves to talk about his dominant 
desire. 


Kye Prods U.S. 


To Surpass 


Red Technology 


NEW ORLEANS. — Speaking at 
the annual convention of the 
Reserve Officers Assn. of the U. S., 
Roger M. Kyes, 
General Motors 
director and 
group vice-presi- 
dent, called for 
greatly increased 
efforts to surpass 
“the technologi- 
cal offensive that 
Soviet Russia 
and Commu- 
nism are waging 
against America 
and the free 
world.” 

Kyes said this “technological 
challenge of our times” has two 
dimensions. One is the need to 
produce and satisfy the demands 
for ever-increasing wages and 
higher standard of living, and the 
second a need to meet the tech- 
nological offensive which Russia 
and its satellites are throwing at 
the democratic world. 

He cited specifically the need for 
increased numbers of trained en- 
gineers and scientists, a technolog- 
ical race which Russia appears at 
least at the present, to be winning. 

“If we are to continue to ad- 
vance the standard of living of our 
people and maintain world leader- 
ship, we must launch the greatest 
crusade for technological progress 
ever conceived by man,” he said. 

During the ceremonies, Kyes 
was presented the association’s 
highest award, the Distinguished 
Service Citation, for his contribu- 
tions to the national defense while 
serving as deputy secretary of 
defense during 1953 and 1954. 


S. C. Dealers Elect Pickens 

COLUMBIA, S. C.—J. W. Pickens 
(Oldsmobile-Cadillac), Orangeburg, 
S. C., a former president of the 
South Carolina Automobile Dealers 
Assn., has been elected a director 
of NADA. He succeeds A. H. Eas- 
terby (Dodge-Plymouth), Green- 
ville, S. C. 






R. M. Kyes 
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an TODAY’S NEW-CAR BUYERS ARE SAFETY- 
d, ° 

ne CONSCIOUS. They are looking for safety 
t? features in the cars they buy. That’s why 
nd nylon cord tires have such a strong sales 
id appeal. They offer the customer extra 
nt | safety ... surest protection against tire 

failure. 


TESTS PROVE that the four thingsatirecord must 
do, nylon does best! Nylon gives superior 
at resistance to bruise damage, moisture, 
., heat and flex fatigue. And nylon tires 
have proved their superiority on military 
and commercial planes and on heavy- 
duty trucks. Today, the people whose 
lives and livelihood depend on car per- 
formance rely on nylon tires—turnpike 
police, professional auto racers, and high- 
speed test-car drivers, for example. 


al 
: . NOW SOME OF AMERICA’S finest cars have 
| 


‘oO 

0 

Is 

. nylon cord tires, and Du Pont is prepared 
: to supply nylon tire yarn to meet the 
, needs of the automotive industry. 

ir 

l= 

. | Du Pont produces the nylon fiber. Tire manufacturers 
: make nylon cord tires—in tubeless or conventional types. 
a 

: a 

s | 
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: 2 BETTER THINGS FOR BETTER LIVING 
..- THROUGH CHEMISTRY 





| | ALL NYLON CORD TIRES ARE IDENTIFIED ON THE SIDEWALL... 
| AN IMPORTANT SELLING FEATURE 
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Auto World in Brief 


WASHINGTON. — The Agricul- 
ture Department will extend the 
provisions of its new raw-cotton 
program to include cotton textile 
exports, according to Commerce 
Secretary Sinclair Weeks. 

In effect, Weeks said, this will 
give textiles, yarns and spinnable 
wastes manufactured from Ameri- 
can upland cotton the same price 
advantage that is accorded to raw 
cotton in the new export program. 
Weeks also said there had been no 
change in the U. S. quoto on 
Japanese textile imports. 

* , * 


Watts Faces 6 Charges 


Of Theft and Forgery 
KANSAS CITY, — James Watts, 
former operator of Watts Motor 
Car Co. here, has been indicted on 
five counts of theft totalling more 








than $8,000 and second degree 
forgery of a car title. 

He is accused of accepting 
money from five customers and 
failing to deliver title or refund 
the money. The forgery allegation 
was that Watts altered an applica- 
tion for a certificate of title by 
placing a different name on the 
application. *« * * 


Clayton Moves 


DETROIT. — Clayton Mfg. Co. 


has moved to a new office at 16801 
Wyoming Ave., Detroit 21, Mich. 


* * * 


Purolator Slide Film 


Offered for Schools 
RAHWAY, N. J. — An educa- 
tional slide film designed for 
school and college distribution has 
been released by Purolator 
Products, Inc. 
The film, called “Facts About 


Power loss can make 
any new car customer 





snort like a stallion 


Be sure to specify 


Filters,” deals in nontechnical | 
language with the manufacture 
and use of oil filters in auto- | 
mobiles, trucks and tractors, and 
can be used for classes in school 
and adult study groups. 

* 


* * 


Fire Loss Is $85,000 


HUNTINGTON, W. Va.—Twenty 
cars and trucks were destroyed in| 
a fire at Rich Chevrolet Co. Truck 
Sales & Service. Damage was esti- 
mated at $85,000. 


* * * 
Car-Operating Costs Rise 


For Canadian Farmers 
OTTAWA.—Canadian farmers 


spent $70,983,000 to operate autos | - 


in 1955, compared with $70,066,000 | 
in 1954, according to the Canadian | 
Government, 

Costs for operating farm tractors | 
reached $132,436,000 during 1955, 
compared with $127,681,000 in 1954. 


o + * 
Government Urged to Quit 
Panama Shipping Trade 

WASHINGTON.—At least two 
private American steamship lines 
are “ready and willing” to serve 


shipping needs of the Panama 
Canal Zone, justifying sale of the 
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Small, three-wheeled auto de- 
signed for children in 1919. 





Government-operated Panama Line 


| to private operators, the Chamber 


of Commerce of the U. S. has ad- 
vised Army Secretary Wilber M. 


| Brucker. 


The Chamber described the 
Panama Line as “the most flagrant 






High HP Purelube 


—the high-horsepower motor oil that extends 
delivery-day performance in today's new cars 


thousands of miles. 


vital engine parts. 





Nothing makes a new car owner snort like a stallion quicker than realizing 
he’s lost engine power after only 3,000 to 5,000 miles. 

You can prevent this by specifying High HP Purelube in every car you 
deliver and service. You’ll be giving your customers the extra satisfaction 
of delivery-day power and performance in their new cars for thousands and 


High HP is a superior multigrade oil made from special base stocks 
and additives. This outstanding combination keeps power-stealing com- 
bustion chamber and spark plug deposits under control. Reduces ORI 
(Octane Requirement Increase). Fights knock and preignition. Protects 


So keep your customers smiling instead of snorting. Give ’em High HP 
Purelube to keep ’em high-horsepower happy. 


Be sure with Pure 


Saies offices located in more than 600 cities in PURE'S marketing area 


example of unnecessary Govern- 
ment competition with business” 
| and urged Brucker to take the 
| necessary steps to dispose of it 

* * * 





| Auto Plant Brings Change 


| To New England Village 

NEWFIELDS, N. H.—This pic- 
turesque village, whose colonial 
homes have attracted thousands 
of sightseers, has become indus- 
trialized through establishment 
of an auto-parts factory. 

Warren Mfg. Corp., which sup- 
plies window channels to General 
Motors, has started operations 
here. 

* * 


Century Finance Moves 


OTTAWA.—Century Finance 
Corp:, Ltd., has changed its head 
office from Toronto to Mount 
Royal, Que. 

+ * * 
Racing Tire Headquarters 


Moved by Goodyear 

AKRON.—In a move to provide 
specialized service on high speed 
tires to the stock car racing fra- 
ternity, Goodyear has transferred 
its racing tire headquarters to 
Dayton, O. 

All orders for racing type tires 
and requests for service are being 
placed through the Dayton facility, 
located at 4013 W. Third St. Harry 
T. Goodenberger is in charge of 


the operation. 
* * . 


Jet Fuels Laboratory 


Opened by Texas Co. 


BEACON, N. Y. — Texas Co. has 
opened a $250,000 jet fuels labora- 
tory at its research center here. 
The company says it is the first 
company-financed installation in 
the petroleum industry capable of 
testing jet fuels in full-scale com- 
bustors. 

Equipment includes three air 
compressors with total horsepower 
of 1,800, a gas-fired heater, special 
exhaust silencers and test stands 
for three full-scale aircraft gas- 
turbine burners. 


Maryland ‘Loses’ 
$15,000 on Trade 
Of 285 State Cars 


BALTIMORE. — The State 
Health Department has estimated 
it lost $15,000 this year when it 
was required to sell its fleet of 
automobiles through a dealer in- 
stead of accepting bids for them 
from the public. 

The State Board of Public 
Works ordered the change after 
the Automobile Trade Assn. of 
Maryland protested last year’s dis- 
posal of health department vehi- 
cles. 

Last year, the department sold 
257 year-old cars to the public 
for an average price of $1,056 and 
bought a new fleet for only $13 
per car more. 

Had the same policy been fol- 
lowed this year, the department 
felt it could have sold the 1955 
models for more than replacement 
cost. 

Instead, the Board of Public 
Works accepted a dealer bid of 
$962 for the tradeins and $1,017 
for the new cars. The tradeins 
reportedly are being sold for $1,195 
apiece. 


Here's a Switch 


New Device Seen Making 
Driving Safer 

LEXINGTON, Ky.—A father-and- 
son safety-ignition system that acti- 
vates a governor when the car is 
being operated by a teen-ager has 
been invented by John L. Buckner, 
an Albany (Ky.) geologist. 

The device has two ignition-key 
openings in the dashboard. One of 
the lock openings can be used by 
an adult for operating the car with 
no governor involved. This is the 
“parent” switch. 

The second lock opening, operated 
by a separate key, turns on the ig- 
nition and simultaneously cuts in a 
governor that can be adjusted to 
limit the car to any given speed 
It’s called the “teen” switch. 

Buckner said the device is inex- 
pensive, simply constructed and al- 
most impossible to tamper with. He 
is undecided whether to market it 
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Muller Brothers Uses Service... 





How to Build Customers 


(Continued from Page 25) 
plaints that come from overzeal- 
ous selling by employes who look | 
more to commission than proper | 
service. 


The wash and lubrication depart- 
ments are in the center of a U- 
shaped area with a drive that ex- 
tends completely around these de- 
partments, flanked on either side by 


Three departments are Muller’s other service departments. The 


big customer drawing departments. | 
These are gas pumps, wash rack} 
and lubrication. The present wash | 
rack draws an average of 600 cars| 
per day and a high percentage buy | 
other services while there. 

+ +. + 


a alenp 100,000 gallons of gaso- 
line a month on a 24-hour basis 
keeps this department humming. 
The lube rack handles approxi- 
mately 50 jobs per day and is one 
of the better service sales spots. 
One man keeps busy checking tires 
on the cars that flow through the 
wash rack. 

This five-acre service center 
houses 28 departments with an 
attractive tire, battery and acces- 
sory store flanking the entrance 
on the right. The new-car sales 
department is on the left. 
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large and busy body and paint de- 
partment extends nearly the length 
of the area behind the new-car sales 
and main office building. 

Muller believes in each depart- 





°56 Summer Motoring 
Seen Rising 4 Pct. 

PITTSBURGH. — A 4 to 5 
percent increase in motorists on 
the road this summer, as com- 
pared to last year, is foreseen 
by the Tourgide Bureau of Gulf 
Oil Corp. 

The estimate is based on in- 
quiries received in eight major 
cities in the eastern half of the 
country (and Texas) where the 
bureau supplies free travel in- 
formation to motorists. 





| ment looking busy all the time. For 


| wash for $1.95. Price of the wash 


| 








this reason, it only has three banks 
of gasoline pumps and before nor- 
mal lube work starts in the morn- 
ing lube sales are “pushed” with an 
“early bird special” promoted by 
word of mouth only to the first cus- 
tomers who show up at the wash 
rack. 


This package includes lube and 


alone is $1 and the lube $1.50. A 
limit of 10 of these specials are 
| sold every morning and then the a, Ae ~ a 
offer is withdrawn for the day. 


| This effective start invariably 
keeps the lube department busy The steering wheel 
right up until its 7 p.m. closing. In ¥ 
addition, every customer bringing 
his car in for a wash is told about 
“while-you-wait lubrication.” 


of this 
pioneer autocycle was connected 
to the three front wheels, turning 
the front and side wheels together. 








Muller Brothers does a better than’ | ; 
| average job of tire selling. One man tire replacements to keep this de- 
has the job of checking all cars| Partment going strong. 


coming in for service and with as rte ° 
many as 100 cars on the lot all of HILE Muller sold 685 Oldsmo- 
| the time, it merely takes calling the biles last year, the entire or- 


|attention of the owner to needed’ ganization essentially is built on 





: 
: 














T cmnseidlinaientlineendl 
So 
A 



































































































AHH 









































































| 




















































woo 





















® 





























—— 








~— 



























































































a 



































Where performance counts most 


GIVE THEM Fm QUALITY! 


Car owners today expect top performance—they won’t take less! 
So, on every overhaul—for long-run economy and performance— 
replace the bearings! Replace with Federal-Mogul, the bearings of 
known and preferred quality. Surveys prove they are first choice 
for replacement by car, truck and tractor owners. 






Sia ieee 


Give your customers the best—give them Fm quality! ee OR 


FEDERAL-MOGUL SERVICE 


a 





a, 
Division of Federal-Mogul-Bower Bearings, Inc. iLL aie aR 


RESEARCH ¢ DESIGN e METALLURGY 


°* PRECISION MANUFACTURING « SERVICE 


| sales to service customers. The pol- 
icy of “don't sell the customer 
things he doesn't need, but sell him 
everything possible he does ned” 
certainly pays off and handled the 
way Muller handles it doesn’t scxre 
the customers off. Proof of this 
| pudding is in performance, Muller 
continually is increasing the num- 
ber of customers who come back 
for service. 

| One evidence of the worth of 
| this philosophy is seen in the fact 
that they seli a lube or an oil 
change to approximately one out 

of three gas-pump customers. 

Muller doesn’t seem to have 
|any labor problem. Not only is the 
| Los Angeles area free from a me- 
|chanic shortage due to the con- 
| stantly increasing numbers of ex- 
| perienced mechanics who come from 
the East to live but also to the fact 
|that Muller men make an average 
| $600 per month. They haven't had 
|to advertise for a mechanic in over 
eight months. 

Mark insists that every job appli- 
cant answer a lengthy question- 
naire and prefers older men who 
know how to work, He said, how- 
ever, that at least one-half of all 
| applicants won't fill out an applica- 
tion. When one does, and he looks 
like the type of man Muller can 
use, he may be hired on speculation 
though they don’t need another 
| man at that time. 

The new employe is put to work 
in a department which might stand 
increased output. Every man in that 
department knows that when this 
is done some one will have to go at 
the end of 30 days. 

This acts as a stimulant, even 
for the men who have been with 
the company for some time. They 
know that the man at the low end 
of the totem pole is the one who 
will be released. 

Another regulation followed to the 
letter is shop cleanliness. Each me- 
chanic is supposed to keep his area 
clean at all times. Even the top man 
in the body shop will not get a new 
job to work on until he has cleaned 
up from the last operation and 
every tool and part is put back into 
its proper place. 


"57 NADA Exhibit 
Sells Half of 
Available Space 


WASHINGTON More than 50 
percent of the booth space in 
the 1957 National Automobile Deal- 
ers Equipment Exhibition has been 
sold, according to Roy Smith, NADA 
exhibition manager. 

The show will be housed in San 
Francisco's Civic Auditorium, site 
also of NADA's 40th annual con- 
vention, Jan. 26-30, 1957. 

In reporting the advance space 
sale, Smith said: “With ‘Service 
Key to Profit’ as an underlying 
theme, exhibitors are recognizing 
the equipment exhibition to be an 
unequaled market place for service 
equipment, business systems, office 
equipment, re-sale items and all 
products used in automobile dealer- 
ships, their service departments and 
their office operations.” 

While advance space sales are 
tar ahead of previous years, 
Smith added, “good space is still 
available for assignment to manu- 
facturers and distributors.” 


In connection with the exhibi- 
tion, service clinics will be sched- 
uled which will be attended not 
only by dealers but by service 
department managers and service 
personnel as well as by repre- 
sentatives of the entire automo- 
tive service trade. 

The exhibition will be open from 
9:00 a.m. to 6:00 p.m. throughout 

| the NADA convention. 


Canada Schedules 


Service Show 


OTTAWA. The Canadian Au- 
| tomotive Wholesalers’ and Manu- 
|facturers’ Assn.’s 1957 annual con- 
| vention will be held at the Windsor 
Hotel, Montreal, March 11-12. It 
will be followed by the National 
Automotive Service Show at the 
|Show Mart Building, Montreal, 
| March 13-15. 


Two committees are being pre- 
pared to handle all arrangements 
for the convention and show. The 
CAWMA is lending its name as 
| sponsor of the service show. 
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FASTER 


We Are Well 





Price-Roche Motors of Petaluma, Califor- 
nia, operate a well known Cadillac, Olds- 
mobile and Chevrolet agency. They are 
enthusiastic users of SUN Test Equipment 
... they tell you in their own words in the 


letter at right. 


Hugh Price is a 
founder of and partner 
in Price-Roche Motors 


Walt Roche, 
founder and partner 


Rud Putnam, 
Service Manager, 
Price-Roche Motors 





SUN Tune-Up Tester 





424 Main Street 


cmemerogene 


Sun Electric Corp. 
6323 N. Avondale 
Chicago, Illinois 


Gentlemen: 


Phone 2-4585 
Petaluma, California 


.._DET TER... 


M PRICE-ROCHE MOTORS atin etre 


Modern Shop 


Pleased with SUN Equipment 


“ 
ee 


#2 


ee 
ps 


As we have been users of Sun equipment in our shop for a good 
many years, you may be interested in our experience with our 
newest piece of Sun equipment, the Tune-Up Tester, 


Our mechanics especially like the time saved in being able to 
test the complete electrical system by areas, on the car, thus 
eliminating separate tests on each unit, 


ae 


When trouble exists, 


the responsible area is located at once without elimination 
tests of components on or off the car, 


Several instances of broken or porous diaphragms or distributor 
advance have been detected immediately and one particularly 

through use of the Tune- 
Up Tester, traced to loose wires on the ignition switch behind 


baffling case of high speed miss was, 


the dash, 


It goes without saying that we and our men are well pleased 
with the equipment and its contribution to faster and better 


work’ 


Yours very truly, 


PRICE-ROCHE MOTORS 


J. 





Gve 


Price 





(Left) Ed Howard uses a SUN Tune- 
Up Tester to test distributor advance, 
* both mechanical and vacuum, in one 
fast operation. 
(Right) Rick Schindler tests second- 
ary resistance with SUN Tune-Up 
Tester. (SUN Distributor Tester in 
background). 


SUN ELECTRIC CORP. 
6323 N. Avondale 
Chicago 31, Illinois 
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Dealers Urged to Follow Through .. . 





Guiding Youth in Service Shops 


(Continued from Page 25) 
ing all you can. And above all 
don’t let Ford Motor forget you.” 
* o * 

T SHOULDN'T have been neces- 

sary for Briggs to make that 
statement. And above all, it should 
not be up to the boy to “don’t 
let Ford Motor forget you.” 

It should be up to the Detroit | 
area dealers and Ford Motor not} 
to forget these boys who have so| 
successfully completed the stiff 
tests and competition and who are 
needed right now in Detroit area 
dealer service shops. 


Briggs could well have included 
one other admonition, but it 
should be made to the dealers 
who will employ these boys and 
to Ford Motor, which fostered the 
competition. 

That would be: “These boys are 
not finished mechanics despite 
their training. They are still just 
boys fresh out of school with a 
liking for mechanics and four 


years of training 
school shop practice. 

“They have never worked in 
an industry shop and must be 
guided and helped. The dealers 
who hire them should make it a 
point to talk withthe boys and 
counsel with them often to make 
sure that they don’t get dis- 


couraged or that through neg- 


Service, Parts Managers 
Stage Picnic in St. Louis 

ST. LOUIS. — The service and 
parts manager’s bureau of the 
Greater St. Louis Automobile 
Dealers Assn. has held its annual 
picnic in Maple Grove Park on 
Spanish Lake. 

More than 165 attended. An old- 
fashioned barbeque, soft ball 
games, horseshoe pitching and 
other activities were featured. 
George Crain, Yates Oldsmobile 
parts manager, headed the 16-man 
committee. 


in theory and 


lect allowed to stay in one job so 
long that this in itself discour- 
ages them.” 

The other thing that has hap- 
pened is that when a boy does 
quit the dealer with whom he was 
placed for some reason, most of 
them have been lost to the dealer 
group. 

If a boy does not “take” in one 
dealership, that is no citerion that 
he would not be successful in some 
other dealership where the work- 
|ing climate was more to his liking. 
| * * * 








‘ewe students do represent the 
fact that the vocational school 
|program, if properly supervised 
and with the proper instructors, 
| does actually prepare boys for jobs 
|in the retail end of the automobile 
business. 

And 
out some degree of attention and 
followup this annual crop of young 
enthusiastic replacements for our 


mechanic force can easily be lost | 


to an industry that is woefully 


it demonstrates that with-| 


short of good mechanics now and 
will continue to be more short as 
vehicles get harder and harder to 
service and more and more techni- 
|cal knowledge on the part of the 
mechanic is needed. 

The boys who passed this Ford 
test have to be above the average, 
as a glance at the question asked 
them this year indicate, 

Following are the questions in- 
cluded in this year’s examination: 

1. The present trend of the au- 
tomotive manufacturers is toward 
short stroke overhead valve V-8 
engines. Give advantages or dis- 
advantages of this type over the 
long-stroke L-head engines. 

2. Modern cooling systems use 
“pressure caps.” Explain why they 
|are used and explain how they 
|}operate both during the warmup 
and cooling periods. 


their function. 
* = 


EXPLAIN the functions of the 
| ©¢ three-unit voltage regulator. 

5. What is the purpose for using 
multi-barrel carburetors? 
ithe advantages and the disadvan- 
| tages. 

6. The standard transmission and 
the automatic transmission both 


the parts and 
* 











Just what is an “adjustable” shock absorber? 


In ‘one sense, every first-quality shock absorber 
made today is “‘self-adjusting.’’ Because, today, vir- 
tually all shocks incorporate spring-actuated valv- 
ing. Within a pre-calibrated range of control, these 
spring-loaded valves compensate for varying hy- 


draulic demands 


created by road and load condi- 


tions. In that sense, all Gabriel shock absorbers 


are “adjustable,” 


’ and have been for years. 


But it was not until Gabriel perfected and 


marketed the 


AjustOmatic that you could 


offer your customers adjustable ride control 
—in a choice of three ranges. 


MAKE $30-$40 A DAY! Geta 
new, Gabriel Shock Tester. Tie in 
with powerful national advertising 
featuring AjustOmatics this month. 
Show the need—sell the deall 


© 1956 The Gabriel Company 


Cedric! | 


AJUSTOMATIC 


The Gabriel AjustOmatic is different from any 
other shock absorber on the market today. 


You can, in less than a minute, select and set for 
every customer his kind of ride—for his kind of car 
and his kind of driving. You do the adjusting: 
“soft”? for ultimate comfort, ‘“‘medium”’ for greater 
stability than with standard equipment, ‘‘firm’’ for 


utmost stability. 


There is a ready, steady market for adjustable 
shock absorbers today. Don’t be misled into giving 
your customers something less! Ask your Gabriel 
jobber for new fact folder giving full details. 


THE ONLY GENUINE 
ADJUSTABLE 
SHOCK ABSORBER 





3. Outline the current flow of the | 
secondary ignition system. Name | 


Outline | 


What is 
the 


provide gear reductions. 
the basic difference between 
two types? 

7. What is the purpose of the 
clutches and the bands in the 
automatic transmission? 

8. Explain the difference be- 
tween a torque converter and a 
fluid coupling. 

9. Name the five factors that 
control front wheel alignment and 
briefly explain each. 

10. Why is “valve lash” adjust- 
|ment critical and why must it be 
maintained at factory specifica- 
| tions? 

11, Explain the functional differ- 
ence between a full-flow and a by- 
pass type oil filter. Give advan- 
tages or disadvantages of each. 

12. What are the four basic 
systems of a simple carburetor? 
13. Name the parts of a genera- 
tor and explain how it operates. 

14. Outline the procedure you 
would follow if you were to tune 
an engine. 

15. Why have you chosen “auto- 
motive” as your career? 

* x %: 
” THE eyes of many service 
experts, this contest or one of 
|a similar nature is the natural 
|}and beneficial culmination of the 
| groundwork laid by the Automo- 
tive Industry-Vocational Education 

Conference on Public School 
Automotive Instruction, sponsored 
| jointly by the Automobile Manu- 
facturers Assn, and the American 
Vocational Assn, 

The Detroit area endeavor, how- 
| ever, points up two things that 
| should be watched and corrected in 
| any similar program. 

The main fault of the Detroit 
| program is that even though 
this effort is sponsored by what 
| amounts to one dealer group 
' 
| 
| 





with some backing from the fac- 
tory, the men who are respon- 
sible for putting it on in cooper- 
ation with the Detroit vocational 
school heads cannot take the 
time that should be taken to 
follow up on these students after 
they have been placed with a 
dealer. 


More than 300 vocational school 
students have been given the Ford 
competitive examinations during 
the past six years and have been 
graduated. This year ten students, 
| the top men in their respective 
| schools survived the rigid exami- 
|nations and became eligible for 
the merchandise prizes which the 
dealer group puts up each year. 


In the normal course of events 
| the top one boy from each voca- 
| tional school would have been the 
}entry from that school for the 
| competition. But as several schools 
|felt that their students did not 
|get a course of study in their 
|school that would permit them to 
compete on an equal basis with 
| boys from other Detroit area 
schools these instructors did not 
|}nominate a boy from their school. 
Thus we have two boys each from 
three schools in the contest. 

The competitive examina- 
tion thus not only tends to select 
the best trained boys from the 
Detroit Vocational School system 
but also tends to be quite instru- 
mental in up-grading the courses 
and the ability of the instructors 
in the vocational schools. 

With the admitted shortage of 
mechanics for retail service work 
across the nation such contests 
could be used in every city and 
community and be the source of a 
tremendous recruitment for the in- 
dustry. 

If such a series of examinations 
were held each year, the industry 
would be able to acquire hundreds, 
if not thousands, of additional new 
mechanics each year. 

Moreover, the interest of the 
dealers in their local vocational 
schools would tend to improve the 
type and soundness of the courses 
of instruction given in these auto- 
motive classes and work towards 
graduating boys better prepared to 
take their place in industry. 

* * * 


ITH dealers and dealer service 

managers interested in acquir- 
ing these graduates for their own 
work force, experience has shown 
the need for cooperation with the 
educational people to make certain 
that the courses are factual and 
procedures are in keeping with 
modern practices in the franchised 
dealer shops. 
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Now ...‘‘Hi-Fidelity’’ effects in GENERAL VINYL 


New beauty for car interiors in any patterns...any textures...in any combination 


With General’s new process for deep-embossing and super-finishing 
viny] fabric, stylists can now create decorative effects for car 
interiors that were formerly impossible. This process obtains such 
‘‘Hi-Fidelity” reproduction that the eye cannot distinguish between 
the original and the vinyl fabric. In addition to savings in 
material costs, General vinyl fabrics mean outstanding performance 
and longer lasting beauty . . . an important feature in the 
tremendous appeal of today’s fine motor cars. 





GENERAL 


PLASTICS 


The General Tire 
& Rubber Company 





THE GENERAL TIRE & RUBBER COMPANY 


TEXTILEATHER DIVISION, Toledo, Ohio . . . BOLTA PRODUCTS DIVISION, Lawrence, Mass. 
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the early “refurnishing” surge, if 
one is in the making. 
+ + * 


Repairs Climb 


OMETIMES I wonder if we 
realize how tremendous this 
(Continued from Page 25) |automotive business really is. The 
immense size and scope of the 
industry was brought home to me 
the other day by a preliminary 
trade report of the 1954 Census of 
many of the industry’s equip- | Business, Selected Services, from 








change the trend by going to what | new” phase of the business of mer- 
they knew to be a very expensive | chandising motor vehicles. 


and hard-to-police step of giving | That it is being recognized by 
the dealer 100 percent on warranty | 





labor. | ment and service supply people |the U. 'S. Department of Com- 
They knew full well that the| is evidenced by Roy Smith’s | merce, published in June, 

only thing that would quickly! recent announcement that as This report shows that re- 

switch the trend would be to appeal| early as the middle of June more | ceipts' of general repair shops in 

to the dealer through his pocket-| than 50 percent of the booth | ¢his country (not including vehi- 

book. space in the 1957 National Auto- | ¢je dealers) amounted to $970 
Now that many dealers can see| mobile Dealers Equipment Exhi- | million in 1954, as against $839 

a “quick” profit in taking care of| bition had been sold. | million in 1948, an increase of 16 

their customers,-more and more! This seems to indicate at least| percent. 

are sticking their noses behind|two things. Since the San Fran-| The increase of 16 percent in 


that “wailing wall” that separates) cisco show is held in a relatively | general automobile repair shop re- 
the sales room from the service} jow population center, the early|ceipts compares with an increase 
shop, with the idea of seeing if | sale of booth space must indicate | of 42 percent for all types of auto- 


Artistic Youngsters— there may not be more hidden|that many shop equipment people | motive repair and service estab- 
Employes of Campbell-Ewald Co., De- profits in this badly neglected de-| are beginning to feel a renewed |lishments, and 31 percent in total 
troit, and their children pocked the ort | partment. is: ca te interest of franchised dealers in| retail trade. 
wing of the advertising firm at a special P ly in T tools and machines" which will | The number of general automo- 
art exhibit of the youngsters’ work. The erfectly in Tune either cut costs or increase rev-| bile repair establishments, which 
exhibit was the culmination of a Little| @Q THE NADA slogan, “With enue in the service shop. Since|in 1948 totalled 60,147 decreased 
Artists Show competition sponsored by | Service—the Key to Profit,” so many trends in the automotive |10 percent to 53,836. Annual pay- 
Campbell-Ewald to encovrage the young- | seems to be perfectly in tune with| business start on the West Coast, | rool of these shops amounted to 
sters to cultivate an interest in art. 'a “forgotten-for-a-w hile-but-not-!they also may want to be in on! $180 million in 1954, a 13 percent 
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Much more than an undercoating! 


REG. U.S. PAT. OFF. 


Only 3M’s undercoating .. .“UNDERSEAL”... offers 


BRAND 


this tested complete selling program 






Only “UNDERSEAL” gives you the solid ing program. This proved package for profits 
backing needed to sell undercoating jobs at is sure to help keep your service department’s 
a good profit. Potent direct mail pieces— income high and handsome! 


printed with your name — plus posters and For customer satisfaction and top profit, 
demonstration easels. In-your-shop advice for tart building your undercoating sales today 
your applicators — showing them how to care with “UNDERSEAL” and the “UNDER- 
for equipment, how to mask and spray effici- SAI.” selling program. Write now for all the 
ently. A sound-slide film showing your men facts about “UNDERSEAL” and what its 
proved ways to make more undercoating sales. tested selling program can do for you. The 

NEW CAR BUYERS will pay full price for address is: Minnesota Mining and Manufac- 
an undercoating job when you sell “UNDER- turing Co., 900 Fauquier Ave., St. Paul 6, 
SEAL”— using “UNDERSEAL’s” tested sell- Minn. Dept. LLN-76. 





REG. U.S. PAT. OFF. 


UNDERSEAL Rubberized Coating 


BRAND 





The term “UNDERSEAL” and the plaid design are registered trademarks of Minnesota Mining and Manufacturing 
Somenny, St. Paul 6, Minnesota. tion Sales Officé: 99 Park Avenue, New York 16, N. Y. In Canada: P.O. Box 
757, Lon 


ion, Ontario. APPLICATION TRAINING 


increase over the $159 million for 
1948. In the same interval, em- 
ployment figures showed a 20 per- 
cent decline, from 71,341 to 57,120, 

The west south central states 
(Arkansas, Louisiana, Oklahoma, 
and Texas) reported the greatest 
increase in receipts—a gain of 31 
percent, Arizona and Nevada re- 
corded the largest individual state 
receipt increases, with a rise of 67 
percent and 64 percent, respectively. 

California accounted for 12.7 per- 
cent of all general automobile re- 
pair shop receipts; New York was 
second with 7.3 percent; Texas was 
third with 7.0 percent, and Penn- 
sylvania was fourth with 6.7 per- 
cent. 

Establishments included in this 
kind of business are those primarily 
engaged in general automobile re- 
pair service. Establishments which 


have an active franchise for the , 


retail sale of new vehicles are in- 
cluded in Retail Trade, even though 
their principal source of receipts 
may be from automobile repairs. 
The data in this report also does 
not include establishments pri- 
marily engaged in specialized types 
of automobile repair work such as 
top and body shops, brake repair 
shops and battery and ignition 
shops. * * * 
Alemite ‘Nutcracker’ 


LEMITE has revived a small-shop 
service control deal which they 
have named the “Nutcracker.” This 
deal is a writeup board with eight 
“hickeys” on the side, which enable 
the writeup man to know at all 
times just how many jobs each of 
eight departments of the service 
shop can take care of that day. 
These “hickeys” are dials that per- 
mit the order writer to change the 
visible figures as each sale is made. 

For instance, if the lubrication 

department can take 20 jobs per 
day the order writer starts out 
with the figure 20 showing up in 
the opening in front of the lubri- 
cation department designation. 
As each lube job is sold during 
the day he moves the dial back 
one number. 

If two order writers are employed 
|}each starts out with 10 jobs to be 
|sold and when the first one sells 
|}out his quota he checks with the 
other writer to see if he can “bor- 
row” some sales from the other 
| board. Twenty stickon labels ac- 
company the board to allow for 
| changing the designation of the 
| departments if the standard names 
don’t fit that particular shop. 

The board was originally thought 
out in the central service depart- 
ment of a vehicle factory in an en- 
deavor to develop something that 
would take the place of the central 
control tower in a shop too small to 
make such an investment. 

It was picked up by a merchan- 
| diser of service forms and followup. 
| Alemite took it from there and is 

really going to town with it. I un- 
derstand that Alemite’s initial order 
to the maker was snapped up even 
before it made a general announce- 
| ment of the device. 

| Some of the smart boys among 
| Alemite’s equipment distributors 
| really jumped on the idea and have 
| been putting them out like mad. 
| Alemite is not selling the boards but 
|is giving them to the dealer with a 
“deal.” 

To me the Nutcracker certainly 
is the answer to the need of the 
smaller shop for something that 
will give it an instant visual con- 
| trol over the job availability in all 
departments. 

+ x * 
Down to the Sea 


ERHAPS because I am a “fishing 

nut” and a devotee of the great 
outdoors, an outfit in Los Angeles 
sent me a couple photographs and 
description of a deal that rings a 
bell with me. 

They suggest that many auto- 
mobile dealers may wish to take 
on the sale of the outfit, which is 
a house trailer that with little ef- 
fort can be made into a house 
boat. It is called the Neptuna 
Land and Water Cruiser. 

It is a 28-foot roomy conven- 
tional trailer that converts into a 
sport water cruiser (so the litera- 
ture says) by simply backing the 
outfit into the water and retracting 
the wheels. Power afloat is supplied 
by an outboard motor. 

The wheels retract into a housing 
under the sink on one side and a 
table on the other side of living 
room section. It has two buoyancy 
tanks under benches on each side of 
the after deck in the rear. Another 
buoyancy tank is located under the 
front compartment. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of the 
monthly Service Management Sec- 
tion of Automotive News. 

FOR MAKE SERVICEMEN 
CADILLAC — Air Conditioner — 
Cleveland, Aug. 6-8; Oklahoma City, 
Aug. 13-15. Carburetion — Chicago, 
Aug. 6-9; Cincinnati, Aug. 13-16; 
Milwaukee, Aug. 14-17; Minneapo- 
lis, July 30-Aug. 2; Philadelphia, 
Aug. 13-16; Salt Lake City, Aug. 6-9. 
Engine Test and Tune-up—Cleve- 
land, Aug. 13-16; Los Angeles, July 
30-Aug. 16; Pittsburgh, July 30-Aug. 
2; St. Louis, Aug. 13-16; Salt Lake 
City, July 30-Aug. 2. Hydra-Matic— 
Detroit, Aug. 13-16; Memphis, Aug. 
13-16; Milwaukee, Aug. 7-10; New 
Orleans, July 30-Aug. 9; Philadel- 
phia, July 30-Aug. 9. Power Brake— 
Chicago, July 30-Aug. 1; Detroit, 
Aug. 6-8; Salt Lake City, Aug. 13-15. 
Power Steering—Atlanta, July 30- 
Aug. 1; Detroit, July 30-Aug. 1. 
Owner Relations—Cincinnati, July 
30-Aug. 1. Partsmen’s Course—At- 
lanta, Aug. 13-15; Chicago, Aug. 13- 
15; Detroit, Aug. 6-8; San Francisco, 
Aug. 13-15. 

FORD—For the period July 16- 
Aug. 20, most service schools will be 
conducting a 40-hour Fordomatic 
course, a SelectAire conditioner 
course, two carburetor courses, and 
a warranty and policy course. 

The 40-hour Fordomatic course 
consists of the principles of con- 
struction and operation; demon- 
stration of the operation of 
gears, clutches, and servos for all | 
ratios; function and operation of 
the hydraulic controls for all 
transmission situations; overhaul 
procedures including inspection 
and adjustment; review of all 
linkage adjustments; and appli- 
cation of operating principles to 
trouble shooting including all 
checks and adjustments. 

The SelectAire conditioner course 
covers the theory of refrigeration, 
operation of all controls, overhaul, 
and trouble shooting procedures. 

The carburetor courses cover the | 

principles of operation, adjustments, 
and trouble shooting procedures 
pertaining to both the dual carbure- 
tor and the four-barrel carburetor. 
Includes spark control valve opera- 
tion and distributor operation. The 
16-hour warranty and policy course 
covers the warranty and adjust- 
ment policies relating to the dealer 
and the customer, warranty pro- 
cedures, the correct use of forms, 
and a discussion of the various ac- 
counting records. In addition to the 
above. constant training is being 
conducted on numerous other sub- 
jects such as car rear axle, engines, 
and electrical systems, in order to 
keep the dealer organization well 
informed on current service pro- 
cedures. 

GMC TRUCK & COACH DIV.— 
V-8 Engine Tune-up—Jacksonville 
(Fla.), Aug. 6-13. Diesel Engine— 
Pittsburgh, Aug. 6-13. | 

HUDSON — Refresher courses at 
zone level on 1956 production with | 
emphasis on the Flashaway Hydra-! 
Matic transmission. 

JAGUAR CARS NORTH AMERI- | 
CAN CORP.—One-week courses are | 
being held at Jaguar Cars North) 
American Corp., 42-50 Twenty-first | 
St.. Long Island City 1, New York. | 

PLYMOUTH — PowerFlite trans- 
mission—July 23-25, July 30-Aug. 1. 
Power Steering—July 19-20, July 26- 
27, Aug. 2-3. A. B. Lehman, instruc- 
tor in charge. Training center is 
located at 7000 E. 11 Mile Rd., Cen- 
ter Line, Mich. Write George J. 
Cutler, Box 1518, Detroit 31, Mich., 
for information and applications for 
attendance. 

UNITED MOTORS SERVICE— 
Continuous instruction on various 
phases of automotive service. In- 
struction in factory approval service 
methods, using the latest equipment 
available in automotive electricity 
(Delco-Remy), carburetion (Roches- 
ter), electronics (Delco auto radio 
and Guide Autronic eye) and trans- 
mission (Hydra-Matic) at 30 United 
Motors classrooms at GM training 
centers throughout the country. 
Contact UMS distributor for train- 
ing center locations and classroom 
schedules. . 

WHITE—Classes in engine and 
transmission, cooling systems, car- 
buretors, fuels, preventive mainte- 
nance, shop equipment and tools, 





fleet safety. Frank A. Novak, in- 
structor in charge. 
FOR ALL SERVICEMEN 

ALLEN ELECTRIC & EQUIP- 
MENT CO., Kalamazoo, Mich.— 
Allen Power-Tune course is being 
conducted throughout the U. S. and 
Canada by Allen wholesalers and 
authorized field service stations. 
Additional information can be ob- 
tained by writing directly to Allen 
Electric, 2101 N, Pitcher St., Kala- 
mazoo, Mich. 

AMMCO TOOLS, INC., North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No in- 
struction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave., North 
Chicago, Ill. 

BEAR MFG. CO., Rock Island, 
Ill.—Courses will be given in align- 
ment, frame straightening, wheel 


balancing, safety service equipment | 
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and the comfort ride program. Con- 
tact Mildred T. Clark, registrar. 

BENDIX PRODUCTS, South 
Bend—(Power brakes and Strom- 
berg carburetors). Specialized serv- 
ice schools in both of the above 
products available through Bendix 
central service distributors. Special 
instructors’ technical schools are 
available at the Bendix factory for 
all qualified distributor personnel. 
No definite schedule and no tuition 
expense. 

CARTER CARBURETOR CORP., 
St. Louis—Classes of 12 men in car- 
buretion. Classes start Aug. 6, 13, 
and 20. All classes three-week dura- 
tion. 

DEVILBISS Co., Toledo — One- 
week classes of limited size cover- 
ing theory, maintenance and servic- 
ing of spray painting equipment. 
The subject of spray painting is 
broken down into four categories, 
industrial, auto refinishing, automo- 
tive jobber, portable equipment job- 
ber. No instruction charge. Applica- 
tions may be obtained by writing 
DeVilbiss Co., 300 Phillips Ave., To- 
ledo 1, O. 

ELECTRIC AUTO-LITE, Toledo 
—Courses open to anyone in the 
automotive trade. No fee for tuition 
or materials. Students learn basic 
information and fundamentals of 

(See SCHOOLS, Page 34, Col. 5) 


Chrysler Family of Nations— 








Shown above is one of the first classes to be enrolled in Chrysler Corp.'s new 
training center at Centerline, Mich. The men come from all over the world. The 
group studying the V-8 engine are (left to right) Anovar Ghalayini, Lebanon; Herbert 
Figueroa, Puerto Rico; J. R. Mcintyre, chief instructor; Alan J. ®. Bruce, Trinidad; 
Antonio Da Silva jr., Angola; Leonard Fisher, Jamaica, and Roberto Daussa, Venezvela. 


Kneeling is Charles Levy-Garboua, Egypt. 


with J-M FLEET TESTED brake sets 


... they give extra miles of trouble-free service 
on taxicabs and light trucks 








Packaged sets of 
Lined Brake Shoes 


*Registered trademark 


FLEET OWNERS have stated, again and 
again, on the basis of actual mileage rec- 
ords, that J-M Fleet Tested* brake sets 
are the best linings ever developed for 
the hard, rugged daily wear and the 
constant stop-and-go driving required 
of taxicabs and commercial vehicles. 
This special purpose lining has no 
equal from the standpoint of perform- 
ance, stopping ability, long life and free- 


dom from scoring tendencies. Designed 
to withstand abuse, FT sets thrive on 
severe service. 

Put J-M FT sets on your next cab or 
truck reline job and watch mileage fig: 
ures jump! 

Call your Johns-Manville Distributor, 
or write to Johns-Manville, Box 60, 
New York 16, N. Y. In Canada, Port 
Credit, Ontario. 


Johns-Manville 
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34 bre nner Fs 
Ad Policy Also Hit... 








AUTOMOTIVE NEWS, JULY 16, 1956 


| tinued, “a complaint was issued 


Coercive Parts Sales 
Laid to Factories 


HICAGO. — The dealer - factory 

relationship isn’t the only un- 
happy one in the automotive indus- 
try, delegates to the 34th annual 
convention of the Automotive En- 
gine Rebuilders Assn. were told. 

The speaker was Ira Saks, 
Cleveland, executive director of 
the antimonopoly committee of 
the Automotive Service Industries 
Committee. He assailed aute 
manufacturers and large oil com- 
panies with charges of “coercive 
selling and unfair advertising.” 


More than 1,000 persons attended 





Bandy Joins Father 


Ed Bandy has become a partner 
in the DeSoto-Plymouth dealership 
in Rocky Mount, N. C., operated 
by his father, Ray Bandy. Young 
Bandy is a recent graduate of 
Wake Forest College. 


* 
pas 


oat 





the association’s four days of meet- 
ings, discussions and displays at the 
Sherman Hotel here. 

Saks said that before World War 
II, wholesalers did about 60 percent 
of the total parts, accessories and 
supply business while the manu- 
facturers did 30 percent and the oil 
companies accounted for 10 percent. 

” * . 
” ODAY,” he said, “the manu- 
facturers do 50 percent, the 
wholesalers 30 percent and the oil 
companies and chains do 20 per- 
cent.” 

He attributed this decline to 
coercive selling by the manufac- 
turers and the oil companies. 

He declared that after the war, 
dealers were extremely eager to 
get cars or “maybe some extra 
ones” from the factory. They were 
told to buy their parts from the 
factories, according to Saks, “and 


1936 It took real salesmanship to sell cars twenty years 
ago. Money was scarce, products abundant, and buyers were cautious. They 
wanted absolute assurance . . . something special in goods or services to 


prove that a deal was right for them as well 2s 


those times came an idea... a many-faceted dealership management 
program designed to turn every-day problems into sources of 
additional revenue. Thus it was, 

that a successful dealer named George M. Taylor 

sold the first “Carlife Guaranty.” 


1956 And how the market has changed! More people, 
with more money. But, with more products to choose from, too, 
buyers are still cautious. They still want some special assurance 
from the dealer that his deal is right for them.-And today, 
"not one but thousands of reputable dealers are profitably 
satisfying that want. . . by selling “Carlife Guaranty” ! 





The 





Flying Housewife— 


Dorothy Rungeling, wife of Canadian 
Mack truck representative, Charles Rung- 
eling, often delivers truck parts to cus- 
tomers in remote parts of her husband's 
territory. Mrs. Rungeling, a licensed pilot 


since 1949, participated in the recent 
All-Woman Transcontinental Air Race. 


the same is true with the oil 
companies.” 

“That is why your salesman can’t 
get business when he calls,” Saks 
contended. 

“In 1941 or before,” 


Saks con- 













for the dealer. Out of 


on October 17, 1936, 





against General Motors and, 
through the Federal Trade Com- 
mission, was converted to a cease- 
and-desist order.” 

od * a: 


E ADDED that while this 

should have guaranteed a fair 
deal by law, the order was practi- 
cally ignored. According to Saks, 
the order was passed down to zone 
managers to handle in their own 
way, “and the situation still exists.” 

Saks then turned to what he 
called “unfair advertising.” He 
described this as a “fear” adver- 
tising campaign directed at both 
the trade and the consumer. 

Such advertising, he said, cau- 
tions the reader, “Get genuine parts 
only—the only safe parts.” 

“We have continued to operate 
under these conditions even though 
we know that what is being done is 
illegal,” Saks asserted. He called 


ing associations and retail associa- 


tions as well as Booster clubs and| 


others to support the aims and pur- 
poses of the antimonopoly commit- 


tee. 
* * * 


. aims and purposes he said, 
are to preserve free enterprise 


No doubt there are many well-established automobile dealers 
who have never heard of “Carlife Guaranty”. Others, too, who may 
well have heard of it but who still don't know what it is or how 
it can be used to turn their problems into sources of extra profits. 


Perhaps the basic reason for this is the fact that “Carlife Guar- 
anty” is not a tangible product... something you can see and feel. 
Rather, it’s a method of operation ...a simple, practical, proven plan 
for obtaining maximum profits from every phase of a dealership’s 
business. A plan which works regardless of market conditions. And 
one which inevitably creates an atmosphere of mutual respect and 
confidence between the dealer and his customers. 


We could cite any number of testimonials from dealers who have 
found “Carlife” to be the “key to hidden profits” in the daily 
operation of their business. But we'd much rather tell you about it 
in terms of your own dealership. So if you are not fully satisfied 
with your present level of operations . . . in new car sales, used car 
sales... or in parts, accessories and labor sales, why not drop 
us a line covering your specific problems? All inquiries will be 
treated as confidential. And there's no obligation, of course. 


CARLIFE GUARANTY Company 


16501 Wyoming ¢ Detroit 21, Michigan 








| 
| 
| 
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| well 
|Thomas A. Reynolds, Reynolds & 


and eliminate coercive selling and 
unfair advertising. 

“We will employ investigators to 
secure basic evidence of coercive 
selling,” he said. “Then, we will sit 


down and talk with the factories ff 


and oil companies violating the 
law.” He said it is hoped that this 
will be all that is necessary, but if 
talks fail, “we are prepared to en- 
gage in a publicity and public rela- 
tions campaign to the trade and 
general public and to take the issue 
to Government agencies and bu- 
reaus in Washington ... or to con- 
gressional committees.” 

Saks cited the recent conces- 
sions made to automobile dealers 
by the factories as an example of 
what can be accomplished with 
such a program. 

In another vein, a safety sugges- 
tion was offered at the closing ses- 
sion by Frank O. Bregnard, Auto 
Mechanics Institute, Hot Springs, 


. f he ticket- 
for individuals, groups, manufactur- | ae ae rea Se 


ing of unsafe automobiles. 
* * * 
H® SAID garage business was 
good the two months of the year 
when compulsory safety lane checks 
are required, but after the sticker 
is placed on the car, “drivers seem 
to get a feeling of immunity.” 
He said citations usually are is- 


| sued only after an accident when 


obvious defects, such as faulty 
brakes, are discovered. Bregnard 
urged police to cite defective cars 
whenever noticed and thus require 
regular checkups. Each delegate, he 
said, could start a safety campaign 
in his own town and he suggested 
prizes for police who observed and 
cited the greatest number of defec- 
tive cars. 

He also suggested that a station 
wagon, equipped to check cars 
for safety, be assigned to state 
police. With programs such as 
this, he sajd, “compulsory vehicle 
inspection would not be neces- 
sary.” 

In a closing session display, Breg- 
nard demonstrated how an auto- 


|matic transmission could be torn 


down in 30 minutes to explain his 
talk. “Automatic Transmissions Can 
Be Rebuilt by You and Your Cus- 
tomers.” 
* ” = 
ll A. TORGIS, A. L. Torgis & 
* Son, Toronto, was elected pres- 
ident of AERA, succeeding L. J. 
Messer, L. J. Messer Co., Lincoln, 
Neb. Other new officers were Fred 
A. Lambert, Lambert Co., Ltd., Los 
Angeles, first vice-president, and 
Leonard Connett, Piston Ring Serv- 
ice Co., New Orleans, second vice- 
president. C. W. Yount, Eagle Ma- 
chine Co., Indianapolis, was _ re- 
elected treasurer. 
Three new directors also were 
elected. They were Bill Smith, Wom- 
Auto Parts, Lexington, Ky.; 


Brookout, Youngstown, O., and L. 
M. Lee, Northern Auto Supply, 
Marshfield, Wis..E. R. Sluggett, 
Detroit Cylinder Grinding Co., De- 
troit, was reelected as a director. 

The 1957 AERA convention will 
be held May 13 to 15 in Detroit. 


Schools 


(Continued from Page 31) 


electricity, magnetism and testing 
equipment; the battery as related to 
electrical system; component parts 
of electrical system, circuit by cir- 
cuit, and wiring. Next class Aug. 
6-24. Write William B. Selb or H. M. 
Riddle, instructors in charge, 511 
Hamilton St., Toledo, O. 

INLAND MFG. CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$100 otherwise. Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use and 
maintenance of equipment; funda- 
mentals of merchandising, advertis- 
ing and pricing. Write J. V. Grasso, 
1108 Jackson St., Omaha, Neb., for 
reservation or further information. 

STEWART WARNER (Alemite 
Div.)—School is for the training of 
Alemite depot servicemen and is 
held in factory service training 
school at 1826 W. Diversey Park- 
way, Chicago. Depots represented 
are from all distributors’ territories 
throughout U. S. Normal classes in- 
clude a maximum of 14 trainees. 
Next class. Aug. 13-17. 

SUN ELECTRIC CORP.—Classes 
in service merchandising, July 23- 
27; test equipment operation, July 
30-Aug. 3; automotive electricity, 
Aug. 6-10. Classes will be held at 
Chicago technical training center. 
K. R. Powers, instructor. 
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WHAT’S THE SALES POWER BEHIND YEARS-AHEAD SUPER BLEND? 


With Quaker State Super Blend moving ahead to bigger sales 
every week, there must be a reason. What’s behind the soar- 
ing sales of this years-ahead pure Pennsylvania motor oil? 
First, there is the growing market itself with millions more 
high-powered cars on American roads. Then too, there is a 
growing demand for Super Blend as more car owners every week 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 


are reached by Quaker State’s powerful national advertising. 

But most important of all, dealers themselves recognize in 
Super Blend a product that just can’t be equalled for superb 
performance, customer satisfaction, and profitable repeat busi- 
ness. Yes, it’s the dealers themselves who are behind the 
tremendous success of years-ahead Quaker State Super Blend. 
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Cleanup Tips Given... 
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Reconditioning Key 
To U.C. Volume 


(Continued from Page 25) 


Clean late model, medium condi- 
tion and rough. Cars in the rough 
bracket must be good mechani- 
cally to make them worth the time 
and money it will cost to put them 
in good salable shape. 


One of the leading factory used- 
car departments averages out 
the time it takes with modern 
materials and methods to recondi- 
tion cars in each class. Accord- 
ing to this experience, late model 
clean cars take 7.4 hours of an 
experienced man’s time to put the 
car in salable condition so that 
the dealer can guarantee it if he 
chooses. Medium cars take 8.6 
hours and rough cars, 9.5 hours. 

* + + 


ANY dealers are using some 
type of a warranty policy with 
the better used cars. 


Select Used Car Program in which 
the factory guarantees that if for 
any reason the dealer fails to make 
good on the warranty, the factory 
will, 

Cars to command the top dollar, 


“specially if they carry any type | 


of a warranty, should be 
ippearance-conditioned so that the 
car presents visual evidence that 
it has been worked on. 


One of the most difficult things 
te correct in the modern car is 
taking the stains out of nylon 
trim. Materials are available that 
will enable the dealer to hide 
these stains by first cleaning 
the trim with a quart of 
approved upholstery cleaner, a 
quart of water and a little ordi- 
nary kitchen scouring powder, 
mixed thoroughly. Scrub the 


One factory, | 
Nash, has announced a Bonded | 


| ditioned car. 


| collected 


| even 





trim medium hard and wipe off 
with a dry rag. 

If the stains persist, they can be 
hidden by giving the cleaned trim 
a coating of chemical Nylon dye, 
a shade darker than the stain. 

In cleaning all upholstery, in- 
cluding the Nylon trim, use an 
upholstery cleaner with the new- 
car smell. This freshens and 
sweetens the smell of the recon- 
According to many 
experts, 80 percent of the objec- 
tionable odors in a used car are 
in the head linings. 

Today, however, there is a 
material for cleaning headlings 
that will not shrink, spot or streak 
the most delicate linings. 
This cleaner is used in a suds 
form and applied with a sponge 
and vacuumed off as soon as a 
small surface has been thoroughly 
cleaned. 

* + * 


Aaa problems is that of | 


Vinyl and leather that becomes 
soiled and stained. Here again, 
a mixture of the cleaning fluid 
with one quart of water and the 
common kitchen scouring powder 
is used and wiped off with a dry 
rag. 

For these materials that become 
roughened and cracked there is a 
correction. Again use the deter- 
gent cleaner and follow with a 
washing of paint thinner. 
apply a plastic vinyl or 
dye. Some operators are even able 


to work the plastic in putty form | 
into the cracks so that they are| 


not noticeable. 
Orlon and Cotan tops are 
another problem for many 


ADVERTISEMENT 


American Markee Lends A Hand To Auto Sales 


I, Fla.—Seaview Industries’ 


commercial 


carpori—the American Markee—is 


ce to revitalize sagging sales by avto dealers. 


The American Markee is an all-cluminum canopy, especially suitable for car lot 


operation. 
units, 


the Markee is adaptable to any size business, and easy to handle. 


Its basic form is a 10 by 20 foot carport. When installed in multiple 


All 


sections are shipped ready to set up with the use of simple every-day tools. 


Design of the American Markee is shown in its simplicity, and classic in its time- 


lessness. 


Precision-engineered lines carry the eye of the admiring public straight 


fo the rows of cars beneath, creating a perfect foil to show off today's streamlined 


automobiles. 


Constructed of heavy-duty aluminum, the Markee projects the expectancy of the 


MR. AUTO DEALER... 


for BEST display... 
night or day! 


Then | 
leather | 


Fills Holes and Indents— 


dealers. These can be cleaned 
with the same solution made up 
for Nylon and Vinyl but must 
be wiped dry with a wet rag 
instead of the dry rag to prevent 
streaking. If this treatment does 
not restore the top properly, 
spray with a Nylon dye. 

Some dealers are having un- 
| usual success in cleaning and dye- 
ing floor mats in various contrast- 
ing colors. Reds, blues and greens 
}are popular. Others use the up- 
holstery cleaner mixed one to one 
| with water and with two to three 
ounces of liquid wax mixed in the 
solution. This leaves the mats with 
a velvety sheen as long as the 
color is retained in the mat. 

Door kick panels are replaced 
with pieces cut from fibre board 


| trim color. 
+ * * 

ca in the medium and rough 
4 class often present a _ sorry 
appearance from rust spots or 
holes around the headlights, on 
| the fenders and the splash aprons. 
|These can be quickly and satis- 
factorily repaired with Epoxy 





j}and painted to match the car or} 





plastic body solder. The repair is 
simple and requires no_ special 
skill; yet the results are very sat- 


| isfactory. 


The same material can be used 
to iron out indents and abrasions 
and scratches in the metal, especi- 
ally in spots where the use of 
regular body solder and its prepa- 
ration for painting would be too 
expensive. It is claimed that many 
painters are now using this 
material for customer labor re- 
finish work, 

There has been a material 
developed to clean convertible 
rear windows properly and to 
clean out the ducts of air condi- 
tioning units. 

Of course, every reconditioned 
car should have a clean and re- 
painted engine. The engine can 
be cleaned most satisfactorily by 
steam cleaning but if a steam 
cleaner is not available, the grease 
and gasoline deposits can be taken 
off with detergent cleaners. 

One simple cleaner is the com- 
monly used paint thinner but this 
material presents a fire hazard and 
most dealers do not wish to use 


ADVERTISEMENT 


theater, 
which it canopies. 


with it's enduring performance and lasting protection for the cars over 
While it lends a prosperous, getting-ahead aura to a business, 


day or night, many of its present owners add lights, finding the glitter and dazzle 


enhances even more. 


On the original biveprints, the American Markee is the off-spring (as is its com- 
panion product, the Playtime Patio) of the American carport. Representing an indus- 
trial boom in Florida, all three are highly successful tributes to the expert planning 


of the Seaview Industries engineers. 


Seaview has the best-equipped plant of its kind in the entire South. The craftsmen 
who produce the Markee have yeors of skillful workmanship behind them. Com- 


plete information will be sent on request. 
International airport Branch, Miami 48, Florida. 


Markee Corporation box 397, 


Inquiries are addressed to American 


install an all-aluminum 
carport by American Markee 


Here is a 24 hour salesman that works rain or shine to better merchandise your automobiles. 
The simplification of design enhances the lines of the cars you display, while the all-aluminum 


construction adds an air of permanence to a “‘car lot’’ operation. Attach this ad to your 
letterhead and let American Markee increase ‘“‘DEALS” for your DEALERSHIP. 


Photos courtesy of Packer Pontiac—Detroit, Flint, and Miami 


Lighting Equipment not included. 


AMERICAN MARKEE CORPORATION, a division of SeaView Industries, Inc. *» Box 397, Miami 48, Florida 


ONLY 


ai 


Even deep ragged holes and indents in fenders and other curved surfaces can be easily and cheaply repaired with the new 
plastic solder. As shown at left, the surface should be properly prepared. Then the solder is roughed on with a putty knife and 
smoothed out, heat applied, sanded and the finished job is equal to the old body solder method. 

* a * + * * 


* * 


it. There is another detergent that 
is made for this purpose. It is 
not too expensive to use and will 
cut all of the grease and grime in 
not over 10 minutes so that it 
can be washed off with water 
under hose pressure. 

* + oe 
PERATORS should be careful 
in cleaning the engine, regard- 

less of the method used, not to 
get any of the cleaner on the hood 
of the car if the under side of the 
hood has been undercoated. The 
solvents will soften the undercoat- 
ing and make it run. 

There is a material that is avail- 
able at supply houses for dry 
cleaning establishments that will 


Rust Weapon— 


Rust holes around lamps have been 
one of the problems of the used-car 
reconditioner. With plastic solder these 
holes can be quickly and permanently 
filled at low cost. All that is necessary is 
to sand the surfdée around the area, fill 
with the solder, set with a heat lamp, 
sand off for a polat base and paint. 

* 


take rust stains off edges of door 
panels, floor carpets and trunks, 
upholstery buttons, etc. 

Scratches in windshields can 
be eliminated today through a 
process known to most dealers 
which saves the cost of replacing 
these costly curved glasses when 
scratched or where they have 
been scuffed by dirty windshield 
wipers. 

Tires, of course, if well grooved, 
should be cleaned thoroughly and 
given a coating of plastic rubber 
dye over the black rubber. White 
side-walls can be easily cleaned by 
the same soap impregnated scour- 
ing pad that housewives use to 
clean their pots and pans. 

Then, too, there is a product 
available to dealers today that is 
claimed to clean and polish chrome 
and plexiglas in one simple opera- 
tion. It is also claimed to- clean, 
preserve and give a smooth finish 
to Vinyl or leather that has been 
refinished with leather Vinyl dye. 


Pesco Products Opens 


3 New Sales Offices 

BEDFORD, O. — Pesco Products 
division, Borg-Warner Corp., has 
opened offices in Los Angeles, 
Seattle and Wichita to handle sales 
of its fuel pumps, hydraulic pumps 
and other products. 

Staffing the offices will be: Los 
Angeles — R. B, Harlan jr., west- 
ern region manager; Francis C. 
Morris, senior sales engineer, and 
Harold L. Doelcher, West Coast 
service manager and sales repre- 
sentative. Seattle — R. H. Collier, 
sales engineer. Wichita a: 
McCracken, sales engineer. 











equa ffir slie + he accessory salesman’s glaze 


prefer Meguiar’s MIRROR GLAZE Beauty 


Sets for “over-the-counter” sales because they 


move fast and they create customer satisfaction. 


Folks who glaze their own cars want to be 
sure of finest results. 


They’re so sold on Mirror-Glaze they keep 
coming back and when they do, 


we sell ’em other accessories, too!”’ 


- 
PP eeccccceseee*® 


...‘supreme beauty with maximum protection” 


MIRROR BRIGHT POLISH CO. 


365 No. Foothill Blvd., Pasadena, California 


PRODUCERS OF FINE AUTOMOTIVE, FURNITURE & AIRCRAFT GLAZES SINCE 1901 





"M GLAD to know that Chrysler 

reads my column in AUTOMOTIVE 
News. Right after I told about 
Dorothy Olsen and the $25,000 
prize-winning TV contest — her 
fourth-grade class called her ’48 
Plymouth “Angel, because,” they 
said, “it brings you to school every 
day” the wires got hot and 
Dorothy was invited to see the 
place where Angel was born. 

Chrysler wired an invitation for 
her to meet Angel’s makers and 
representatives of the press and 
radio. 

“And did you?” I said. 

“Yes,” she said. “And I sup- 
pose all the things in the news- 
paper and the radio interviews 
will help the sales of the records 
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I’ve made for RCA Victor. But, 
do you know? All the men work- 
ing in the plant, when they took 
me to see it, recognized me. First 
they sort of whispered, then they 
crowded around.” 

“And nobody offered you a new 

Angel?” 

“Why, no. But you know on the 
| way out there I stopped in a restau- 
|rant in Ohio and a waitress evi- 
dently recognized me from TV. 
She said, ‘Goodness! Yesterday we 
|had Fred Waring. Now, today we 
have YOU!’ 

“Imagine Fred Waring and ME!” 

* * * 


Vacation Date 


Ty OROTHY took her _ school’s 
vacation to keep the date with 
|Chrysler and to appear in several 
| cities to be interviewed about her 
songs like “The Little White 
Duck” and “The Frog” that RCA 
| had recorded. I asked her whether 
she didn’t find it tiring to keep 
up with her itinerary and still do 
all the driving. 

“Well, I was kinda sleepy on 
my way to Chicago and that was 
the night we had that big April 
blizzard,” she said. “So I stopped 
at a lunch counter for a cup of 
coffee. I heard a truck driver 





sitting next to me say to another 
truck driver, ‘Maybe it’s not for 
everybody, but for my money, 
lll take that Dorothy Olsen, 
singing “The Little White Duck” 
. . « I don’t know, but there is 
just something about it — sorta 
refreshing ya know.’” 

“Had they recognized you?” 

“No. The waitress had, though, 
and she started to grin and he 
said—the man who thought my 
song refreshing — ‘Have I put my 
big foot in my mouth, or some- 
thing? The waitress introduced us. 

“I drove the rest of the way to 
Chicago with one big truck lead- 
ing the way and another following 


my driving got a little sleepy look- 


|into a drivein for coffee. 
| * * * 


|*It’s All Yours’ 


a nice lady in Pennsylvania 
smiled at me and said hello. 
I didn’t know her at all. Then she 
came over and said, ‘Oh, I’m so 


ry” 
“How does it feel to be famous?” 

iI said. 

“Why, 


wonderful, of course. 





behind—every once in a while when 


ing they would signal me to pull | 


sorry. I thought I knew you. Now| 
I realize I had just seen you on| 





roy 


“Now let’s see, what does the 
magazine article say to do next 
when dealing for a new car?” 


And do you know what? One time 
I was going to be late for an 
appointment and decided to take 
a cab. A man arrived at the 
cab about the same time I did. 


if you’re particular about your service 


2 





SELL WOLF’S HEA 


Selling nationally-advertised WoLrF’s HEap Oil is an important part of your 
service to your customers. 
Car owners who insist on the best know that Wo.F’s HEap is the “finest of 
the fine’—100% Pure Pennsylvania—the superior refinement of nature’s 
richest, finest crude oil. They appreciate the exceptional qualities of 
Wotr’s HEap Oil—scientifically fortified to clean as it lubricates. So much 
richer and tougher that it provides their modern motors with the extra “‘all 
around” protection they need. 
Sell the best mile-after-mile protection money can buy. Sell WoLFr’s HEAD 
Oil. It’s Superior Premium Quality in every respect. 


100% PURE PENNSYLVANIA 
* Longer Lasting 

* Superior Protection 

* Keeps Engines Clean 

* Keeps Power High 


WOLF’S HEAD MOTOR OIL AND LUBES 


100% Pure Pennsylvania—Scientifically Fortified et Member, Penna. Grade Crude Oil Association 


Preel 


“GUIDE TO THE WEATHER” 
Folder. Tells how to forecast 
the weather. Write for your 


copy today. 


WOLF'S HEAD OIL REFINING CO., Inc. 
OIL CITY, PA. 
New York Office: Glendale 27, N. Y. 





| it seemed to be a highpoint. 


He was very polite. ‘It’s all yours, 

he said — ‘Why, I know you: 

Aren’t you Dorothy Olsen of “The 

Little White Duck?”’ 

“And do you know who THAT 
was? It was Bud Collier!” 


suppose I didn’t fully appreciate 
what that meant to Dorothy, but 
‘Are 
you going to keep on making rcc- 
ords?” I asked. “How about accom. 
panying yourself on your auto- 
harp?” 

“I don’t know. I was certainly 
surprised at all the people who 
seemed to know me and like me— 
my songs that is. But I’ve been 
|told I need a publicity man and 
| that would cost $200 a week. Which 
I haven't got.” 

“And RCA. What do they say?” 

“Oh, they’ve got Elvis Presley!” 
| P. S. I'm glad to see that the 
|“Knights of the Road” are still 
| holding high their well-earned rep- 
| utation for gallantry. And it is not 
surprising that “The Little White 
| Duck” appeals to rugged individ- 
|uals who drive trucks more than 
| the antics of a young man with a 
guitar while he shouts “I huh-huh- 
aluava-youah.” 

Also I'll bet there are a lot of 
|nice ladies in Pennsylvania, a lot 
|more waitresses in Ohio, a bunch 
lof children . AND adults — 
who like Ding Dong School 
Dorothy tells me she had the honor 
of appearing on that program more 
than once some guys like Bud 
|Collier, a lot more automotive 
|workers that will agree with me 
that let those who like Elvis have 
Elvis, but let’s have our Dorothys 
too. 





Denver Managers 


Plan to Organize 


DENVER. More than 100 
parts and service managers of 
Denver new-car dealers have 
gathered to hear a talk by Jack 
Williams, of Los Angeles, automo- 
tive parts man. 

In addition to the department 
managers, representatives of in- 
dependent auto repair and body 
| Shops and wholesale distributors 
attended the meeting. The mana- 
gers and industry representatives 
are in the process of organizing 
an association which would be 
affiliated with the metropolitan 
Denver Automobile Dealers Assn. 


Warehouse Group 
Admits Nine 
New Members 


KANSAS CITY.—Nine new mem- 
bers have been admitted to the 
Automotive Warehouse Distributors 
Assn. 


Six are distributor members and 
three are affiliate members. 

The distributor members are 
Eastern Tool Warehouse Co., New 
| York; Klayer Automotive, Cincin- 
nati; Motor City Automotive, Inc., 
| Detroit; William & Harvey Row- 
land, Inc., Philadelphia; Southwest 
Automotive Warehouse, Inc., Lub- 
| bock, Tex., and Sulco Sales Corp., 
| New York. 


Manufacturers elected to affiliate 
membership are Badger Mfg. Co., 
Marinette, Wis.; Dayton Rubber 
Co., Dayton, O., and Ideal Corp., 
Brooklyn, N. Y. 

A. P. Walter, of Gabriel Distrib- 
uting Co., Chicago, and president 
of AWDA, has announced that the 
general membership meeting and 
annual conference will be held Dec. 
9 in Chicago. 


Dodge Dealers to Offer 


Service Credit Cards 


DETROIT. — Credit cards, to 
be issued by its dealers to parts 
and service customers, have been 
made available by Dodge because 
of the numerous requests for such 
a service from dealers all over the 
country. 

According to R. L. Shugg jr. 
Dodge sales promotion manager, 
use of the credit cards, imprinted 
with the dealer’s name, should 
add prestige to the service opera- 
tion. More important, it should 
encourage customers to take more 
of their parts and service business 
to their local Dodge dealerships, 
he said. 
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How They're Pushing Sales... 





Dealer Ad Ideas 


Cutting the Feed Bill 
ges steers at a watering tank 
called attention to an ad placed 
py Buddy Hill, St. Petersburg, Fla. 
Captioned “Move This Stock,” 
the ad explained: “Just like a cow 
in the corn, a car on the lot eats 


up profit. This stock is priced to 
clear the lot.” 
A series of one-column boxes 


listed the make, equipment, price, 
downpayment and monthly pay- 
ment of 14 cars. 

* t * 


Bank Woos Customers 

HE First Wisconsin Bank, Mil- 

waukee, used a two-color news- 
paper advertisement to list 65 new 
and used-car dealers where its 
‘Time-Credit” financing was avail- 
able. 

“The selected automobile 
dealers listed below,” the ad 
copy said, “are authorized to 
arrange First Wisconsin bank 
financing for you .. . right in 
their own showrooms.” 

The ad also reminded the public 
to look for the “familiar Time- 
Credit sign.” The copy added: “If 
your dealer does not offer First 
Wisconsin terms, arrange your 
own financing at any convenient 
First Wisconsin office.” 

* * * 


Steering the Customers 


ITY Chevrolet Oldsmobile, Ltd., 

Hamilton, Ont., promoted service 
business with a newspaper ad fea- 
turing the theme: “It costs less than 
you think for safe steering.” 

The ad used a cartoon showing 
a car driving all over the road be- 
cause of a defective steering mech- 
anism. 

Said ad copy: “Don't take 
chances where safety is con- 
cerned. To have your car in com- 
plete control at all times, its 
steering must function perfectly. 
Shimmy, front-wheel wobble, dif- 
ficult cornering and excessive tire 
wear—all are dangerous symp- 
toms of faulty steering. 

“If you notice any of these in 
your car, don’t delay. Drive in to 
City Chevrolet tomorrow and have 
our service experts give your steer- 
ing a complete check. You can de- 
pend on getting fast, efficient serv- 
ice. And the repairs that you may 
need will cost less than you think 
at City Chevrolet.” 

* 


* * 

Chicken Lays No Egg 
HEVROLET'S Southern Cali- 
4Aornia zone is using a slyly 

humorous radio campaign on a 

basis of 800 spots per month. 

The off-beat approach was ap- 
proved by LFD Chevrolet Associ- 
ates, the zone dealer group which 
sponsors the spots. 

Here is a portion of the script 
for a typical one-minute ad: 

ANNOUNCER: . . and here is 
today’s special guest, Mr. Arbuth- 
not Tromp, the inventor of... the 
inventor of... 

Tromp: The chicken. I invented 
the chicken—’course I got em all 
over the world now. 

ANNouNcER: But that first chick- 
en. Must have been something 
special! 

Tromp: Oh, yeah. I was very fond 
of that particular chicken. 

ANNoUNCcER: Did you have a 
name for it I mean, being 
your first’? 

Tromp: Oh, sure. Chevrolet. 

Announcer: (SLIGHT BEAT) 
But why Chevrolet? 

Trompe: Hmm? 

ANNOUNCER: Why Chevrolet? 

Trompe: Why not? 

ANNoUuNCcER: Yeah, I never 
thought of it that way ... (AT- 
TACK) But you must have had a 
reason! 

Tromp: Look! 
chicken—right? 

ANNoUNCER: Right! 

Tromp: Chevrolet is first in sales 
—right? 

ANNOUNCER: 
Right! 

Seconp ANNOUNCER: 
first in sales, etc... 

The straight “pitch” then develops 
on Chevrolet tradein allowances, 
power, styling and other features. 

” * 


Buy ’Em by the Pound 


UTOMOBILES were offered 
“by the pound” in a used-car 


It was my first 


(ACCEPTS IT) 


Chevrolet is 


promotion staged by Kenmore 
Motors (Ford), Kenmore, N. Y. 
Prices ranged from 2% cents a 
pound for a 1948 Chevrolet to 71 
cents a pound for a 1955 Ford. 

A newspaper advertisement 
featured a sketch of a butcher 
weighing a miniature automobile. 
It was captioned: “Weigh these 
values. Kenmore Motors sells 
them by the pound. Bring your 


scale. Come prepared to buy.” 
+ x + 


Pontiac Jamboree 


EADOWS Pontiac Co., Port- 
land, Ore., enlisted the serv- 
ices of Jimmy Wakely and his 
| Jamboree Stars and staged a two- 
|day show and car auction at its 
|}east-side showrooms during the 


Portland Rose Festival. 
* + * 





|Knees in the Breeze 
| FORDAN Motors, Inc. 





| Sport Shirts and Shorts Days by 


having its entire sales force at- 
tired in these. 


The announcement declared, 
“Deals so hot our salesmen will be 
dressed in sport shirts and shorts 
so they'll be able to take it!” 


Below this was a five-column 
picture of the 20 salesmen clad in 


sport shirts and shorts. 
+ * * 


A Sunday Thank You 


. 31 Springfield (Ill.) new and 
used-car dealers who adopted a 
Sunday-closing rule found that the 
practice evoked much _ favorable 
comment. 

They placed an eight-column-by- 
10-inch newspaper ad to say: 
“Thank you, Springfield, for accept- 
ing our Sunday closing so gra- 
ciously. The many nice letters and 
personal comments we have re- 
ceived clearly indicate that the citi- 
zens of Springfield are in full ac- 
cord with our decision. 

“We appreciate the fact that you} 
are taking time during the week to 
discuss your transportation needs 
with us—and we assure you of con- 





Plymouth) 609 E. Jefferson, | the very best cars at fair prices.” 


| Mishawaka, Ind., cooperated with | 
the local community promotion of | 








TEP into a 


BIG, PROFITAB 


A SERVICE MARK 


It’s easy to step into a profitable Service Market when you are 
equipped with a HOLMES Heavy Duty Wrecker. Today, 
there is an increasing demand for Wrecker Service, and any 
operator in a position to handle all types of jobs including big 
trucks and buses can easily bring in a substantial amount of 
shop work. Being able to render Fast and Efficient Wrecker 
Service permits a shop to go miles out on the highway and get 
business it normally would NOT be able to obtain. Handling 
of “road calls” assures a continuous flow of work with Big 


Profits from Towing, Repairs, and Wreck Rebuilding. 


HOLMES 650 WRECKER 


Use of a HOLMES Heavy Duty Wrecker enables a shop to 
handle most pick-up or recovery jobs—even large Trucks and 
Buses. The 650 Model has power and capacity for Big, Heavy 
jobs, yet is fast and flexible for light cars and trucks. It has 
double swinging booms, each with 10 Ton capacity, out- 
board legs, dual controls and many other features to assure 
satisfactory and profitable use. 


Holmes 650 Wrecker or write factory today for details. 


ERNEST HOLMES CO., Chattanooga 7, Tenn. 


HOLMES 650 MODEL 


ET 


See your jobber about a 


STUDEBAKER | 


SCHERMAN SCHAUS FREEMAN CO.  sourn senp 





Studebaker Billboard Campaign for July— 


Something different in automotive outdoor billboards is Studebaker's national 


(Dodge- tinuing our policy of offering you Posting for July. The brief, easy-to-read copy refers to the Golden Hawk's engine 


rating. According to William A. Keller, Studebaker general sales manager, the 


: - | national billboard program is s : i 
ere stun Seneeb Wemeee sk ADEE prog is set up so that dealers’ names are inserted locally by 


MOTIVE NEWS every week! 


contact with the posting agency. 








SELLS SHOP SERVICES — Unlike other equipment a Mod- 
ern Wrecker more than justifies itself in Advertising value. 
It’s Big, Impressive and works as a traveling billboard. 





is the First 
Without a modern 
Wrecker, no shop can expect to get the ‘Rood Calls” or 
the job of servicing these customers. 


PERMITS 100% SERVICE — Road Service 
step toward 100% Shop Service. 




















VALUABLE BUSINESS ASSET — Owners of 
wrecked or disabled vehicles are the 
BEST of prospects . . . for all types 
of Shop Service or new cars. 
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RATTLE LOCATOR—A quick and simple 
method of locating rattles and noises in 
an aviomobile is said to be used in the 
Rati-Chek produced by Breeze Corp., Inc., 
700 Liberty Ave., Union, N. J. Employ- 
ing a principle of magnifying mechani- 
cal vibration, the equipment consists of a 
vibrator unit, a frequency control unit 
and a clamp that attaches to front or rear 
bumper. The instrument sets up vibrations 
in the car and, os the frequency increases, 
the rattle or noise is magnified so that its 


exact location is found, it is claimed. 
+ * - 


AIR CONDITIONING UNITS — Lo-Merc 
Corp. 2402 Houston Ave., Houston, Tex., 
has introduced two accessories for its 
line of automotive air conditioners. One 
accessory is a pushbutton control system 
that is said to turn the conditioner on or 
off, gives manual control, engages elec- 
tric clutch and regulates fan speed. The 
control panel mounts under the dash 
near the driver. Llo-Merc also announced 
a drier and receiver assembly that is 
said to prevent powdered silica gel from 
escaping and clogging valve. 

* 


* * 





AUTO WAX—The girl with the gold 
package introduces Vista, an automobile 
wax developed by Simoniz, 2100 Indiana 
Ave., Chicago 16, Ill. The product is said 
to clean and wax in one operation, yet 
gives paste wax lustre and durability that 
lasts up to six months. It is neither a hard 
paste nor a liquid. According to Simoniz, 
a turbo-whipped mixing process whips 
tough wax into fine particles that form 
a soft, pliable consistency unlike any 
auto wax on the market. 

+ oe 


Door Repair Panels Available 


For Buicks and Oldsmobiles 


A series of E-Zee-On door repair 
panels for Buick and Oldsmobile 
convertible and hardtop models has 
been introduced by Graver Indus- 
tries, Inc., P..O. Box 4027, Cleve- 
land 23, O. 
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NEW PRODUCTS 


convertible, two and four-door hard- 
top Buick Specials and Centuries 
made in 1954, 1955 and 1956, and for 
all Oldsmobile hardtops and con- 
vertibles im the Deluxe, Super and 
Holiday groups for the same model 
years. 





BOLT WRENCH — A distributor bolt 
wrench that is said to service all 1955-56 
Chrysler-built V-8s has been introduced 
by Herbrand Tools, Fremont, O. It is the 
firm's latest addition to a matched set, 
and can be used with any %-inch drive 
handie or rachet. Known as Herbrand 
No. 2377, the wrench, of drop forged 
steel, is said to clear the engine compart- 
ment obstruction. 





MAT SWITCHES—The Recora Co., Inc., 
6100 S. Archer Rd., Summit, Ill., an- 
nounces c line of molded Switchmat units 
as companion to its standard laminated 
units. The units are molded directly to a 
heavy sheet of steel, and can be actuated 
by cars, buses, trucks, as well as pedes- 
trians, it is claimed. The molded switches 
can be constructed as thin as Y-inch, 
and in sizes ranging from Y2-square-inch 
to 14 square feet. Top is molded of 
durable plastisol, which is said to be 
resistant to oils, greases and most com- 
mon chemicals. 








ROCKER PANELS—The line of Schofield 
Snap-On rocker panels has been ex- 
panded by the addition of several panels 
for late-model cars. Designed to snap 
into place over the old panel, the Snap- 
Ons are available for Chevrolet, Ford, 
Plymouth, Pontiac, Oldsmobile and Kaiser 
models. With the exception of the Kaiser, 
all of these rocker panels have been de- 
signed for interchangeable application 
on either two or four-door models, it is 
claimed. Schofield Mfg. Co., 1140 €E. 


The panels are available for all! 222nd St., Cleveland 17, O. 





EXHAUST UNIT — An improved under- 
floor exhaust unit with a three-inch hose 
for servicing single or twin exhaust cars 
has been developed by Car-Mon Products 
Co., 4552 N. Broadway, Chicago 40, Ill. 
An outstanding feature of the three-inch 
ventilating system is said to be a two- 
door floor plate which provides full 
ventilation safety, whether one or both 
outlets are being used. Made of non- 
crushable ‘‘Nu-Flex"’ neoprene, the extra- 
wide hose is said to withstand tempera- 
ture extremes from O to 300 degrees 
Fahrenheit, and resist the corroding 
effects of fumes, moisture and heat. 
| , * ® 











SCREWDRIVERS—Fashioned from metal 


tubing supplied by Superior Tube Co., 
Norristown, Pa., the Hunter Magic-Tip 
“| screwdriver, developed by Hunter Tool 


Co., los Angeles, Colif., has a hollow 
blade which houses a secondary rotating 
blade. The tip of the secondary blade 
lis located in a cutout of the primary 
blade (as shown above left). Pushing the 
screwdriver handle turns the second blade | 
(as shown above right) to wedge it 
| tightly against edges of the screw slot. 
Typical screwdrivers are shown below. 








PARTS CLEANING MACHINE—Designed 
for industrial aplications, the L & R 
Monarch all-parts cleaning machine is 
28% by 25 by 55 inches high, weighs 
200 pounds, and is said to be ideally 
suited for incorporation into production 
and maintenance departments, as well 
as industrial repair stations. Basket size 
on the machine is 8 inches in diameter 
by 4% inches deep. Cubic volume 
capacity is 225 inches. L & R Mfg. Co., 
577 Elm St., Arlington, N. J. 
ee -s 


Delco-Remy Develops 


Musical Klaxon Horn 


Latest development in the Klaxon 
horn line, manufactured by the) 
Delco-Remy division: of General 
Motors Corp., Anderson,. Ind., is a 
streamlined version of the familiar 


“sea-shell” type horn. 


| horizontal, 





Now in production, the horn is} 


being used on both cars and trucks. 
The new Klaxon is tuned to the 
musical notes E-flat, G, and B-flat, 
for mounting either in matched 
pairs, or blended three-tone com- 
binations. Delco-Remy also supplies 
it in additional tones for special 
applications. 





CAP, CUP ASSEMBLY—The Sharpe 
siphon cup is said to be an improved 
design of the old model cap and cup 
assembly which embodied spring tension 
lever-type cup assembly. The Sharpe cup, 
designed to fit all paint spray guns with 
a standard %-inch iron pipe fivid inlet, 
features a manual tension -contro! for 
better gasket fit and longer gasket life, 


it is claimed. The feature is said to 
eliminate adjustment problems. Sharpe 
Mfg. Co. 1224 Wall St., Los Angeles, 
Calif. 


* * + 


HOIST—The Thern %-ton lever hoist, 
using only Y arc movement for opera- 
tion, is said to be designed for angular, 
or vertical lifting. A special 
type ratchet with two ratchet levers in 
constant contact with the ratchet wheel, is 
said to keep the wheel under control at all 
times and gives positive assurance against 


| slipping. Standard chain length is 64 


inches. Thern Machine Co., Winona, Minn. 





HANDLE HOLDER —The self-adjusting 
Ram Handle-Holder is said to hold all 
handle-sizes, from the smallest screw- 
driver to the largest broom. Designed for 
easy hooking onto pegboards or at- 
taching to walls, the holder is constructed 
of heavy, cadmium-plated steel and rub- 
ber cam. Ram holders require no hard 
pushing or pulling and are non-slipping, 
it is claimed. Central Rubber Products Co., 
Inc., Dept. AN, 821 -Broadway, New York 
3, N. Y. 
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FILTER CARTRIDGE—Replaceable filter 
cartridges, designed for full flow engine 
lubricating and fuel oil applications, and 
other applications where extremely high 
flow rates cre desired, have been 
marketed by Briggs Filtration Co., River 
Rd., Washington 16, D. C. They are being 
marketed in sizes to fit almost any 
commonly used industrial or automotive 
filter case, it is claimed. 





TRANSMISSION ADAPTER—A universal 
transmission adapter as an accessory for 
its 2-ton Twin-Lift jack has been introduced 
by Milwaukee Hydraulic Products Corp., 
800 S. 108th St., Milwaukee 14, Wis. 
Designated No. 1630, the accessory weighs 
27 pounds and instantly converts the 
model 15 into a transmission jack, it is 
claimed. Said to handle all standard and 
automatic transmissions, the unit features 
a forward tilt of 90 degrees, a maximum 
rear tilt of 20 degrees, a maximum right 


and left tilt of 15 degrees and 360 
degrees rotation. 
* * * 





AIR GUN—A sofety air gun, used for 
blowing dust or chips from work in 
progress, has been announced by the Hy- 
draulic Mfg. Co., Kiel, Wis: The gun, 
called Guardair, is designed to protect 
the operator from flying chips of metal, 
dust and other debris, which are blown 
from the area to be cleaned by the 
central air jet from the gun's nozzle. A 
second coned-shape jet of air, blown from 
the gun simultaneously with the central 
cleaning jet, is said to provide a protec- 
tive shield or umbrella of high pressure 
air which prevents debris from flying up- 
ward. The gun may be used in any appli- 
cation where air pressure is now used 
for blowing work clean. 
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This ‘Jeep’ can increase your 1996 net profit! 


To many dealers the Universal ‘Jeep’ meant the difference 
between net profit and net loss in 1955 


Here are profit reasons why 712 new dealers 
joined the Willys team in 1955: 

1. Increased net profit opportunity. 

2. Actual deals show that, after final washout, sales of ‘Jeep’ 


family vehicles resulted in much larger retained gross profits 
than sales of passenger cars. 

3. Net profits further increased because overhead in facilities and 
Sales and Service Departments was spread over two lines. 





Add the ‘Jeep’ franchise to your present line. Like the 712 business- 
men above—and many others who are profitably selling ‘Jeep’ vehicles— you can 
increase your 1956 net profits because ‘Jeep’ vehicles: 


¢ Can be sold from your same physical facilities, without— overlap of products 
— weakening of position with present owners — or additional management 
personnel. 


e Can be handled with only a small additional investment, and practically no 
increase in operating overhead. 


e Are retailed without wheeling or dealing, resulting in larger retained gross 
profits. 


e Present no used car problem—nearly 50% of all ‘Jeep’ vehicle sales are “clean 
deals” —and used ‘Jeep’ resale value is far greater than that of most vehicles. 


e Offer additional profit opportunities from the sale of special equipment which 
broadens the applications of ‘Jeep’ vehicles. 


The yeep family of 4-Wheel-Drive vehicles 





‘Jeep’ Truck 


‘Jeep’ Station Wagon 


Universal ‘Jeep’ 


You can get into this profit picture. The success of most dealers who 
dualed their existing operation with the ‘Jeep’ franchise in 1955 was so great 
that it would be worth while for you to consider adding ‘Jeep’ vehicles to your 
present line. As Willys dealer points are established only on a market potential 
basis, the number of open points is limited, but each offers a substantial future 
to the right man. 


Here is all you do. Get the detailed facts and see what they can mean to you 
—facts about gross profit comparisons after the washout, facts about spreading 
your investment over a wider base— giving up nothing, but adding profits. If 
you're serious about increasing your 1956 net, fill out and mail the coupon 
below. There’s no obligation! Do it today. 






WILLYS... 
the company 
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Dealer Development Department 112 
Willys Motors, Inc., Toledo 1, Ohio 


Without obligation, please have a representative call and give me 
information about the ‘Jeep’ family franchise. 
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February and 62 in January.— 
(George E. Toles.) 
+ 





Syracuse, N.Y. 


Sales of new cars and trucks in 
the Syracuse (N. Y.) area for the 
first five months of 1956 continued 
to exceed the record sales of a year 
ago. This is an exception to the 
national summary, showing sales 
down. 

Stuart C. Ballard, executive direc- 
tor of the Automobile Dealers Assn. 
of Syracuse, reported 7,071 new cars 
listed on the record of the Motor 
Vehicle Bureau from Dec. 31, 1955, 
to June 1, 1956. 

The mger car total is 209 
higher than for the like period a 
year ago. It was then 6,362. 

Truck sales these five months in 
1956 have totalled 539, which is 94 
higher than a year ago, or a rise of 
18 percent. The passenger rate in- 
crease is approximately 3 percent. 

By months, car sales have run: 
January, 605; February, 1,085; 
March, 1,596; April, 1,880; May, 1,- 
733. New-truck sales were 154 in 






















Cincinnati 


Total automotive sales in Hamil- 
ton County (Cincinnati), O., during 
the first six months of 1956 were 14 
percent below the comparable 1955 
period, according to the Cincinnati 
branch of the Federal Reserve 
Bank. 

The sale of new and used cars 
declined 19 percent and 11 percent, 
respectively, while new and used 
trucks decreased -3 percent and 6 
percent. 

In the first six months a total 
of 19,405 new cars were retailed, 
compared with 23,962 in 1955. A 
total of 26,336 used cars changed 
hands in the six-month period, as 
against 29,640 in the first six 
months of 1955. 

During the period, a total of 1,837 
new trucks were sold, compared 
with 1,890 a year ago. Used truck 




































Your business depends on keeping both new and 
used cars moving. Why let “‘easy terms” coax your 
natural used car prospects out into the mew car time- 
buying traffic? 









Their wallets may not have the horsepower to 
keep up with larger payments comfortably, month 
after month. Then they will buy somewhere else next 
time... when you would have satisfied them this time 
with real used car values and convenient terms! 










You can fit credit comfortably to all prospects’ 
real needs, when you use the flexible GMAC Thrift- 
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Sales Conditions in Various Areas... 


Auto Market Reports 





March and April, 119 in May, 50 in| sales totalled 1,310 in the 1956 pe-| talled 293, compared with 350 in the 







1,718 in the 1955 half. 


By make, June truck registrations 
were: Chevrolet, 82; International, 
79; Ford, 58; GMC, 20; White, 14; 
Dodge, 10; Reo, 10; Willys, 5; Divco, 
4; Studebaker, 4; Volkswagen, 2, 
and miscellaneous, 5—(C. L. Kern.) 


Cleveland 

The full impact of the steel strike 
on the automotive market in Cleve- 
land, a bustling steel area, is ex- 
pected to be severe if the strike 
lasts for any lengthy period. 

In the final week of June, new- 
car sales soared over the 2,000 mark 
for the first time in three months, 
with total new-unit sales being 
2,083. However, the monthly report 
for June was 7,351, down 1,600 com- 
pared with June of 1955. 

Used-car sales were 2,001, down 
300 for the week compared to a 
year ago, and June’s total of 
8,399 was 1,600 under the year-ago 
month. 

Only new commercial vehicles 
showed a hike, with June’s total of 
3.340 being 500 over the June, 1955, 
figure. 

Reflecting concern for the auto- 
motive market was Irv Rubin of 
Universal Motors, whose monthly 
turnover in used cars for June, led 







riod. A year ago the sale of used 

trucks amounted to 1,399 units.— 

(Frank Kappel.) 
+ 





* * 





Indianapolis 

June new-car registrations in 
Marion County (Indianapolis) total- 
led 2,563, compared with 4,660 in the 
same month last year. 

For the first half, new-car regis- 
trations in the county amounted to 
14,749, compared with 22,041 in the 
first six months of 1955. 

By make, new-car registrations 
in June were: Ford, 618; Chevro- 
let, 534; Buick, 249; Oldsmobile, 
215; Pontiac, 179; Plymouth, 175; 
Mercury, 121; Dodge, 93; Cadillac, 
86; DeSoto, 74; Chrysler, 59; Nash, 
34; Studebaker, 31; Volkswagen, 
21; Hudson, 19; Jaguar, 14; Lin- 
coln, 13; Packard, 8; Triumph, 7; 
Imperial, 5; Mercedes, 2; Porsche, 
2; Alfa Romeo, 1; MG, 1; Morris, 
1, and Morgan, 1. 

June new-truck registrations to- 



























Selling used cars or new cars... 





KEEP EACH TIME BUYER IN HIS 
RIGHT CREDIT “LANE”! 


Guard Plan. Your customers gain extra protection 
in reaching ownership. You gain: (1) Control of the 
whole transaction. (2) Gross from time contracts. 
(3) Extra business from satisfied customers. (4) 
Repeat sales from GMAC service. And your time 
sales gain constant advertising support, from this 
Plan that plans for yeu! 


GMAC 


THE GMAC 
THRIFT-GUARD PLAN 
o_o, cane tills to 
; eneral Motors Dealers 
TIME PAYMENT CHEVROLET » PONTIAC 
ee LL A N OLDSMOBILE + BUICK 
Shes CADILLAC 





GENERAL MOTORS ACCEPTANCE CORPORATION 







year-ago month, First-half regis- 
trations were 1,431, compared with 








— 


the area’s total again. Rubin indi- 
cated a strike of any major length 
would become a serious threat. He 
said he feared that repossess'ong 
would further complicate the mar. 
ket. He noted, too, that there is a 
shortage of good, clean used ca:s.— 
(Sanford Markey.) 


Sioux City, Ia. 


Registrations of new cars in 
Woodbury County (Sioux City), Ia, 
during June totalled 289, compared 
with 301 in May. 

New-truck registrations, mean- 
while, amounted to 40, compared 
with 39 in the previous month. 

New-car registrations by make 
were: Chevrolet, 82; Ford, 68; 
Buick, 30; Plymouth, 24; Pontiac, 
21; Oldsmobile, 17; Dodge, 15; 
Mercury, 7; Nash, 6; Cadillac, 5; 
Chrysler, 4; Studebaker, 4; De- 
Soto, 3; Hudson, 2, and Lincoin, 
1 

By makes, the count for trucks 
was: Chevrolet, 18; Ford, 8; Inter- 
national, 7; Dodge, 3; GMC, 2; 


White, 1, and Kenworth, 1. 
* + oa 


Milwaukee 


New-car registrations in Milwau- 
kee County totalled 4,357 in May, a 
record for the month. They were 
approximately 1 percent ahead of 
the 4,305 registered in April, which 
was in turn a record for that month. 

Registrations of 17,798 for the 
first five months were second only 
to the 18,287 counted in the same 

period of 1955. 

May registrations by make were: 
Chevrolet, 1,022; Ford, 886; Buick, 
535; Oldsmobile, 368; Plymouth, 
265; Pontiac, 234; Dodge, 210; Nash, 
177; Mercury, 167; Cadillac, 101; 
Hudson, 99; DeSoto, 92; Chrysler, 
64; Packard, 43; Studebaker, 41; 
Lincoln, 34; Willys, 3, and miscel- 
laneous, 16.—(John E, Hubel.) 


Louisville 


Although new-car registrations 
in Louisville totalled 1,682 in June 
— an increase of 3 percent over 
May’s 1,632, dealers considered the 
month disappointing. 

The six-month total was 11,257, 
compared with 12,223 in the first 
half of last year and 9,623 in the 
same period of 1954. 

Chevrolet continued its lead 
over Ford during June, 575 to 
476. Oldsmobile was third with 

145 and Buick fourth with 134. 
Other registrations were: Mer- 

cury, 84; Plymouth, 78; Pontiac, 
67; Chrysler, 20; DeSoto, 16; Pack- 
ard, 16; Cadillac, 14; Dodge, 13; 
Studebaker, 12; Nash, 8; Lincoln, 
7; Hudson, 6; Volkswagen, 5; MG, 
2; Willys, 2; Messerschmitt, 1, and 
Porsche, 1. 

In new trucks, June registrations 
amounted to 195, down 5 percent 
from the May total of 205. In the 
first half, new-truck registrations 
were 1,255, compared with 1,242 in 
the first six months of 1955.— 
(A. W. Williams.) 


* * 


~*~ 
Boise, Id. 

Some 257 new cars were regis- 
tered in Ada County (Boise), Id., 
during June, a decline of 19 per- 
cent from the May total of 316. 

New trucks, meanwhile, dipped 
28 percent — from 105 in May to 
76 in June. 

June new-car registrations 
were: Chevrolet, 55; Ford, 50; 
Buick, 21; Oldsmobile, 21; Plym- 
outh, 17; Nash, 15; Pontiac, 15; 
Dodge, 12; Hudson, 11; Mercury, 
7; Cadillac, 5; DeSoto, 5; Stude- 
baker, 5; Chrysler, 4; Packard, 
2; Imperial, 1; Lincoln, 1, and 
miscellaneous, 10. 

Truck registrations were: Ford, 
34; Chevrolet, 12; International, 
11; Mack, 4; Studebaker, 3; White, 
2; Willys, 2; Diamond T, 1; Dodge, 
1; GMC, 1, and miscellaneous, 5. 


Chrysler Corp. 


Promotes Moran 


DETROIT.—John D. Moran has 
been appointed director of organiza- 
tion for Chrysler Corp., it was an- 
nounced by Nicholas Kelley jr., or- 
ganization vice-president. 

Moran formerly was manufactur- 
ing director of Chrysler’s defense 
operations division. He also has 
served as staff assistant with the 
organization department. 

In his new post, Moran, 45, will 
be a member of Chrysler’s forward 
planning committtee. He has been 
with the corporation more than 25 
years. 
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Affecting Factories and Dealers... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

A lie-detector machine proved) 
that a Dallas television announcer | 
spoke the truth when he described | 
the merits of a sponsor’s product— 
the Frigiking automobile air con- 
ditioner. 

The test, believed to have been 
the first of its kind, found Vet- 
eran Telecaster George Milner 
speaking for 120 seconds on Frigi- 
king—manufactured by Frigikar 
Corp. of Dallas. Milner’s remarks 
were based upon actual experi- | 
ence with the product, which he 
had tested the day prior to the 
telecast. 

Production of the unique adver-| 
tising approach was devised by| 
McCarty Co. of Texas, Dallas office | 
of a national advertising and public 
relations firm. McCarty also con- 
ducts the advertising of Frigikar’s 
truck air conditioner, Frigikab, and| 
the auto air conditioner, Frigikar. 

In order to lend complete au- 
thenticity to the program, Andrew} 
Smith, vice-president of the Smith 
Detective Agency, of Dallas, and 
chief of its lie-detector division was 
present to interpret the polygraph’s 
(lie-detector) reactions to Milner’s 
statements about the automobile air 
conditioner. 

As Milner spoke, television cam- 
eras zoomed in on the polygraph 
needles, giving an estimated 158,000 
viewers a chance to see the lie- 
detector readings simultaneously 
with Milner’s comments. 

“The lie-detector showed that Mil- 
ner spoke the absolute truth about 
the Frigiking automobile air con- 
ditioner, even the descriptive adjec- 
tives,” Smith said after interpreting 
the symmetrical lines made by the 
polygraph needles. 

Russ Jurgens, vice-president of | 
McCarty’s Dallas office, said the | 
program quite possibly could es- | 
tablish a new approach in TV 
commercial advertising. 

“Although it is very unlikely that 
all television commercials will be 
monitored by a lie-detector, it is 
possible that the Dallas show will 
start a trend,” Jurgens added. 


* * * 





Petersen Names Rep 

Robert E. Peterson, presi- 
dent of Petersen Publishing Co., 
has announced that the firm of 
Rogers & Cowan has been re- 
tained to handle public relations 
for his group of magazines. 

Petersen’s company currently 
publishes Motor Trend, Hot Rod, | 
Motor Life, Rod & Custom, and 
Car Craft magazines. 

* * * 


‘Drive More’ Campaign Back 


For the second consecutive year, | 
Ethyl Corp. is promoting “Drive| 
More,” a market expansion program | 
for the oil and automotive indus-| 
tries. 

The program is based on the dual 
appeal of lower operating costs 
from higher mileage and the com-| 
fort and convenience found in to- 
day’s automobile. 

A small army of advertising and 
publicity techniques has been mar- 
shalled to make “Drive More” one 
of the best known national promo- 
tions in years, officials said. 

~ cd *” 


POPAI Project Completed 


A four-year research project re- 
sulting in the compilation of the 
names of 10,000 buyers and speci- 
fiers of point-of-purchase has been 
announced by Norton B. Jackson, 
executive director, Point - of - Pur- 
chase Advertising Institute, New 
York. 


Jackson said the list has been 
carefully selected to include the key 
men who have authority in the pur- 
chasing of displays for leading na- 
tional advertisers and for advertis- 
ing agencies. These names were 
taken primarily from the attend- 
ance list of POPAI’s annual Sym- 
posium and Exhibit, which attracts 
Some 15,000 people, including most 
of the top point-of-purchase buyers 
in the country. 

The 10,000-name list is on plates 
and is available to POPAI members 





| for $100 for each mailing. Members| 
|furnish their own envelopes and | 
the work is done at POPAI head-| 


quarters, 11 W. 42nd St., New York. 


* * * 


Southbridge Picks DuFine 
Southbridge Plastics division of 

Golding Bros. Co., makers of Vina- 

lon plastic seat cover material and 


| other plastic film and sheeting, has | 


appointed DuFine & Co., Inc., New 
York, to handle its new consumer- 
trade advertising campaign. 

The campaign will promote the 





the “Jerry Howard Show” over 
| Boston Radio Station WEEI for 
26 weeks. 


The automotive firm is spon- 

soring the 12 midnight to 1 a.m. 

| portion of the show, Monday 
through Saturday. 


* x * 


OAI Issues New Booklet 


A booklet on the outdoor ad- 
| vertising medium has been pub- 
| lished by Outdoor Advertising, 
| Inc., 60 E. Forty-second St., New 
York. 

Called “See-Power Is Sales 
Power,” the booklet gives a de- 
scription of industry organiza- 
tions, the main forms of the 
medium, its characteristics, how 
it is bought and how it works. 
—_ 
| Tell It to the Marines 
Dodge currently 


“life-of-the-car” guarantee being performance of its Custom Royal 


| offered by Southbridge to retail | 
purchasers of seat covers made of | 


Vinalon clear plastic. 


* * * 


Packard Takes to Air 


Packard’s factory branch in 
Boston has contracted to sponsor 


Lancer against an M-48 tank in 
its commercials on “The Lawrence 
| Welk Show.” 

| The commercials were made at 
|the tank proving grounds of the 
|First Marine Division, Camp 
| Pendleton, Calif. 

| They show the Dodge follow- 


is pitting the} 


ing the Marine tank through water 
obstacles and on rough terrain, 
over a course used by the Marine 
Corps for combat track vehicle 


field exercises. 
* * *~ 


Hale Gets Ad Post 


Noble H. Hale has been appointed 
manager, advertising and sales pro- 
motion manager of McQuay-Norris 
Mfg. Co., St. Louis. 
Hale has had 18 
years’ experience 
in advertising and 
marketing in the 
automotive field, 
both with adver- 
tising agencies 


manufacturers. He 
will be responsible 
for all McQuay- 








bn tt. ; Norris advertising 
N. H. Hale and will make his 
headquarters in St. Louis. 
+ * + 


|Brand Names Promotion 
| Two new television spot 
|nouncements dealing with the 
value of brand advertising and 


distributed to television stations 
|in major market areas throughout 





and automotive! 


an- | 


brand buying are currently being | 
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the country by ‘Brand Names 
Foundation, Inc. 

The new material includes a 
one-minute and a.20-second spot 
announcement. Both are keyed 
to the Foundation’s 1957 adver- 
tising theme, “You’re Satisfied 
Most With A Brand That’s Made 
A Name For Itself.” 

The announcements were created 
by Dancer-Fitzgerald-Sample, Inc., 
the volunteer advertising agency 
for all of the Foundation’s con- 


sumer advertising for this year. 
* ok * 


Cole-Finder Rep Quits 

Rocklin Irving .& Associates has 
resigned the account of Cole-Finder 
Mercury in Chicago. 

* os * 

William J. Rienzi, formerly West 
Coast sales manager of Old Town 
Corp., has been appointed an ac- 
count executive in the Los Angeles 
sales office of Outdoor Advertising 

* *& * 

Sumner Blossom, editor of- Amer- 
ican magazine, has been named a 
vice-president of Crowell-Collier 
Publishing Co. Blossom has been 
editor of the monthly magazine 





Wefcan|PROVEIT) 


Lion’s patented process results in a coating so dense... 
so uniquely tough that heavy applications, such as are 
recommended for other nationally advertised brands, are 
absolutely unnecessary. The thinner coat recommended 
for Nokorode gives added protection . . . better sound dead- 
ening for the life of the car. The thinner application 
gives you 50% more satisfied customers with each drum. 


9 Perfect Undercoating Jobs at the Cost of 6... 
50% More Cars Coated from Every Nokorode Drum 


> 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2.393.774. 







LION OIL 


A Division of Monsanto 
Chemical Company 


. 


COMPANY 


EL DORADO, ARKANSAS 


1 


am 


he 


"Nokorode 


ee 





LION OIL COMPANY 


Dept. AN-G 
El Dorado, Arkansas 


Name—_ 
Street. 










A Division of Monsanto Chemical Company 


Please send me complete information about Lion 
Nokorode, and how it can increase underbody coating 
profits. No obligation, of course. 





City 


SANG iieenne 
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Bulletin Board .. . 





Engineering Employes 
“Professional Standards and 
Employment Conditions,” a report 
on the problems of engineers as 
employes — free. Engineers Joint 
Council, 29 W. Thirty-ninth St., 
New York 18, N. Y. 


Diesel Engine Models 
A booklet listing over 1,000 
models of construction and indus- 
trial equipment now available with 
Detroit Diesel engines as stand- 
ard or optional, power. Free. De- 





troit Diesel Engine 
General Motors Corp., 
Mich. 


Division, 
Detroit 28, | 


* + * 
Spring Catalog 
A booklet illustrating various 
types of Wickwire springs and 
formed wire 12 pages, free. 
Colorado Fuel & Iron Corp., 575 
Madison Ave., New York 22, N. Y. 


* e * 


Poly-Koolfoam Uses 


A 16-page booklet on Poly- 
Koolfoam synthetics, the new 





urethane foam which has hun- 
dreds of industrial and consumer 
applications. Free. Dayton Rub- 
ber Co., Dayton, O. 
+ + * 
Tool Control Catalog 
A new catalog on Cy-Co-Trol 
tool control units, telling how to 
keep machines operating at top 
capacity and how to eliminate trial 
runs and costly breakage and re- 
jects. Royal Design & Mfg., Inc., 
4133 E. Ten Mile Rd., Center Line, 
Mich. 
o +. * 
Shaped Diamond Tools 
“Shaped Diamond Tools” 
120 pages (12 technical papers), 
$2 to members, $4 to nonmem- 
bers. American Society of Tool 


| Symposium, 


Engineers, Shaped Diamond Tool 
10700 Puritan, De- 
troit 38, Mich. 


+ ? + 
How Tight Is Tight? 
“Cap Screws How Much 
Torque?” — four-page folder, free. 
Cleveland Cap Screw Co., Box 915, 
2915 E. Seventy-ninth, Cleveland 
4, O. 


* ” 2 


Blind Rivet 
A folder describing Versa-Rivet, 
for blind riveting—free. Townsend 
Co., Box 237-Z, New Brighton, Pa. 
* > > 
MoPar Parts Booklet 


“Sell On Service,” a 51-page book- 
jlet covering the fastest moving 











A fender that’s rusted through like this 
can really depreciate a car's value. Be- 
sides spoiling the appearance, it costs 
a lot to repair with conventional meth- 


ods and materials. 


While the damaged area is being heated 
after cleaning by sanding and solvent 
(background), the glass cloth patches are 


cut to size and the Baketre Epoxy Resin 


Layers of glass cloth saturated with the 
resin mix are set in place and shaped 
roughly to conform to the section being 
repaired. Several layers can be built up 





is mixed with its hardener. 


Patching fender with 


Reilorced plastic saves 70% 





Heating with infra-red lamps causes the resin-hardener mixture to set. 
This operation takes about fifteen minutes. Shrinkage is no problem with 


Bake ite Epoxy Resins. Patch holds fast to metal base. 


Final operation before painting involves usual procedure of sanding the 
glass cloth—Baxe.ire Epoxy Resin laminated patch. Patch could also 
be machined or drilled. Paint is applied as with metal. 





to fit required 


write Dept. 





tours. 


oy (ia: 


PLASTICS 


contours. 


Patching this fender took just a little over an 
hour. The saving was 70 per cent of the cost of 
doing the job with conventional materials and 
methods. Figure your own savings in dollars 
and time when you patch rusted or dented sheet 
metal with this lamination of glass cloth and 
BakeELiTE Brand Epoxy Resins. 

BAKELITE Epoxy Resins are extremely dura- 
ble when cured — hard, 


tough, resistant to 


moisture, corrosion, chemicals. They're easy to 
work with. The liquid resin is mixed with its 
liquid hardener and cures at room temperature 
or by infra-red lamps. For more information, 
SG-10 






BAKELITE COMPANY 
A Division of Union Carbide and Carbon Corporation 


tas 
30 East 42nd Street, New York 17, N. Y. 


The term Bakeurte and the Trefoil Symbol 
are registered trade-marks of UCC 


Apply compound based on BakELITE 
Epoxy Resin. Shaped roughly to dam- 
aged area, it’s easy to form needed con- 





|MoPar parts—free. Chrysler Corp. 
| Parts Division, Advertising Dept. 
|P. O. Box 1718, Detroit 31, Mich. 
| * * + 
Selling Space Display 
Masonite “Peg-Board” pane! 
| merchandise display catalog 
free. Service Bureau, Masonii: 
Corp., Suite 2037, 111 W. Wash- 
ington S8t., Chicago 2, Ill. 


+ * * 


Chassis Grease Additive 
“Moly-Sulfide in Chassis Grease 
(Bulletin Lu-8a) eight pages, free. 
| Climax Molybdenum Co., Dept. L, 
500 Fifth Ave., New York 36, N. Y. 


* * * 


Store Modernizing 
“Recommended Store Moderniza- 
tion Publications,” a pamphlet list- 
ing reference books on store 
remodeling—10 cents. Store Mod- 
ernization Institue, 20 E. Fifty- 
fifth, New York 22, N, Y. 


+ * * 


Degreaser, Cleaner 


A brochure describing a spray-on 
degreaser and a prepaint cleaner 
and wax remover—free. Permacel 
Tape Corp., New Brunswick, N. J. 


x * + 


Aluminum Publication 
“Reynolds Aluminum Digest,” a 
monthly publication covering all 
aluminum news—32-26 pages, free. 
Desk ES, Reynolds Metals Co., 
2500 S. Third St., Louisville 1, Ky. 


* > * 


Bearing Reference Book 
“Mechanics’ Engine Bearing 
Reference Manual’—100 pages, 
free. Clevite Service, 645 Carnegie 
| Ave., Cleveland, O. 


* * * 


| Welding Products Catalog 

| Catalog of resistance welding 
products, accessories and materials 
—56 pages, free. Weldaloy Products 


|Co., 11551 Stephens Drive, Van 
| Dyke (Detroit), Mich. 
* bd * 


Package Testing Book 
“How to Test Corrugated Boxes” 
—24 pages, free. Hinde & Dauch, 
Sandusky, O 


* * * 


Finned Tube Booklet 


“Opportunities Unlimited—Using 
Wolverine Trufin,” (integrally 
finned tube)-—free. Wolverine Tube, 
|Calumet & Hecla, Inc., Guardian 
Building, Detroit 26, Mich. 


* * * 


Wire Fabric in Concrete 
Welded wire fabric reinforce- 
|ment in concrete pavement (tech- 
nical bulletin No. 217)—free. Wire 
| Reinforcement Institute, Dept. 217, 
National Press Building, Washing- 
ton 4, D. C. 


¥ * * 


Welding Procedures 
Pocket Data Book (TIS-2575) 
on simplified welding procedures 
—140 pages, free. Technical In- 
formation Service, Eutectic Weld- 
ing Alloys Corp., 40-40 172nd St., 
Flushing 58, N. Y. 


x * Bs 


Hardware Chain Facts 
Facts about hardware chain, 
folder No. DH-176-A—16 pages, 
free. American Chain division, 
American Cable & Chain Co., Inc., 
York, Pa. 


* * * 


Shafting Bulletin 


“60 Case” bulletin—four pages, 
free. Thomson Industries, Inc., 
Manhasset, N. Y. 

* 


* * 


Cold Solder 


“Cold Magic,” a bulletin explain- 
ing the uses of cold solder—1l4 
pages, free. Atomized Materials Co., 
Inc., KwikMetal Division, 207-R 
Rauch Building, Pittsburgh 5, Pa 

* * * 
Easy-Flo Brazing 

Easy-Flo brazing alloy informa- 
tion — bulletin, four pages, free. 
Handy & Harman, 82 Fulton St., 
New York 38, N. Y. 

ok * 


* 


Wages and Salaries 


A booklet covering regulations 
governing wages and salaries. Na- 
tional Standard Parts Assn., 8 5S. 
Michigan Ave., Chicago 3, Il. 

* * cS 
Safety Lights 

A catalog describing flasher 
safety lights and barricades—four 
pages, free. R. D. Fageol Co., Kent, 
QO, 





pena ea 

















73,500,000 car-conscious customers See these 





| 4-color spreads and pages in Collier’s, Life and Post... 


=] they know why you choose Rayon Cord Tires 


"| as original equipment and they accept Rayon 


: | Cord Tires because Rayon delivers premium safety at | 





ng 
als 
cts e e e 
an 

no premium in price. 
ps” 
ch, 
ng 3s au es 
ly This is the fourth ad in the 
ve American Rayon Institute’s 

new 1956 series. 
Ce 
sh- 
ire 
17, 
1g- 
») 
“4 
i- 
t., 

These ads tell new-car 
: prospects that— 
= 
Nn, . 
C @ emergency vehicles—ambulances, 

police cars, fire engines—rely 

. on Rayon for safety 

@ Rayon tire cord is, pound for 
a pound, as strong as steel 
14 ‘ under all conditions—proof that you can depend on rayon! a Cord 
* 9 out of 10 cars ride on Rayon princi s y  ea rows stronger as tires run hotter st hie ; w erene eh 
, Cord Tires if Rayon Hite Ties are male fr emer: npiceinacnnavonmesrtiee Tere AMMO cnet Rey 

» you should kn ufac- . « pens ord is es 


gency vehicles, ow sta i y 
safer for you. This year 20% stronger than turer's new 'S6 models. Ame ayon 
ver, Rayon is the only cord that actually Institute, Inc., 350 Fifth Ave., Ne fork. 


e@ Every car manufacturer uses, 
* as standard equipment, Rayon— 
The world’s leading tire cord 


Be sure you ride on RAYON—world’s leading tire cord 


cs 
Ss. 
us We’re keeping your customers sold on the tires you sell © AMERICAN RAYON INSTITUTE, ING. 


3650 Fitth Avenue, New York 1, N. ¥. 
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ante 
fo ADAPTER KITS 
for RESURFACING AUTOMATIC 
TRANSMISSION DRUMS 


Saves Your 
Customer 
Money... 
Increases 

Your 
Profit! 


Illustration shows Transmission Drum mounted 
on the arbor of a B-500 Drum Dokter 


A Kit for ALL makes of Transmissions — Fits all lathes 
with 1” arbor: 
B-590 Automatic Transmission Drum Kit, 
Universal : 
B-590-1 Dynaflow Transmission Drum Kit... 
B-590-2 Powerglide Transmission Drum Kit 
B-590-3_ Hydra-Matic Transmission Drum Kit 
B-590-4 Ultramatic Transmission Drum Kit 
B-590-5 Powerflite Transmission Drum Kit 
B-590-6 Fordomatic-Mercomatic Transmission 
Drum Kit : 
B-590-7 Flightomatic Transmission Drum Kit 
With these kits you can offer an exchange or rebuilt service 
on automatic transmissions. A? 


BARRETT EQUIPMENT CO. 
21st & Cass St. Louis 6, Mo. 





Across the Nation... 


Auto Dealer Changes 





Nash, who are operating under the 
name of Murphy-Nash Mercury Cc 
318 N. Main St., East Point. 

* * . 


Christopher Motors Sold 


Christopher Motors (DeSoto- 
Plymouth), Miami, has been sold to 
William B. Abramson who will oper- 
ate it as Courtesy Motors. Abram- 
son formerly was a DeSoto-Plym- 





Addition of 23 new dealers, five 
of them exclusives, has been an- 
nounced by Dodge. Handling exclu- 





ers include Car City, Inc., Baltimore, 
Milton Weiner, president; Malloy 
Motors, Brownsville, Pa., John Mal- 


sively Dodge cars and trucks are:|loy, owner; Weaver Motor Sales, 
John Hockett Motors, Inc., Indian-| Irwin, Pa., Joseph Weaver, owner; 
apolis, John W. Hockett, president; | Ferry’s Garage, Wayland, N. Y., 
Lovelady-McKee Motor Co., Albu-| L. Clair Ferry and Hope H. Ferry, 
querque, N. M., Wayne Lovelady,| partners; Steinert Motor Co., Monte} 
president; Graves Auto Service,| Vista, Colo. B. V. Steinert, presi- 
Kennewick, Wash., William Graves} dent; Waterloo Motors, Inc., Water- 


outh dealer in Lakeland and Cleer- 
water, Fla. A. B. Christopher will 
continue to operate Christopher 
Motors as a used-car business. 


19 Dealerships 





and Robert Graves, partners; “C” 
Herman Auto Sales, Inc., Elmwood | 
Park, Ill., Herman M. Chiaradia, | 
president, and Garden Motors, Inc., | 
Highland Park, Ill., Bernard P. Lon- 
don, vice-president and manager. 

Handling Dodge cars and trucks 
and Plymouth products are: Sisk 
Motor Co., Hopkinsville, Ky., Eu- 
gene L. Sisk, owner; Hook Motor 
Sales, Inc., Willard, O., J. E. Hough-| 
ton, president; Poteet Motor Co.,| 
Big Lake, Tex. Ernest Poteet,| 
owner; McMaster Motors, Long- 
view, Tex., Robert McMaster, owner; 
Don Pringle, Inc., Ann Arbor, Mich., 
Don Pringle, president; Wagoner 
Motor Co., Wagoner, Okla., Floyd 
Luellen, owner; Turner Motor Co., 
Wilburton, Okla., Winfrey Turner, 
owner, and Sanders Motor Sales, 
Newton, Ia., Morris O. Kahn jr., 
owner. 

More new Dodge-Plymouth deal- 
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loo, Ill., Alfred H. Kleyer, president; 
Bryant Bros. Motor Co., Henryetta, 
Okla., Claud Bryant, partner; R. J. 
Musch, Yuma, Ariz., R. J. Musch, 
owner; Dowling Motor Co., Mont- 
gomery City, Mo., Vear Dowling, 


Kerry Dowling and Donald Dow-| 


ling, partners, and Wendell Miller 


Motor Corp., Vestal, N. Y., Wendell) 


Miller, president. ; 


Hudson Appoints 
16 New Dealers 


The appointment of 16 new Hud- 
son dealers during May has been 


announced by V. E. Boyd, general} 


sales manager. 

The new dealers are: Frank K. 
Bradford, Newburyport, Mass.; 
River Brothers Hudson, Fitchburg, 
Mass.; Midtowne Sales & Service, 
Covington, Ky.; Joe Dry, Inc., 
Michigan City, Ind.; Beverly Car & 


| Farmers Union Oil Co., New Rock- 
|ford, N. D.; Buff Motor Sales, 
| Crystal City, Minn. 

N. H. Motor Sales, Concord, 


N. H.; Lenox Motors, Inc., Maple-| 


|wood, N. J.; Wesley Lorance, 


| Varna, Ill.; Brecht Brothers Sales| 


|& Service, Leipsic, O.; Ferguson 

| Motors, Delavan, Wis.; Floyd Simon 

|Motor Co., Winona, Minn.; Perry 

Auto Sales, Rolla, Mo.; Boberg 

Motor Co., Vincennes, Ind.; and 

Sand Ridge Garage, Rockport, Ind. 
* = = 


| Crowder Opens Nash Deal 
\In Toronto’s East End 


H. G. Crowder, an auto dealer in 
Toronto for 30 years, has opened a 
| Nash dealership in Toronto’s East 
End at Danforth Ave. and Victoria 
Park. 

During a 72-hour opening sale, 
| Crowder stayed open until midnight 
|}each day and gave away gifts in- 
cluding a year’s supply of gasoline, 
oil and lubrication. 

: x * 
Billings Buys Taggesell 

Richard Billings (Chrysler- 

Plymouth) has purchased Tagge- 

sell Motors (Chrysler-Plymouth), 
| Portland, Ore., and will move his 
| dealership in the Taggesell quar- 
ters. He will operate as Imperial 
Chrysler and Plymouth Motors 
at 4410 N. E. Union St. Meadows 
Pontiac will occupy the building 
vacated by Billings. 

” * = 
Gardner Buys Stewart 


Hugh Stewart Motors, Inc. 
(Buick), 1406 Washington St. E., 
| Charleston, W. Va., is now Gardner 
| Buick, Inc. Stewart, retiring from 
25 years in the auto business, sold 
| the dealership to his general man- 
ager, T. M. Gardner. Buick has 
approved the transfer. Gardner has 


been with the firm for 20 years and/| 
plans no changes in personnel at} 


this time, he said. 
* * om 


Form Ore. Dealership 
Bill Copps Pontiac, Inc., has 
been formed by William D. Copps, 
Elenor Copps and Neal W. Bush. 
: * x * 


Rogers Buys Kenslow 


Claude L. Rogers, Tulsa, Okla., 
has purchased Kenslow Motor Co. 
(DeSoto-Plymouth), 702 Wall Ave., 
Joplin, Mo., from C. A, Kenslow. It 
will be known as Rogers Motor Co. 
Gene Black is general manager; 
Floyd Duncan, sales manager; Ray 
Flint, parts manager, and Joe Dun- 


can, service manager. 
* * * 


Reeves Opens Deal 


Reeves Lincoln and Mercury Co. 
is a new dealership just opened at 
241 Spring St., N. W., Atlanta. Mil- 
lard Reeves, president, operated the 
Reeves Mercury Co. in East Point, 
Ga. He also at one time owned the 
Mercury agency in Marietta. The 
new owners of the East Point deal- 
ership are E. L. Murphy and J. W. 


Sign with Nash 


Nash has added 19 more dealers, 
They are: 

Superior Service, Traverse City, 
Mich.; Gillies Implement Co., West 
Branch, Mich.; William Penn Mo- 
tor Service, Monroeville, Pa.; Wag- 
ner Motor Co., Salina, Kans.; J 
& R Motors, Independence, Ia.; 
Bemis Nash, Inc., Brattleboro, Vt.; 
Morgan Motor Co., Neosho, Mo., 
and Ed-N-Sam Motors, Chicago. 

G. Spencer Lee, Bennington, Vt.; 
Griffin Motor Co. Albany, Ga; 
Haas Motors, Inc., Evanston, II1.; 
Bing Auto Sales & Service, Cin- 
cinnati; Walter Motor Co. Inc., 
Springfield, Ill.; Wilder's Garage, 
|Inc., Plymouth, N. H; Nash of 
Jacksonville, Inc. Jacksonville, 
Fla.; Schuyler Porche Motor Com- 
nany, New Orleans; Johnson's 
Garage, Unity, Wisc; C & C Nash 
Sales, Attica, Ind.. and Ashland 
Nash Sales, Inc., Ashland, O. 

* * x 


Jeffreys Take Over 
Loren Jeffrey and his son, Don, 
have leased the Wilson Motor 
Sales in Centerburg, O. The deal- 
ership, known as Jeffrey Motors, 
will handle DeSoto and Plymouth. 


* * * 


Reo’s Adams Buys Outlet 


J. L. Adams, sales vice-president 
| of Reo Motors, Inc., has acquired 
E. A. Mock & Son, Reo dealership 
in Eugene, Ore. It will be operated 
henceforth as a factory branch. 
* . * 


Pontiac for Wittenberg 


James A. Wittenberg, formerly 
manager of Hull-Dobbs East, Mem- 
phis, has opened Wittenberg Pon- 
tiac Co., Jackson, Tenn, Wittenberg 
bought out Tate Bros, Pontiac in 
partnership with Charles M. Kittle, 
Memphis investment broker. 





| Finance Co., Inc., Kansas City, Mo.;| 


It adds up... 
The new, improved 


SOL-SPEEDI-DRI 


@ UNMATCHED for low, 
annual USE-COST! 


e The most DUSTLESS oil 
and grease absorbent you 
can buy! 





GET A FREE SAMPLE FROM 


SPEEDI-DRI CORP. 
Menlo Park, New Jersey 








OUR BEST 


past BUSINESS BUILDER 


Proved way to keep old custom- 
ers... getnew! Complete details 
on request. 
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Auto Personnel 





William J. Hobbs has been 
named chairman of the executive 
committee and a member of the 
poard of Hickok Mfg. Co. 

He will be interested in the 
Hickok diversification program as 
well as the new automotive safety 
pelt being marketed by Hickok 
and other safety devices and pro- 
tective products now being tested. 

* * 


Firestone Appoints Gohr 


To Fill Sales Position 


Appointment of William D. Gohr 
as manufacturers sales manager 
has been announced by Firestone 
Tire & Rubber Co., Akron. 

Gohr has been 
with Firestone for 
32 years and most 
recently was de- 
fence activities 
director of the 
company.A native 
of Cleveland, he 
joined Firestone 
as a member of 
its first College 
Training Class in 
1924, and was as- 
signed to the pur- 
chasing division where he special- 
ized in the buying of rubber chem- 
icals and pigments. 

* * 





W. D. Gohr 


Muskegon Piston Ring 


Promotes Smith in Sales 


G. E. Smith has been promoted 
assistant sales manager of the 
original equipment market divi- 
sion of Muskegon Piston Ring 
Co. 

He also will be manager of the 
Detroit office. Smith was head of 
the engineering test laboratories 


of Chevrolet before joining Mus- | 


kegon. 


* * 
Goodyear Reassigns Four 


In Manufacturers Sales 


Hyle F. Webb, James G. Gates, 
Edward Raymond and Raymond F. 
Brewer have been named to new 
assignments in the manufacturers 
sales department of Goodyear. 


Webb, account executive in Kan-| 





Cornell Expert 
Hails Effects of 
Safety Latches 


DETROIT.—Safety door latches 
on 1956 models appear to date to 
have cut in half the frequency of 


door openings in nonrollover acci- | 
dents, according to John O. Moore, | 


director of Cornell University’s 
Auto Crash Injury Research pro- 
gram. 

It’s a significant improvement, 
Moore said, because the Cornell 
group’s research has shown that 
the opening of doors and the ejec- 
tion of passengers is the most im- 
portant factor influencing injury 
in this type of accident. 

In an accolade to the auto in- 


™ dustry Moore said the results being 


achieved are “an example of the 
industry’s concerted efforts to de- 
vise new automobile structures to 
protect passengers in the event of 
accidents.” 

Moore spoke at a_ luncheon 
honoring the nation’s 33 Four Star 
taxicab drivers who were in De- 
troit as guests of Chrysler Corp.’s 
Plymouth and Fargo divisions. 


New J-57 Contract 
Awarded to Ford 


CHICAGO. — Ford Motor Co.’s 
Aircraft Engine division has been 
awarded a new $188,250,000 contract 
for J-57 turbojet aircraft engines, 
according to John Dykstra, vice- 
President and group executive. 

“This contract pushes the division 
over the $1 billion: mark for J-57 
either delivered or ordered,” he 
said. “It also extends the division’s 
full production. schedules well into 
1958.” 

A. C. Moore, division general 
manager, said the new contract 


is for J-57s.to be used in the eight- 
engine B-52 intercontinental bomb- 
er, the four-engine KC-135 aerial 
tanker and the F-102 all-weather 
interceptor which: has one engine 
with afterburner. 


sas City, succeeds E. T. Rainey as 
manager of manufacturers sales for 
the company’s western division, lo- 
cated in Los Angeles. Gates, pro- 
moted to account executive, Kansas 
City, relinquishes his former as- 
signment as manager of industrial 
tire sales, to Raymond, former 
manager of truck tire sales. Brewer 
succeeds Raymond in handling 
truck tire sales for the department. 
+ * * 


Stokes Promotes Bixler 


Paul Bixler, a member of the 
headquarters sales staff since June, 
1955, has been promoted to mana- 
ger of the international division of 
F. J. Stokes Machine Co., Phila- 
delphia. He joined Stokes in 


December, 1954. 
* * + 


Clevite’s Campbell Named 


Dr. W. E. Campbell, Clevite Corp., 
has been reappointed to the na- 
tional advisory committee for aero- 
nautics subcommittee on lubrication 
and wear. 

He is director of materials re- 
search at the Clevite Research 


Center, Cleveland. 
* * * 


|Mercury Names Langridge 


To Denver Sales Manager 


| A. H. Langridge has been ap- 
pointed assistant sales manager in 
Denver for Mercury. 

Langridge, a 30-year veteran of 
the auto industry, succeeds W. A. 
Little, who has been named Mer- 
| cury’s district sales manager in 
| Seattle. 





| * * * 
|General Tire Names Smith 


'To National Sales Post 


| Promotion of Paul M. Smith to 
the position of na- 
tional account 


General Tire & 
Rubber Co., has 
been announced. 
Smith will head- 
quarter in Akron. 

Smith joined 
General in 1935 
as Mansfield (O.) 
territory mana- 
ger, and later was 
made manager of 
dealer relations at Akron, Cleve- 
|land store manager, and regional 
manager of new distribution in 
| 1953. Prior to his latest promotion, 
he was handling the Baltimore ter- 
ritory post. 


| 
| 
| 


| 





P. M. Smith 


* * * 


Schmitt Heads Sales 


Forrest H. Schmitt has been 
named truck tires sales manager 
for General Tire & Rubber Co. 
in the Portland (Ore.) sales dis- 
trict. He replaces Raymond M. 
Calvert, who has joined the staff 
of Ford’s Tire Service at Pendle- 
ton, Ore., a distributor in eastern 
Oregon. 


* z * 


General Boosts Durand 


Alexander F. Durand has been 
named director of sales training for 
General Tire & Rubber Co., suc- 
ceeding H. E. Pike, who was pro- 
moted to another assignment. Dur- 
and has been supervisor of passen- 
ger tire sales for General’s Boston 
division. He joined the company in 
1949. 





x * * 


Automatic Picks Alger 
Appointment of Whitney S. 
Alger, Natchez, Miss., as regional 
application engineer for the south 
central states has been announced 
by Automatic Transportation Co., 
Chicago. Alger will function as 
liaison between the Chicago factory 
and franchise representatives in 
Arkansas, Louisiana, Mississippi, 
Oklahoma and Texas. 
x * * 


Dodge Promotes Lynch 


Promotion of John A. Lynch jr., 
to Dodge service representative in 
the Philadelphia region has been 
announced. Lynch previously was 
in the Wilmington (Del) district of 
the same region. He has been with 
Dodge since 1953. 

* ” ok 
Buick Promotes Mason 


To Budget Manager 


Robert H. Mason has been named 
manager of the budget and business 





sales manager for} 
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management department at Buick. 
He succeeds C. C. Wilcox, who has 
been placed on special assignment. 

Mason, 40, started to work at 
Buick in Flint 17 years ago. Since 
that time he has worked in zone 
offices in Kansas City and Chicago. 
He returned to Flint a year ago to 
become assistant to Wilcox. For 10 
years prior to that time he was 
office manager in the Chicago zone. 

* ok oe 


Alemite Names Alexander 


Automotive Sales Chief 


George O. Alexander, a district 
salesman and later sales manager 
of the Ohio division for 20 years, 
has been elected a vice president 
and named general automotive 
sales manager of Alemite Co. 

He will be assisted by Albert 
J. Raffaelle, former service mana- 
ger, and Harold J. Hill, former 
district sales representative, now 
field sales supervisors. 


* * * 
Dodge Promotes Four 


In Manufacturing 


Four executive promotions of 
Dodge manufacturing personnel 
have been announced. 

Cecil N. King, former general 
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to methods manager. John Van 
Dam, former assistant general su- 
perintendent — machining, has 
been promoted to general superin- 
tendent — machining. Raymond 
Larson has been promoted to as- 
sistant general superintendent — 
machining. 






Oldsmobile Appoints Higgins 
Washington Zone Manager 


Theodore J. Higgins, formerly as- 
sistant business management mana- 
ger, has been appointed Oldsmobile 
zone manager at 
| Washington. 
| Higgins first 
|joined Oldsmo- 
~| bile’s sales depart- 
ment in May, 
yw | 1941, in the Wash- 
er 7 ? | ington zone office, 

and subsequently 

“He manages to keep up a |served as busi- 
good front even though his com- | €SS Management 


roe - |}managerin the A 
missions are off. | Cleveland and De- Z 


troit zone offices T. J. Higgins 
before being promoted to assistant 
superintendent — foundry, has/| zone manager at Pittsburgh in 1949. 
been named foundry manager.|He was transferred to Lansing in 
Rudolf G. Schmalenberg, who/1954 as assistant to R. E. Aldred, 
had been general superintendent | Oldsmobile business Management 
of machining, has been promoted! manager. 








DOUBLE YOUR NEW CAR PROFIT 
with this Kendall Plan designed to: 


@ Increase service absorption percentage 


@ Develop better new and used car 


prospects 


@ Keep customers satisfied with their new 
car performance and your service 


@ Build your business by building your 
reputation for quality 


@ Bring service customers back regularly 


@ Get Salesmen to sell “service” when 


they sell the car 
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There is nothing like the 

to boost business. Tie-in with 
Kendali and keep the service 
business you create. 


KENDALL REFINING COMPANY 


BRADFORD, PENNA. 
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benefits from the present $54 to 
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| workers, and extend the payment 
Roundup from State Capitals .. . oa ae ee oer 
Williams wants weekly jobless 
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Legislation Affecting Auto Industr cnt ofthe employe vere vag 
A but not to exceed 66%4 percent of ; 
the state’s average wage, plus up - 
f . to $4 for each dependent, provided irg) 
By Bethune Jones | others were put into effect in 1947) +). total doesn’t exceed 90 percent } rent! 
Legislative Correspondent or earlier. Alth — of the employe’s average wage. 
> ° ° u - . “ ’ 
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labor. | Arizona, Arkansas, Florida, Geor- ing for some! pouther-Williams program is un- work 
Louisiana’ not only became|&!# Iowa, Mississippi, Nebraska, agricultural and/sound, unrealistic, irresponsible | ™* 
Anniversary Plaque— y | Nevada, North Carolina, North rerategd wors-!and politically inspired. It is an 
the first Southern state to drop such| })-, li ers prohibitions) tstanding example of immodera-@ ¥& 
Meyer Lasker, right, president, Dexter |» jaw but also the first state in any| D@Kota, South Carolina, South against compul-| {0° ,, and 
Motors, New York, receives Dodge silver! area to take such action in recent! ae _Tennessee, Texas, Utah ae Jones sory union mem- ‘ * * * suc 
anniversary plaque from A. W. Row-| years, during which the trend had | 4nd Virginia. bership. . to 1 
bottom, Dodge New York regional sales| been toward slow expansion of the; Enacted after a bitter contro- ae Labor Wants Action Tt 
manager, while Morris Greenman, left,| umber of states prohibiting com-|versy in 1954, the Louisiana law Welfare Law in N. Y. ‘Toa Michigan legislative recess, | a p 
: . pulsory labor union membership! had : iti which had been sought by the § stat 
Dexter secretary and treasure, looks on. had been made a major political THER features of current-year ; 
; contracts, lissue during election campaigns tate levislati tivity th committee for further study of the J to |: 
The plaque was awarded to the dealer- . ‘ 7 wenn paig state legisiative activity us roposals. was condemned by labor fits 
hin for 25 ‘oti wh» Ded Seventeen states still having| there last year. Similar laws were|far this year includes New York’s | PTOP , ; y i | 
—————E————ren ee S| “right to work” laws on their| adopted in 1954 in Mississippi and|enactment of a measure bringing spokesmen as oe what they | fune 
More than 100,000 persons read AuTo- | Statute books or in their state con-| South Carolina; in 1953 in Alabama] union welfare funds under state said was needed help for workers | the 
MOTIVE NEWS every week! stitutions, or both, are Alabama, | and last year in Utah. Most of the| supervision. A similar law was en-| thrown out of automotive industry | men 
Te : employment in the Detroit area. fina: 
acted last year in the state of industr epokeemen told th war 
Washington, with such legislation ee ee - . 
: - |committee, however, that the un- Mic! 
expected to be widely pushed in 
: employment peak had been Mar 
the states during 1957. 
reached and that, except for an mea 
Under the New York law, | expected three or four-week lay- | inte 
effective Sept. 1, the superin- | of for model changes, all com- N 
tendents of the State Banking [panies were rehiring workers. | a bi 
and Insurance Departments may [Despite the Detroit area unem- | tary 
examine union welfare funds as | pjoyment, they said, their employ- | une! 
often as they wish, and at least | ment surpassed the average level | to $ 
once every five years. The state | for the last five years. They urged | desi 
may announce commissions and | the committee to do nothing on an | Sup 
fees paid to insurers and comp- emergency basis that would upset that 
CAN PAVE THE ensation paid to trustees if it is (the delicate balance of the unem- | vaci 
in the public interest to do so. ployment law that had been form- | not 
The act requires trustees to re-| ulated over the years. righ 
port annually before March 1 the Nat Weinberg, UAW research the 
WAY TO Bl ‘ere E 4 condition of their fund at the prev-| director, estimated that the total rece 
ious year’s end, including any in-| costs of the increased levels of 
formation required by the state! benefits and duration proposed N. 
4a 4G ea 574N anal a ai departments. by the Michigan governor would 1 
Willful failure to comply with the| be 1.47 percent of total payroll T 
act subjects a trustee to removal! in the average year. “This,” he , 
PROFITS from office and a fine of up to| declared, “is little more than half oa 
$2,500. Also, the state can obtain! the 2.7 percent of payroll tax in was 
injunctions against any acts by/| effect when unemployment in- 
persons subject to the law that! surance first became effective.” on 
threaten to violate it. Bills liberalizing the benefit pro- the 
> = ® visions of State unemployment a. 
i Massachusetts Law Urged compensation laws were enacted the 
33,000 MILE GUARANTY NACTMENT of Massachusetts Sore nee Soy eee © pay 
legislation providing for the e not 
PROGRAM CAN DO FOR you regulation of employe health and White Elects 4 voli 


welfare trust funds was urged by 
State Insurance Commissioner 


Valvoline guarantees new cars for 33,000 miles Joseph A. Humphreys at a hearing Vice-Presidents 


y or 24 months o li chassi : conducted recently by a _ special M4 
. . *s Sees ‘eng cages: Same state legislative commission study- To Head Regions 
lubricated with Valvoline products. Here’s what CLEVELAND. — John N. Bau- 


ing the issue. Observing that 
that can do for you . . there now are no _ regulations,|man, president, White Motor Co., 
: Humphreys asserted the need is|/ has announced election of four new 
evident to make sure the funds, nattaneiin 
estimated to total $2,000,000,000 in 
state, are available for injured and 
ill employes. 

Two proposed model bills to 
bring welfare and pension funds 
under state control have been 
submitted to the National Assn. 
of Insurance Commissioners by 
the American Life Convention 
and the Life Insurance Assn, of 
America. They are being studied 
by an NAIC committee and may 
be ready for consideration by 
state legislatures next year. 

One of the model bills would 


© Increase service business through 
repeat customers. 

® Help close new car sales. 

® Build Goodwill. 

© Keep you acquainted with your 


customer until he’s in the market for 
Go new caragain... 









L. B. Gilbert 





M. H. Anderson 


And you get plenty of selling aids to help bring 


7 regional vice-presidents. 
your service and sales story to customers and 


The new officers are: Morris H. 
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clinch sales: require the filing by insurance| Anderson, Cleveiand region; Leon- 
E carriers with state insurancejard B. Gilbert, central region, Chi- 
: departments all group insurance| cago; Horace Mosteller, southwest- 
Newspaper Mats Follow-up Literature commission and fee schedules ap- . 
Display Bonners Direct plicable to employe welfare fund Ce 
Mail Folder . business, together with complete 
Display Racks Signs, Reminder Advertising rules for the application of such L 
k , | schedules. mi 
c ; The other would require regis- 
veo ™ ALL AT NO COsT TO you! 4 |tration of employe welfare funds, x 
> the. perodic examination of the RI 
: affairs of those funds, and the Vi 
MAIL COUPON TODAY FOR FULL INFORMATION preparation and filing of annual bs 
s reports. It also would provide for 
Y NO OBLIGATION appropriate enforcement machin- : ch 
| ery, and for inclusion of reciproc- Seasnea Seukaer th 
ity agreements where the regu- : 
| VALVOLINE OIL COMPANY lated funds cross state lines. ern region, Dallas, and Wilson D. on 
FREEDOM, PENNSYLVANIA | * * # Patterson, Pacific Coast region, San in 
eo pe ° ° Francisco. ; 
| would like full information on the Valvoline 33,000 Mile | Michigan Studies Bill : The four officials have been as- a 
1 Guaranty Program. HOLDING the spotlight in the| sociated with White Motor for peri- be 
field of unemployment compen- | ods ranging from 16 to 34 years and 
| N ! sation legislative activity, a special} previously had been regional man- t 
a ial aaa a a a sas cane session of the Michigan Legisla- agers in charge of their respective a 
l eye I — Pa until 34 17, when | regions. White has two more domes- H 
a oi en... RES PE tcccccsnsncsnscocnecnccnocessnennnsnodqncstonassecnnanessoseasonaseroseses seenacessoencgssccoocescsccseeee wi ‘u er consider proposals tic regions—eastern and southern-— 
(Division of Ashlond Oil & Refining Co.) || for liberalization of benefits. headed by vice-presidents. f 
FREEDOM, PENNA. | a The Michigan solons have al- | Anderson joined White in 1935; t 
|| ready made it plain, however, | Gilbert, in 1926; Mosteller became u 
| Te es 2S Eine that they take a dim view of {a wholesale manager in 1940, and 
J recommendations by Gov. Wil- | Patterson joined White in 1922 in au 
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Legislative Roundup 





(Continued from Page 48) 


earlier this year in Kentucky and 

Virginia, with such a proposal cur- 

rently pending in Massachusetts. 
+ * * 


Ky. Compensation Increased 


The Kentucky act increased 
maximum benefits from $28 to $32 
a week for a maximum of 26 
weeks. It also raised from $300 
to $450 the minimum base period 
wage before an unemployed 
worker becomes eligible for bene- 
fits. 

Virginia raised the maximum 
weekly benefit from $24 to $28 
and extended the duration of 
such benefit payments from 16 
to 18 weeks. 

The Virginia bill also contained 
a provision to block payment of 
state unemployment compensation 
to laid-off workers drawing bene- 
fits from private supplemental pay 
funds. Proposals to prohibit or limit 
the integration of state unemploy- 
ment benefits with employer- 
financed supplemental layoff pay 
were rejected by the legislatures of 
Michigan and New York, while the 
Maryland Legislature enacted a 
measure to specifically permit such 
integration. 

New Jersey’s Legislature enacted 
a bill making workers on involun- 
tary vacations eligible for state 
unemployment benefits ranging up 
to $35 a week. The measure was 
designed to circumvent a State 
Supreme Court decision which held 
that individuals laid off during a 
vacation shutdown and who had 
not accrued sufficient senority 
rights to receive vacation pay from 
the employer were not eligible to 
receive unemployment benefits. 

* * ™ 


N. J. Act Defined 

E new act provides that an 

individual shall be deemed un- 
employed for any week during 
which he is not engaged in full- 
time work and with respect to 
which his remuneration is less 
than his weekly rate. It broadens 
the scope of this provision by in- 
cluding any week during which 
the employe is on vacation without 
pay, provided that the vacation is 
not the result of the employe’s 
voluntary action. 

In the field of wage-hour reg- 
ulation, a new general minimum 
wage law, requiring intrastate 
employers of more than three 
workers to pay hourly wages of 
at least 90 cents, was enacted 
this year in Rhode Island. A 
measure was enacted in New 
York to require that bids for 
public works projects include 
fringe benefits in the labor costs 
on which they are based. 

Other proposals, for new or more 
stringent state wage-hour laws 
failed of enactment in the legis- 
latures of Arizona, Georgia, Ken- 
tucky, Michigan, New Jersey and 
New York, with such a measure 
still pending at this writing in 
Massachusetts. 

Administrative orders calling for 
higher wage minimums in one or 
more occupational fields have been 
issued thus far this year in Colo- 
rado, Massachusetts, New Jersey 
and Wisconsin, and are under con- 
sideration in several other states. 

* + x 


Compensation Laws Eased 


EGISLATION liberalizing the 
benefit provisions of work- 
men’s compensation laws has been 
enacted thus far this year in 
Kentucky, Michigan, Pennsylvania, 
Rhode Island, South Carolina and 
Virginia, with such measures still 
pending at this writing in Massa- 
chusetts and New Jersey. 

In the field of highway financing, 
the Michigan Legislature, prior to 
recessing its special session over 
the : unemployment compensation 
issue, enacted a measure to correct 
a defect in a 1955 state highway 
bonding law. 

The 1955 Michigan act boosted 
the state gasoline tax 1% cents 
a gallon, with 75 pereent of the 
yield from the increase given to 
the state highway department 
for. “arterial” state highways and 
the rest earmarked for local 
units of government. 

The highway department was 
authorized to use half of its share 
to finance highway construction 


bond issues. Based on an esti- 
mated yield of $36,000,000 a year, 
the law would empower the de- 
partment to issue about $225,000,- 
000 in bonds. 


* * * 


Technical Revisions Needed 


ECHNICAL revision of the act 

was decided upon, however, 
after bonding experts raised the 
question as to whether it specified 
that new highway taxes be used 
for repaying highway bonds or 
whether that was left to the legis- 
lature’s discretion. 

During its regular session earlier 
this year, the Michigan Legisla- 
ture refused to go along with a 
proposal by Gov. Williams that the 
1955 bond act be revised in a 
manner to permit the issuance of 
an additional $200,000,000 in bonds. 

It looks as though a contem- 
plated second Ohio toll super- 
highway, which was to have run 
from Cincinnati to Conneaut, is 





out as a toll project, at least 
for its full length. After invest- 
ment bankers advised the time 
was not now “propitious” for is- 
isuance of revenue bonds for 
the $385,800,000 project, Gov. 
Lausche ordered the State High- 
way Department to prepare 
plans for construction of two 
legs of the north-south route as 
_ @ toll-free expressway. 

Another toll project that may be 
dropped is the proposed Tacoma- 
Seattle-Everett pike, which would 
cost an estimated $227,000,000. 
State Highways Director William 
A. Bugge said a quick analysis of 
the compromised federal highway 
act indicated it would make suffi- 
cient money available to build the 
expressway without tolls as part of 
the interstate highway system. 
Gov. Langlie earlier expressed 
preference for construction of the 
project without tolls if sufficient 
federal funds became available to 
make it feasible. 


In Virginia, Gov. Stanley has 
disclosed a special state legislative 
session later this year may consider 
highway fund allocations and re- 
vision of the state’s overall tax 
structure, including the possibility 
of a new state sales tax. 





Searching for Bridey? .. . 


Promotion conscious Wes and Jack Morton, owners of Morton Motor Co. (Hudson), 
New Bern, N. C., enlisted the aid of a hypnotist to help boost Rambler sales. A local 
woman was hypnotized and placed in the bed feature of a Cross Country station 
wagon. After being on display in showroom for more than three hours, the woman 
and station wagon were moved to a busy main street location for an additional four 
hours. The Mortons estimated 10,000 persons were attracted by the promotion, which 
resulted in several Rambler sales and many new-car prospects. 





Want to sell home-owners?P 


Readers living in 


Anyone with anything to sell gives a high rating to 
home-owners—and in New York and the suburbs, home-owners 
rate The News high! In fact, The News reaches more readers 
living in owned homes than do all other morning papers 
combined! And more than all evening papers combined! It also 
has more readers living in rented homes. The News audience 
of 4,780,000 comprises more readers in families with $10,000 
and up incomes, more college educated, more owners of homes, 
cars, stocks and bonds. Whatever you sell, The News should 


be your medium! 





owned homes 
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NE ol cin ele we wea 
World Telegram & Sun 
Source: ‘Profile of the Millions” 


430,000 
350,000 
520,000 
240,000 
460,000 


Copyright 1955 by News Syndicate Co., Inc. 


If you’d like to learn the facts about the New York market, 


you'll want to see the authoritative survey by W. R. Simmons & 
Associates Research, Inc. Costing us more than $150,000—it’s 
one of the best sales guides ever made! Ask your advertising 


agency or any New York News office to show you 


“Profile of the Millions” 


THE [4 NEWS, New York’s Picture Newspaper... with more than 
twice the circulation, daily and Sunday, of any other newspaper in America... 


220 East 42nd St., New York City , .. Tribune Tower, Chicago... 
155 Montgomery St., San Francisco. ..3460 Wilshire Blvd., Los Angeles 














Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week declined again to 
the tune of $7, according to Auto- 
motive News’ index. 

No individual models showed 
gains, although two—’53s and ’51s 
—held even with the previous 
week’s averages to escape set- 
backs. 

Declines were as follows: ’55s, 
down $5; ’54s, down $6; ’49s, down 

; 50s, down $10; ’52s, down $12, 
and ’56s, down $14. 

The loss on ’55s brought the 
average for that model to a new 
low. The overall average also was 
at the year’s lowest point. 

At a group of representative 
auctions last week, the average 
consignment was 191.3 units, of 
which 72.5 percent were sold. In 
the previous week, buyers took 
home 72.8 percent of an average 
consignment of 218.6 cars. 

Prices marked with an * indi- 

cate a unit equipped with an au- 

tomatic transmission or overdrive 

and (ps) indicates power steering. 
* Of + 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Satur- 


day. Prices are for sale of June 30.) 
(Market very active on all clean autos.) 
BUICK—’'56 Special conv., $2,695* (ps); 
Riviera, $2,625*; 4-dr., $2,490*; Century 
4-dr., $2,590* (ps). °55 Super Riviera, 
$2,075* (ps), $2,010* (ps); Special conv., 
$1,940*. ‘54 Century Riviera, $1,430*. '53 
RM Riviera, $975* (ps), $970* (ps); 
Super station wagon, $725°. 
CADILLAC—’'56 (62) sedan de Ville, 
750° (ps); 4-dr., $4,275* (ps). '55 (62) 
4-dr., $4,150* (ps). '54 (62) coupe de 
Ville, $3,135* (ps). "52 (62) coupe, $1,- 
490° (ps). "50 (60) Special 4-dr., $660*. 
CHEVROLET—'56 Bel Air (8) conv., $2,- 
500°; Sport sedan, $2,310*; Sport coupe, 
$2,165*; 4-dr., $2,140°, $2,125*; 2-dr., 
$2,070*; Two-ten (8) 4-dr., $2,190*, $2,- 
060, $1,800. '55 Bel Air (8) conv., §1,- 
770; Sport coupe, $1,750*; 4-dr., $1,560*; 
One-fifty (6) station wagon, $1,620. 


$4,- 


CHRYSLER—'55 NY 4-dr., $2,125* (ps). 
"54 NY 4-dr., $1,320* (ps). °51 Windsor | 
Newport, $335*. ‘50 NY 4-dr., $200*. | 

oO ‘52 Fire Dome (8) Hardtop, 
$665° 

DODGE—'56 Coronet (8) Lancer, $2,290*. | 
"55 Coronet (8) club coupe, $1,620*; 
Royal (8) 4-dr., $1,475*. ‘53 Meadow- 


brook 4-dr., $575. "51 Coronet 4-dr., $285. 
FORD—'56 Custom (8) 4-dr., $1,700; Main 


(6) 4-dr., $1,425. '55 Thunderbird, §$2,- 
650°; Fairlane (8) Crown Victoria, $1,- 
800°; conv., $1,745*%; Country sedan, | 


$1,730; 2-dr., $1,595*; Victoria, $1,495°*; | 





Custom (8), ‘-dr., $1,370° adr... $1,180. BILL McCRACKEN and 
HUDSON .'52 4-dr $305°" "50 Pacemaker | CHICAGO — Greater Chicago Auto ROY McMANAMA All Checks Insured by Fidelity Ins. Co. of Tenn. | 
MERCURY 56 M s $2 ee toe & Seem, 5 oe =| (Dealers Only} oan Reneaen ~ "Suone o-40us | 

—’ onterey Sport coupe, 7 ees MS . & - | 

550° (ps), $1,850. '54 Monterey Sport Midway Airport (Thurs. 12 Noon). Operating Since 1946 

See" "53 Gustons ey Sites, solo.’ ios. UINCY. sncy Auto Aucti pa 

,§ usto -dr., . \ ; Mon- —-! n uto Auction 

terey 4-dr., $550°. Q eer NEW YORK 

NASH—'56 Rambler 4-dr., $2,000. '51 Ram- Broadway. Friday. PENNSYLVANIA 


bier station wagon, $425. 

OLDSMOBILE—'56 (98) Holiday, $3,550* 
(ps); (88) Super Holiday, $3,050* (ps). 
"55 (88) Super Holiday, $2,175*, $2,000*; 
Deluxe 4-dr., $2,080*; 2-dr., $1,595*; 
(98) 4-dr., $2,075* (ps). '53 (98) 4-dr., 
$1,040* (ps); (88) 4-dr., $895*. 

PACKARD—’'52 4-dr., $160. °51 (300) 4- 
dr., $425*. 

PLYMOUTH—'56 Belvedere (8) 4-dr., $2.- 
055*; Plaza (6) coupe, $1,665. '55 Savoy 
(8) station wagon, $1,725*; 2-dr., $1,100; 
Savoy (6) 4-dr., $1,230. '54 Savoy club 
coupe, $745, $725. 

PONTIAC—'54 Chieftain (8) 4-dr., $1,- 

$870*; 2- 


"53 Chieftain (8) 4-dr., 
dr., $760*. °51 4-dr., $210. 
STUDEBAKER — ‘50 Commander Land 


Cruiser, $145*. 
WILLYS—’'48 Jeepster, $260. 
MISCELLANEOUS — '56 Chevrolet %-ton 


pickup, $1,660; %-ton pickup, $1,320. '52 
Dodge %-ton pickup, $410. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 

day. Prices are for sale of July 3.) 

(Sold 191 cars out of 301 offerings.) 

BUICK—’'56 Century station wagon, $2,725* 
(ps); Special conv., $2,600* (ps); 4-dr., 
$2,435*. '55 Special Riviera, $2,115* (ps); 
4-dr., $1,910*; Super Riviera, $1,960* 
(ps); Century conv., $1,810*. '54 Special 
conv., $1,.650*; Super Riviera, $1,605*. 

CADILLAC—’55 (62) 4-dr., $3,680* (ps); 
conv., $3,540* (ps). "54 (62) conv., §2,- 
860* (ps); 4-dr., $2,695* (ps); (60) 
Special 4-dr., $2,550* (ps). ‘53 (62) 
coupe, $1,800* (ps). 

CHEV ROLET—'56 Bel Air (8) Sport coupe, 
$2,100* (ps). °55 Bel Air (8) Handyman, 
$1,870*; 4-dr., $1,570*; Two-ten (6) 
Handyman, $1,620; 2-dr., $1,060; 4-dr., 
$1,050; One-fifty (6) 2-dr., $1,035; 4-dr., 


Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 





AUTOMOTIVE NEWS, JULY 16, 1956 


500. °'55 Fairlane (8) conv., $1,815*; 
Victoria, $1,710*, 2 at $1,695*, $1,645°, 
$1,620* (ps); Crown Victoria, $1,705* 
(ps); 4-dr., $1,455; 2-dr., $1,400*; Main 
(8) Ranch Wagon, $1,340; Custom (8) 
4-dr., $1,270; 2-dr., $1,200. 

HUDSON—’53 Hornet 4-dr., $480*. '52 Hor- 
net 4-dr., $245°. 

KAISER—’53 Manhattan 4-dr., $400*; $390. 

MERCURY — '56 Custom coupe, $2,200*, 
$2,170*, $2,135*. °55 Montclair conv., 
$1,850* (ps); coupe, $1,750*. ‘54 Mon- 
terey Sun Valley, $1,535*; coupe, $1,495*; 
conv., $1,390*; Custom Sport coupe, $1,- 

| 300%; 2-dr., $1,035. 

NASH—’55 Rambler 2-dr., $900. '54 States- 
man 4-dr., $955; 2-dr., $770. '53 States- 
man club coupe, $810*; Rambler station 
wagon, $450. '52 Statesman 4-dr., $460, 

85. 

OLDSMOBILE—’56 (98) Holiday, $2,915* 
(ps); (88) Holiday, $2,785* (ps), $2,605* 
(ps). '55 (98) Holiday, $2,520* (ps), $2,- 





1956 


$880 $873 






$943* 






$915 





$873 $874 


$852 


220* (ps); (88) Holiday, $1,855* (ps). 
"54 (98) conv., $1,815* (ps); (88) Holi- 
day, $1,765* (ps). 

PACKARD—’53 Clipper 4-dr., $850*. °52 




















Nov. Dec. Jan. Feb. March Apr. May June July (200) 4-dr., $340*. "49 4-dr., $230. 

To Date PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 

* Prices of ’56s added; ’48s dropped. 530° (ps). '54 Belvedere conv., $1,165; 

4-dr., $975*; Savoy 4-dr., $725*; Plaza 

2-dr., $650. °53 Cambridge Suburban, 

$980. '54 Bel Air Sport coupe, $1,295*; , DeSOTO —'54 Powermaster 4-dr., $750*. meen > jo ne $440. '51 Cam- 
4-dr., 2 a 1,150*, ,140*; — "52 Fire Dome (8) 4-dr., $270*. ridge Suburban, $315. 

ee a . PONTIAC —'55 Star Chief (8) Catalina, 


4-dr., $765* (ps), $495. ’53 Bel Air Sport | DODGE—’55 Royal Lancer, $1,725*; Coro- $1,795* (ps); Chieftain (8) 2-dr., $1,225. 


* , 
coupe, $1,035* (ps), $935. net 4-dr., $1,505*; 2-dr., , 31,330. 53 '54 Chieftain (8) 4-dr., $1,695*: 2-dr., 
CHRYSLER — '55 NY St. Regis, $2,365*| Meadowbrook 4-dr., $270*. '51 Meadow-/ 1 1125*. '52 Chieftain (8) 2-dr., $560*. 
(ps); Windsor 4-dr., $1,835* (ps). '52| rook 4-dr., $260*. ’51 Silver Streak (8) 4-dr., $425*, $360*, 
Saratoga 4-dr., $570*. ’51 Windsor New- | FORD—’56 Thunderbird, $3,100*; Country! $285*; Catalina, $375*. 





port, $435* Squire, $2,400* (ps); Main (8) 2-dr., $1,-| STUDEBAKER — '55 Commander club 





y Rates: 
$3.50, 52-times. 
umns.) For Display 








CALIFORNIA MICHIGAN | NEW YORK 





SACRAMENTO AUTO AUCT.—4304 
W. Capitol Ave., West Sacramento, 
Ph. HU. 1-4076 (Thurs. 12 noon). 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


Flint Auto Auction, Inc. | 


a Western Rd. Flint, Michigan 





COLORADO Exclusively for Dealers 
| Here in the shadow of General Motors, you | EXCLUSIVELY FOR AUTO DEALERS 
t 
COLORADO a a You are 100% safe because all titles 
| NEW CAR DEALERS balance their stock here | and checks ore insured 


AUTO AUCTION | —Why not visit us real soon? 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 


Owners: 
Francis R. Cassell 
Carroll Kopfer 


Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
ver, Colo. 


| 

| 

| 
Auctioneers: | 

Colonels Johnny Wood and Dean Davis | 
All cars paid for by our own check os 
i 

| 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spieiman 
| John W. Becker 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 | 
M. D. McCollum, Mgr. Phone Cedar 9.4492 | 











MISSOURI - 
NORTH CAROLINA 








ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 | aon 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 
Owned and Operated by 


the First National Bank of Englewood. RALEIGH Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





DENVER AUTO AUCTION 
(Denver's Oldest Auto Auction) 


4595 S. Santa Fe Littleton, Colo. | 
Ph. SU i-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 











ILLINOIS 














NEW YORK STATE’S OLDESY 
NATIONALLY KNOWN 


TIM ANSPACH 


MICHIGAN 








MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 


GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half B= west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col, W. E. ‘Bill’ Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 


Dealer Auto Auction 


Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 











LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.). aa 


MICHIGAN 








tion. Every Tuesday, 12 Noon. 


TENNESSEE 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 





JOHNSON AUTO AUCTIONS 
HUNTSVILLE, ALABAMA Every Friday 
NO SALE—NO FEE 
FREE PLANE TICKETS for BUYERS 
| (Buy 3 cars or more and we pay plane fare 


Conveniently located 1% mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S$. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 


Insured Checks and Titles 
Lawrenceburg, Tenn. Every Tuesday 


Phone Dunkirk 3-0150 || 








| 


| LINCOLN 
| MERCURY 


EMLENTON — Emlenton Auto Auc- | CADILLAC—’56 (62) 








Model Breakdown 
Of Auction Average 











July,1956 June, May, 
Model To Date 1956 1956 
BD vovewecesees $2,164 $2,183 $2,164 
1955 1,524 1,589 1,573 
a 1,085 1,117 1,032 
BD semis 739 744 740 
en 485 504 138 
a 347 344 336 
256 253 249 
BED. sunsnne 180 182 i81 
Overall 
Average $ 847 $ 864 $ 3852 


cc 
coupe, $1,640*. '54 Champion 4-dr., $740, 
‘53 Commander 4-dr., $535. °52 Cham- 
pion club coupe, $265*. 
WILLYS—’53 station wagon, $450 
MISCELLANEOUS — ’51 Hillman M i nx, 
$250. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of June 29.) 

(Prices have been steady the past thirty 
days. Sold 223 cars out of 309 offerings.) 


BUICK—'55 RM Riviera, $2,150* (ps). ‘54 
Super Riviera, $1,525* (ps), $1,425°; 
Special Riviera, $1,455* (ps). '53 Special 


4-dr., $955*, $765*, $700; Riviera, $900*; 


Super Riviera, $975*. ‘50 Super 4-dr., 
$270*; Special 4-dr., $245*, $240*, $155, 
$125 

CADILLAC—’'56 (62) coupe, $4,165* (ps). 
"55 (62) coupe de Ville, $3,540* (ps); 
conv., $3,535* (ps); 4-dr., $3,025* (ps). 
"54 (60) Special 4-dr., $3,010* (ps); (62) 
4-dr., $2,650*° (ps) 

CHEVROLET—'56 Corvette, $3,075*; Bel 
Air (8) conv., $2,005*, $1,950; Two-ten 
(8) 2-dr., $1,800°. '55 Bel Air (6) 4-dr., 
$1,450*; Two-ten (6) station wagon, §$1,- 
330; Two-ten (8) 4-dr., $1,235*; $1,200. 
‘54 Bel Air Sport coupe, $1,100*, $1,090; 
Two-ten 4-dr., $865; One-fifty 4-dr., 


$685, $640, $550. "53 Bel Air station wag- 


on, $1,000; 2-dr., $715; Two-ten 4-dr., 
$685; club coupe, $605 

CHRYSLER—’'53 NY 2-dr., $905* (ps). '50 
Windsor 4-dr., $285, $240 

DeSOTO—'51 Custom 4-dr., $275. 

DODGE—'55 Coronet 2-dr., $1,400*. ‘53 
Meadowbrook 4-dr., $450. ‘52 Meadow- 


brook 4-dr., $280, $240. '51 Meadowbrook 
4-dr., $265. "50 Meadowbrook 4-dr., $180. 

FORD—'56 Fairlane (8) Victoria, $2,285* 
(ps), $2,100°. ‘55 Fairlane (8) conv., 
$1,715*; Custom (8) 2-dr., $1,200, $1,- 
O85*. ‘54 Crest (8) conv., $1,360*, $1,- 
300*; Victoria, $1,105; Custom (8) 2-dr., 
$990, $890; Main (8) 2-dr., $495. ‘53 
Crest (8) Victoria, $1,000*, $695*; Cus- 
tom (S) 2-dr., $760*, $735, $600; Main 
(S) 2-dr., $570. $550 

HUDSON—'55 Hornet Hollywood, $1.560*; 
4-dr.. $1,475*. ‘53 Hornet 4-dr., §400*° 
52 Hornet 4-dr., $205* 

"52 Capri 4-dr., 

mopolitan 4-dr., $120 

‘56 Monterey coupe, $2,200°*. 
55 Montclair conv., $1,790*; Custom 2- 
dr., $1,325. "54 Monterey coupe, $1.235*, 
$1,200*. "53 coupe, $810*; 4-dr., S775. ‘52 
{-dr., $535*, $409 

NASH 55 Rambler Cross Country, $1,- 
395*. ‘54 Rambler Country Club, $775. 
‘51 Rambler station wagon, $360 

OLDSMOBILE-'56 (88) Holiday, 
55 (98) Holiday, $2,290* (ps); 


$680*. °49 Cos- 


$2,490". 
(88) De- 





luxe Holiday, $2,085*; Super 4-dr., $1,- 
935° (ps). ‘54 (88) Super 2-dr., $1,545"; 
Deluxe 2-dr., $1,400°, $1,110*. ‘53 (S88) 
i-dr $1,115*, $1,000*, ‘52 (8S) 4-dr., 
s700° 

PACKARD~—°53 (300) 4-dr., $390* (ps) 

PLYMOUTH ‘55 Belvedere (8) conv., $1.- 
655* Savoy (8) 4-dr $1,195, $1,120; 
2-dr $1.170, $1.105, $1.015; Plaza (6) 
2-dr., $955. ‘53 Cranbrook conv s9n0* 
2-dr., $450; Cambridge 2-dr., $360 52 
Cranbrook 4-dr 275 

| PONTIAC—'55 Chieftain (8) 4-dr., $1,250 
53 Chieftain (S) conv $950°. $750° 
4-dr 770°, $725° "52 Chieftain (8) 
Catalina, $525*. ‘51 Silver Streak 8) 
conv., $39"* 

STUDEBAKER 55 President coupe, §$1.- 
630* (ps). "54 Commander 2-dr $925*. 
‘52 Champion coupe, $375 ‘51 Com- 
mander 4-dr., $320*, $185* 

WILLYS—'49 station wagon, $195. ‘48 sta- 


tion wagon, $175*, $145 


MISCELLANEOUS—'55 Volkswagen conv., 


$1,265 
| , 
ALBANY 
‘(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of July 2 


(The serious effect of the nation-wide 
steel strike on jobs in New York State 
and New England was felt in today’s 
market. The price change wasn’t drastic, 
but cars were more difficult to sell than 
usual, Dealers were trying to bail out at 
country cost. Average autos and older 
models were down a good $50 per unit. 
Better autos held about steady. Sold 166 
cars out of 211 offerings.) 


BUICK—’'55 Super Riviera, $2,000* (ps); 


Century Riviera, $1,900* (ps); Special 
4-dr., $1,900*; Riviera, $1,735*; 2-dr., 
$1,400. °54 Super 4-dr., $1,360*, $1,350°. 


’53 RM conv., $1,000*; 4-dr., $875*; Su- 
per 4-dr., $900*; Special 2-dr., $720, $710. 
‘52 Super Riviera, $580*. '51 Super conv., 


$380*; Riviera, $520*. '50 Special 4-dr., 
$340*; 2-dr., $310*; Super 4-dr., $250°*. 

conv., $4,470* (ps). 
"53 (62) conv., $1,700* (ps); 4-dr., $1,- 
500*. ‘50 (62) coupe, $940*. ‘49 (62) 


conv., $575*. °48 (62) coupe, $325*. 

CHEVROLET—’56 Bel Air (8) coupe, $2.- 
250°; Two-ten (6) 2-dr., $1,775. '55 Bel 
Air (8) Sport coupe, $1,560*; Two-ten 
(6) 2-dr., $1,250. °'54 One-fifty station 
wagon, $1,000; Two-ten 2-dr., $940; 4- 
dr., $770, $750, $570 (police). ‘53 Bel Air 
4-dr., $850; conv., $840; 2-dr., $600; 
Two-ten 4-dr., $800*, $700; One-fifty 
4-dr., $400, $350 (taxi). "52 SL Deluxe 
Bel Air, $590; conv., $525; coupe, $375; 
SL Special 2-dr., $375; 4-dr., $340. ‘51 
SL Deluxe 2-dr., $330, $300*, $270; coupe, 
$250. "50 SL Deluxe Bel Air, $380; 2-dr., 
$225; SL Special 4-dr., $130; FL Deluxe 
2-dr., $330. '49 SL Deluxe 4-dr., $21°, 
$200, $160; 2-dr., $150; FL Deluxe 2-dr., 
$150. 


: 150. 
| from your home town to Huntsville, Alabama) | CHRYSLER—'53 NY Newport, $775*. ’52 


Saratoga 4-dr., $310*. 
DeSOTO '52 Custom 4-dr., $320*. ‘51 


(Continued on Page 52, Col. 3) 
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month after month... 


1512 million’ men and women“live by the book” 


...and the book is Better Homes and Gardens ! 


4,250,000 DELIVERED COPIES EACH MONTH 
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The pages of BH&G are so rich with “how-to-do-it” that 5,750,000 readers clip articles and ads from “the book”. Are they 
used? 5,300,000 say they referred to clippings within the past few weeks... to help them live better, eat better, buy better! 
*15,500,000 people read an average issue of 
BH&G. One-third of the 123,800,000 people 10 


years of age and older in the U.S. read one or 1/3 of America reads 


more of every 12 issues. That’s 44,150,000 people 


who read Better Homes & Gardens—and over Better Homes and Gardens i 


40% of them are men! , ] ‘ 
b of Meredith Publishing Company, Des Moines 3, lowa 
*A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 


during the year... 
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cheerful, well-lighted 


500 NORTH BLVD. 





HERE'S HOW: You get 21,400 lumens 
with one 400-watt Guardian Series 
9000 Unit. Compare that output with 
17,000 lumens for the 400-watt 

JI mercury and about 8000 lumens 
from the average four 100-watt incandescent lamps. 


} 
Add “‘see-ability” and get “‘sell-ability’ / 
with Guardian Fluorescent Floodlights. / 


Write today for 
Guardian’s full-line catalog. 
GUARDIAN ight comrany 





qrerters Laberateney 

we “an 
ELECTRON FINTURE 
ISSUE HO 8 1850; 


Listed by 
Underwriters’ 
Loborotories, Inc. 
for outdoor 
operation 


Other Guardian economies include longer lamp 
life, lower operating and maintenance costs. And, 
of course, you’ll make more sales from 








lots. 


ac PARK, ILLINOIS 


MECHANIC’S 
BLACK LIGHT... 


s * 
Traces Oil Leaks to Source in Seconds! 
Which is leaking: crankcase or automatic transmission— 
and exactly where? 


This old problem, particularly costly 
and time-consuming to dealer service 
departments, can now be solved in a 
matter of seconds. A new Mechanic’s 
Black Light Lamp, guaranteed to iden- 
tify and trace any oil leak to its source, 
is now available at modest cost from 
the Black Light Corp. of America. 


Under the lamp’s ultra-violet rays, 
crankcase and transmission oils glow 
brightly with distinguishable colors. 
In most cases, the leak can be traced 
by merely applying the lamp’s rays to 
the crankcase-transmission area. 

When leakage is exceptionally difficult 
to trace, either of the following two 
methods will give you the answer— 


quickly, positively. 

(1) SPOT TEST—Put a drop of oil 
from the leaking area on a white blot- 
ter; then compare under the lamp 
with drops from the dipsticks of 
crankcase and transmission. Two of 
the three drops will match... there’s 
your answer! 


(2) LEAK -TRACING— Add % oz. Oil 
Glo #21 to crankcase and run motor. 
Then shine lamp under the car and see 
the leaking oil glowing brilliantly — 
right to its source! (If there’s no glow, 
the leak is from transmission.) Oil 
Glo #21 is colorless, harmless to 
engine; fluoresces only under black 
light rays. Leaves no stain! 


RECOMMENDED BY THE AUTO FACTORIES for their Dealers’ Service Depts. 


TRY FOR 10 DAYS WITH 
MONEY BACK GUARANTEE! 


If not completely satisfied, your 
entire purchase price will be 
promptly refunded. 


BLACK LIGHT CORP. OF AMERICA 
5114 Walnut Grove Ave., San Gabriel, California 


C] if UTILITY LAMP MODEL — Biak- 
Ray model X-4....... $16.75 


OIL GLO #21—16 oz. bottle 
(enough for 32 tests). .$6.75 


POCKET SIZE HAND MODEL — 
for most efficient and con- 
venient use. 10” long, weighs 
only 1 Ib. Durable black 


plastic. 
Includes cord and plug. Model 
SL-3660-M ......... $29.50 


BLACK LIGHT CORP. OF AMERICA 


Distributors for 
ULTRA-VIOLET Propucts, INc. 


Offices in Principal Cities 


ae en 5 
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Auto Auctions 





(Continued from Page 50) 


Custom Sport coupe, $415*, '50 Deluxe 
4-dr., $190. 
DODGE—’53 Coronet 4-dr., $725*; Mead- 


owbrook 2-dr., $650*. '51 Meadowbrook 
4-dr., $290. "50 Wayfarer 2-dr., $120. ‘49 
Coronet 4-dr., $120*. 

FORD — '56 Fairlane (8) station wagon, 
$2,085*; Victoria, $1,985* (ps); Main (8) 
4-dr., $1, 760. '55 Main (8) Ranch Wagon, 
$1,600; Custom (8) 2-dr., $1,120*. °54 
Custom (8) station wagon, $1,150; Cus- 
tom (6) 2-dr., $860; Crest (8) Victoria, 
$1,140. '53 Crest (8) conv., $1,060* (ps); 
Custom (8) 2-dr., $700, $575; Main (6) 
4-dr., $520; 2-dr., $470. '52 Custom (8) 
2-dr., $570, $400; 4-dr., $550*; Main (8) 
2-dr., $385; Main (6) 2-dr., $330. ‘51 
Custom (8) 2-dr., $360, 2 at $240; 4-dr., 
$390; conv., $320. '50 Custom (8) 2-dr., 
$225; Deluxe (8) 2-dr., $210; 4-dr., $180; 
Custom (6) 2-dr., $130. 

HUDSON—’55 Hornet coupe, 
Hornet 4-dr., $750. °53 
$710". 

MERCURY—’'56 Custom 2-dr., $2,235*. '55 
Custom 2-dr., $1,530*. "54 Monterey 2- 
r., $1,350*; conv., $1,340*; Custom 2-dr., 


$1,600*. ’54 
Hornet 4-dr., 


$1,100. "53 Monterey station wagon, $1,- 
100; 4-dr., $870*. ‘52 4-dr., $650, 2 at 
$600; coupe, $650*. '49 4-dr., $175, $130; 
conv., $140. 


NASH—’'55 Rambler station wagon, $1,185. 
‘53 Ambassador 4-dr., $520*. ‘51 Ram- 
bler station wagon, $130. 

OLDSMOBILE—’55 (88) Holiday, $2,000*. 
'54 (S88) Super 4-dr., $1,475* (ps). °53 
(88) Holiday, $1,080* (ps); 4-dr., $875*. 
"52 (88) conv., $675*. °51 (98) Holiday, 
$450*. °49 (S88) 4-dr., $170, $100*. 

| PACKARD—'49 Clipper 4-dr., $140. 

| PLYMOUTH—’'55 Savoy (8) 2-dr., $1,440* 

| (ps); Savoy (6) 4-dr., $1,230. '54 Belve- 





dere 4-dr., $880*. ‘53 Cranbrook 2-dr., 
$320. °51 Cranbrook conv., $310. '50 Spe- 
cial Deluxe station wagon, $410; coupe, 
$300. 

PONTIAC—’'53 Chieftain (8) 4-dr., $900*. 
‘52 Chieftain (8) station wagon, $720*; | 
Catalina, $650*, $610*; conv., $580*; 2- 


dr., $475. ‘51 Silver Streak (8) 4-dr., 
$380*, $360, $300*, $100. '50 Silver Streak 
(8) coupe, $270; 4-dr., $160. 
STUDEBAKER—’'55 Champion 4-dr., $885. 
‘50 Champion coupe, $120. 
WILLYS—'56 Jeep, $1,500. 
| MISCELLANEOUS — '55 Chevrolet 
| pickup, $960. ‘54 Ford %-ton pickup, 
| $650; Opel (4) 4-dr., $300. '53 Chevrolet 
1-ton cab and chassis, $360. '51 Ford %- 
ton stake, $250. ‘50 Chevrolet 2-ton cab 
and chassis, $150. '48 Ford %-ton pickup, 
| $145. "47 Ford %-ton stake, $150; Inter- 
national 1-ton wrack, $125. 


LITTLETON, COLO. 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of July 2.) | 
(Sold 270 cars out of 420 offerings.) 
BUICK—'56 Century Riviera, $2,555*; Spe- 
cial Riviera, $2,530*°, $2,465* (ps). °55 
Super Riviera, $2,220* (ps), $2,130° (ps), 
$2,065* (ps), $2,045* (ps), $1,920* (ps); 
RM Riviera, $2,090* (ps); Special Rivi- 
era, $1,875* (ps), $1,705*. '54 RM Rivi- | 
era, $1,545* (ps): Super 4-dr., $1.360° 

(ps). °53 Super 2-dr., $1,060* (ps); 4- 


\%-ton 





., $805*. 
CADILLAC—'56 (62) sedan de Ville, $5,- 
050° (ps), $4,985* (ps), $4,800° (ps); 


conv., $4,600° (ps), $4,500° (ps). "55 (62) | 
coupe, $3,600° (ps), $3,325° (ps). °54| 
(62) coupe de Ville, $2,855* (ps); conv., 
$2,750* (ps). ‘53 (62) coupe de Ville, 
$1,785* (ps). 

CHEVROLET — '56 Corvette, $3,000; Bel 
Air (8) 4-dr., $2,435, $2,425°, $2,290°; | 
conv., $2,425; Sport coupe, $2,285*, $2,-| 
090; Two-ten (8) club coupe, $2,050*, | 
$1,990, $1,950°. "55 Bel Air (8) station 

wagon, $1,905*, $1,875 (ps), $1,875; Two- | 
ten (6) station wagon, $1,650, 8 at $1,- 
600; Two-ten (8) 4-dr., $1,400*°, $1,180. 
‘54 Two-ten station wagon, $1,145. ‘53 

| Bel Air Sport coupe, $900*, $875, $865. 
| °52 SL Deluxe 4-dr., $520°; FL Deluxe) 


| 2-dr.. $415. 51 SL Deluxe 2-dr., $355. 

CHRYSLER—'56 NY 4-dr., $3,100° (ps). 
‘55 NY 4-dr., $2,120° (ps). ‘54 NY 4-dr., 
$1,455* (ps), $1,205° (ps). "53 NY Town 
& Country, $1,450* (ps); 4-dr., $865° 
(ps), $650° (ps); Imperial 4-dr., $990*° 
(ps). "52 Windsor 4-dr., $520*; Imperial 


Newport, $490°*. 

| DesoTO_ 56 Fire Dome (8) Seville, $2,- 

| 375°: 4-dr., §2,.730*. °52 Powermaster 

club coupe, $455°. "51 club coupe, $310. 

| DODGE — '55 Royal 4-dr., $1,790° (ps); 

| Hardtop, $1,680*; Coronet (8) Hardtop, 

| $1,740*. '53 Coronet (8) 4-dr., $750*; 2- 
dr., $455*. ‘52 Coronet (6) club coupe, 
$420°. 

FORD—’56 Thunderbird, $3,060*; Fairlane 
(8) 4-dr., $2,250* (ps), $1,780; Custom 

|} (8) 2-dr., $1,750, $1,725. °55 Fairlane 

(8) Crown Victoria, $1,875* (ps), $1,820* 
(ps); conv., $1,800* (ps), $1,675; Vic- 
toria, $1,685*, $1,655*, $1,525 (ps), $1,- 





460*; Custom (8) 4-dr., $1,205, $1,195. 
"54 Custom (8) 4-dr., $1,045, $980*. °53 
Main (8) Ranch Wagon, $1,015, $925. '52 
Crest (8) Victoria, $605*. "51 Custom (8) 
Victoria, $430, $390°*. 

| HUDSON—’55 Hornet (8) Hollywood, $1,- 
900*; Rambler club coupe, 2 at $1,550. 

| °51 club coupe, $275*. 

| LINCOLN—’54 Capri Hardtop, $1,885* (ps), 
$1,750* (ps). '52 Cosmopolitan Hardtop, 
$990*; Capri Hardtop, $815°*. 

MERCURY—’56 Montclair coupe, $2,420* 
(ps), $2,350* (ps); Custom 4-dr., $2,095*. 
55 Custom 4-dr., $1,545. °54 Monterey 
4-dr., $1,400, $1,350*° (ps). ‘53 station 
wagon, $1,170, $1,135*, $985*; Monterey 
4-dr., $990* (ps). °52 Monterey 4-dr., 
$650*. 

NASH—’55 Rambler club coupe, $1,500. °54 
Rambler station wagon, $1,100. 

OLDSMOBILE — ‘56 (88) Super Holiday, 
$2,600* (ps); Deluxe Holiday, $2,580* 
(ps); 4-dr., $2,495*. '55 (98) 4-dr., $2,- 
125* (ps), $1,980* (ps); (88) Holiday, 

| $2,125*, $1,855*. '54 (98) Holiday, 2 at 
$1,790" (ps); (88) Holiday, $1,635*. ’53 
(98) conv., $1,085* (ps). 

PACKARD—’55 Clipper 4-dr., $1,385. °53 
4-dr., $605. 

PLYMOUTH—’56 Plaza (6) 4-dr., $1,600, 
$1,530*. '55 Belvedere (8) 4-dr., $1,600*; 
Savoy (8) 4-dr., $1,400", $1,165 (ps); 
Savoy (6) club coupe, $1,085; 4-dr., $1,- 
045. 53 Cranbrook 4-dr., $520. '51 Cran- 
brook Belvedere, $365. 

PONTIAC—’56 Chieftain (8) station wag- 
on, $2,765* (ps); Catalina, $2,070*; Star 
Chief (8) Catalina, $2,635*. ‘55 Star 


(Continued on Page 53, Col. 1) 


‘Young Wilkins isn't 
Top Brass yet, but 
he's certainly got 
the earmarks ! 


Young Wilkins wasn’t included in the 
most recent Reading Habits Survey of 
the Chicago Daily News. It stuck to Top 
Brass. only, and the results were. impres- 
sive. The Survey showed that the News 
is FIRST in readership among top execu- 
tives in Chicago advertising agencies, 
financial houses, department stores and 
large industrial firms. Advertisers al- 
ready know that the News is FIRST in 
selling efficiency. It goes into more than 
600,000 homes a day (more on Satur- 
day), and advertisers welcome this 
quick-response market. Sales and profits 
prove, again and again, that— 


The CHICAGO DAILY NEWS. 


HITS HOME 
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$155; 4-dr., $120. ‘49 Custom (8) club 
coupe, $180; 2-dr., $160; coupe, $140. 
rs . NASH — ‘52 Statesman 4-dr., $420. '50 | 
Statesman 4-dr., $200. | S U OR 
Used-C or Auction Pp rices OLDSMOBILE—'5 (8%) Holiday, $2,000° THREE DISTRIBUTORSHIPS AVAILABLE ) 
(ps). 
PLEMOUTE—'ss Cranbrook 4-dr., $600. for the newest and most 
‘52 Cranbrook "4-dr., $350; club coupe, Germa 
(Continued from P: 52 $345. '51 Cambridge sedan, $250; Cran- | exciting a cer 
te ae qroek S-4r., GEES, "00 Special Delune ¢- ST. LOUIS ... DES MOINES . . . MEMPHIS 
i Chief (8) 4-dr., $1,800° (ps); Chieftain $2,000*; 4-dr., $1,900* (Ps). ‘53 Fire | PONTIAC—'55 Chieftain (8) 4-dr., $1,-| 
fi (8) Catalina, $1,740*. '54 Star Chief (8) | Dome (8) 4-dr., $725* (ps). '52 Custom| 500*. ‘54 Chieftain (6) 2-dr., $695, °53 cupety thom. Cactlovs frandile- 
Catalina, $1,305*; Chieftain (8) 4-dr., 4-dr., $350*. Chieftain (8) 2-dr.. $675*. °51 Silver! ing? Yes! 
$1,145*, $965*. DODGE—'56 Custom Royal 4-dr., $2,425* Streak (8) 4-dr., $290. 49 Silver Streak | ing es 
| sTUDEBAKER—'52 Champion 2-dr., $300./ (ps). ’55 Coronet 4-dr., $1,575*; Royal) (8) 4-dr., $100*. ’48 Torpedo (8) 4-dr., | The LLOYD 600 policy guarantees 
| WILLYS—’55 station wagon, $1,420. '50/ 4-dr., $1,485*. ‘54 Meadowbrook 4-dr.,| $100* chet datas ean a 
€ Jeepster, $520. $650. °53 Coronet station wagon, $765;| MISCELLANEOUS—’55 Ford 2-ton truck, | a ene a can supply 
MISCELLANEOUS—’55 GMC bay Meadowbrook station wagon, $735. '52| $1,330. '53 Ford %-ton hoist, $875, '52| his dealers with all cars needed. 
up, $685. '54 GMC %-ton pickup, , Coronet Diplomat, $280*. Ford 1%-ton pickup, $590. | . ee 
$680. '49 Willys %-ton pickup, $360, $300, | FORD—’56 Thunderbird, $3,080*. 55 Coun- Outstanding opportunity in these 
$295. ‘41 International %-ton pickup, trv Squire. $2,030*: conv., $1,770*, $1,- VALDOSTA, GA cities for those who ACT NOW! 
$125. 655°. $1.635*, $1,600*; Country sedan, . = : 4 : Be first on list for future open- 
$1,650; Fairlane (8) 2-dr.. $1,475*; Cus- ‘Tom Hewitt Auto Auction. Sales every . * See ctat 
EBENSBURG, PA tom (6) 2-dr., $1,150; Main (6) 2-dr.,| Thursday and Friday. Prices are for sales New areas are opened only sings on other territorities, phone, 
’ é $900. °54 Custom (8) 2-dr., $1,050*; | of July 5-6.) when we KNOW that we can  wire.or write— 
(Ebensburg Auto Auction. Sale every Main (6) 4-dr.. $485. ’53 Crest (8) Coun- . (Market really good in this area as to- 
rsday. Prices are for sale of July 5.) try Squire, $1.095*; Victoria, $1,000*; acco is coming up.) 
~ ce very active in spite of steel conv.. $870, $730; Main (6) 2-dr., $500. | BUICK—’'56 Century Riviera, $2,525*; Spe- LLOYD CARS CORPORATION OF AMERICA 
strike. Market uncertain, Sold 71 cars "52 Custom (8) 4-dr., $650, $580; Main cial Riviera, $2,455*. '55 Super Riviera, | Box 987 . South Bend, Indiana U Kiondike 543 
out of 91 offerings.) (6) 2-dr.. $400. °51 Custom (8) conv., $2.000*. ‘53 RM 2-dr., $925. ‘47 4-dr., 
BUICK—’50 Special 4-dr., $160. $385*. $305. : $140 
CADILLAC—'52 (62) 4-dr., $1,345*. °'47| HUDSON—'54 Hornet Hollywood, $700*. CADILLAC—'56 (62) 4-dr., $4,600* (ps), 
2-dr., $105*. °46 4-dr., $115*. LINCOLN — '54 Capri 4-dr., $1,475*. °51 $3.750* (ps). '55 (62) coupe de Ville, $3. - 
CHEVROLET—’55 Two-ten (8) 2-dr., $1,- Cosmopolitan 4-dr., $300*. 475* «ps). '52 (62) coupe de Ville. $1,- 
220, $1,200*. °53 Two-ten 4-dr., $650) MERCURY—’56 Montclair Hardtop, $2,500* 400* «(ps). "50 (62) coupe de Ville, $835* 
2-dr., $535. °52 FL Deluxe 2-dr., $450*; (ps). °55 Montclair 4-dr., $1,975* (ps): , "49 (62) 4-dr., $625* 
SL Deluxe 2-dr., $405. ‘51 SL Deluxe coupe, $1,650*; Custom 2-dr., $1,310. '54| CHEVROLET—’'56 Bel Air (8) conv.. $2,- | 
2-dr., $380. °50 SL Deluxe 2-dr., $250, Monterey coupe. $1,325; Custom 4-dr., 130*; Two-ten (8) 2-dr.. $1,930*. '55 Bel 
$210; FL Deluxe 4-dr., $120, $100; 2-dr., $1,075. $770. '53 Monterey coupe, $1,045, Air (8) 4-dr., $1,475*. '54 Bel Air 4-dr., | 
$195. °49 SL Deluxe 2-dr., $160, $150. $1,040*: Sport coupe, $880. '52 Custom $1,010. ‘53 Bel Air 4-dr., $760*. '52 SL| 
°46 4-dr., $130. 4-dr., $690. $665. $620 Deluxe 4-dr., $630, $395. '50 SL Deluxe 
CHRYSLER—’51 Windsor 2-dr., $370. NASH—’55 Rambler Country club, $1,275. 2-dr., $375. '49 SL Deluxe 2-dr.. $290 
DeSOTO—’55 Fire Dome (8) Hardtop, $1,- ’53 Statesman 4-dr., $580. '51 Statesman 48 FL 4-dr., $225. '47 FL 2-dr., $125. 
735* (ps). °53 Coronet (8) Diplomat, 4-dr.. $225: Rambler Country club, $345. | DeSOTO—'52 2-dr., $325. ‘48 Deluxe 2-dr., | 
$660*. OLDSMOBILE—’55 (88) Holiday, $2,225* $180* 7 | 
DODGBR — '53 Coronet 4-dr., $625*. '52 (ps), $2,205* (ps), $1.750*: conv., $2,-| DODGE—’56 Custom Royal 4-dr., $2,070*; 
Meadowbrook 4-dr., $310*. ‘51 Coronet 075*: 4-dr., $1,950*. °54 (88) 4-dr., $1,- Coronet 4-dr., $1,700. °54 Royal 4-dr., 
club coupe, $315*. '49 Wayfarer roadster, 075*. °53 (88) Holiday, $1,240*; (98) $960. '52 Meadowbrook 2-dr., $360. ‘50 
$160. 4-dr., $975* (ps); Holiday, $900* (ps) 2-dr., $160° 
FORD—’56 Fairlane (8) conv., $2,135*. "55 *52 (88) Holiday, $800*; 4-dr., $700*. '51| FORD—'56 Fairlane (8) 2-dr., $1,900*. '55 
Custom (8) 4-dr., $1,225; Fairlane (8) (88) 2-dr., $400; (98) 4-dr., $380*. °50 Fairlane (8) 4-dr.. $1,440*. ‘54 Custom 
4-dr., $1,160*; Custom (6) 2-dr., $995 (98) conv., $200* 2-dr., $1,045. °53 Custom 2-dr., $735. '52 
54 Crest (8) Country Squire, $1,200*. 53) PLYMOUTH—’'56 Plaza (6) 2-dr.. $1,450. Sasa. S es “a _o- 2. 
Crest (8) Victoria, $970*; Country Squire, ’55 Belvedere (8) 4-dr., $1,335*. '51 Cran- < " Sustom 4-dr., , a -dr., Tailored Trunk Mat No. TM-10 in 1955 
$910*; Custom (8) 4-dr.,. $700*. "51 Cus-| brook Belvedere, $290. $100. "41 4-dr., $305; coupe, $120 PUT YOUR UCED CARC IN CHAPE ! FORD Feiiane 
tom (8) 2-dr., $400, $370*, $295*; Deluxe | PONTIAC—’'55 Star Chief (8) conv., $1,- HU DSON— 55 Rambler 4-dr., $1,480* 
(8) 2-dr., $355, $320; 4-dr., $290. 50) 660° (ps): Chieftain (8) Catalina, $1,-| LINCOLN — ‘56 Premiere coupe, $3,850* | ae Ze ; ‘ ’ 
Deluxe (8) 2-dr., $170. ’49 Custom (8)| 600*: 2-dr., $1.500*, $1,490*: 4-dr.,| | (ps). Don't miss a sale because you failed to install tailored-to-fit 
2-dr., $130. $1.300*. ‘54 Chieftain (8) Catalina, $1,-| MERCURY — '56 Monterey Hardtop, $2,- ; j 
HUDSON—’51 Wasp conv., $270*. 425° (ps); Star Chief (8) conv., $1.345*| 250°. '55 Monterey coupe. $2,050* (ps). | rear floor and trunk mats. It takes just a few minutes to clean up 
LINCOLN—’'54 Capri coupe, $1,450* (ps). (ps). '53 Chieftain (8) Catalina, $925*; 54 Custom 2-dr., $890. °52 Custom Hard- ‘ 
MERCURY—'54 Hardtop, $1,165*. ’53 Mon-| 4-dr., $835*. '52 Chieftain (8) 4-dr.,| top, $580*. '51 coupe, $295. your Ford trade-ins . . . only costs a few dollars. Order today 
terey 4-dr., $775*; 2-dr., $700. °50 2-dr., $350°*. OLDSMOBILE — 55 (88) Super Holiday. - i 
$175, $145. STUDEBAKER — '53 Commander 4-dr.,| $2,010* (ps). '54 (98) 4-dr., $1,565. '52 from your favorite specialty jobber. 
NASH—'53 Rambler 2-dr., $670*. $535. '52 Champion 4-dr., $305. '51 Cham- (88) Holiday, $695*; (98) 4-dr., $500* 
OLDSMOBILE—'51 (88) 4-dr., $400*%. '50| pion 4-dr.. $200 49 conv.. $160°. ; 
(88) 2-dr., $295*. "49 (76) conv., $250*.| MISCELLANEOUS — '54 Chevrolet to w| PLYMOUTH—'56 Savoy (8) 4-dr., $1,845°. | 
PLYMOUTH — ‘53 Cranbrook 4-dr., $600.| truck, $890. ‘53 Dodge %-ton pickup,| ‘51 Cambridge 2-dr., $200. ‘50 conv., & REPLACEMENT REAR FLOOR & TRUNK MATS 
'50 2-dr., $260 $500. $450. '49 station wagon, $380, $325. 
PONTIAC—'52 Chtetvain (8) Casein, oes; PONTIAC—'S6 re ee = aa $2,-| F MATS UNLIMITED, Inc. DANVILLE, ILLINOIS 
Star Chief (8) 4-dr., 80. ’ Shieftain CITY (Continued on Page . Col. 3) ! 
(6) 2-dr., $200. '49 Silver Streak (8) 4- NEW YORK ™ ——— 
dr. $110* (Skyline Auto Auction. Sale every Tues- 
STUDEBAKER — ‘54 Commander 2-dr.,| day. Prices are for sale of July 3.) 
$325*. °48 Commander 4-dr., $105. (Market red hot as our pre-holiday 
WILLYS—’54 2-dr., $480. '50 station wag-| sale was one of the year’s best. The mar- 
an $175* ket remained firm right down the line 
MISCELLANEOUS — '55 Chevrolet oo as clean and sharp units are very scarce P 
ickup, $985. '52 Chevrolet %-ton pickup,| in the New York area. Sold 114 cars out 
$510 P49 Chevrolet %-ton pickup, $385:| of 128 offerings.) ride the crest of the 
Studebaker %-ton pickup, $125. BUICK—’55 RM 4-dr., $1,.750* (ps): Spe- 
cial 2-dr.. $1.445*. °54 Century Riviera, 
CHICAGO | $1,440*. $1,415*; Super Riviera, $1,410. 
$1.310*; 4-dr.. $1.375*, $1,125; Special 
(Greater Chicago Auto Auction. Sale Riviera, $1.300* (ps;; 4-dr.. $1,130. '53 
every Thursday. Prices are for sale of RM 4-dr., $930* (ps); Special 4-dr.. $670 
July 5.) "52 Special 2-dr., $550*, $460. °51 Special 
(Market strong, even on later models. | 2-dr., $430°; Super 4-dr.. $400*; Riviera. | 
Sold 167 cars out of 257 offerings.) $360. '50 Super conv., $290*; 4-dr., $285*; | 
BUICK—'56 Super Riviera. $2,590* (ps);| Special 4-dr., $265, $250*, $225, $205*; 
Special Estate Wagon, $2,490°. '55 Cen-| 2-dr.. $250* | 
tury Riviera, $1,965*; Special Riviera, | CADILLAC—'54 (62) 4-dr., $2,400* (ps) 
$1,920*; RM 4-dr., $1,865* (ps). '54 RM "52 (62) 4-dr., $1.010°. °51 (60) Special 
conv., $1,600* (ps); Century 4-dr., $1,-| 4-dr., $1,115*°, $1,000°; (62) 4-dr., $1,-| 
475°. °53 RM conv., $1,040*; Riviera, ans | 
$915* (ps); Special conv., $1,040*; 4-dr., | CHEVROLET—'55 Two-ten (6) Delray. $1,-| 
$855*, $835*: Super Riviera, $995*, $970*.| 190°: 4-dr.. $1,145, $1.140. $1.100: 2-dr., 
"52 Super Riviera, $635*; 4-dr., $600*. $1.210. $1.175, 2 at $1.130. $1,110; One- 
"51 Super Riviera. $450* fifty (6) 2-dr., $895. '54 Bel Air conv., 
CADILLAC—’56 (62) sedan de Ville, $4,- $1.000; Two-ten 4-dr.. $835; One-fiftv 
525* (ps); coupe de Ville, $4.485* (ps);| 4-dr., $630: 2-dr., $705. $640. $615. °53) 
conv., $4,395* (ps); coupe, $3,950* (ps).| Bel Air Snort coupe. $700; 4-dr., $690; 
’55 (62) coupe de Ville, $3,580* (ps); Two-ten 2-dr.. $600; One-fifty 4-dr., 
coupe, $3.430* (ps); 4-dr., $3,100* (ps), | $330. "52 SL Deluxe conv., $590; 4-dr., 
$3,050* (ps). °54 (62) conv., $2,830° $485, $450. '51 SL Deluxe Bel Air, $345°*: 
(ps); 4-dr., $2,600* (ps), $2,550° (ps). | 4-dr., $400. $330*: 2-dr.. $300; Delivery 
’53 (62) coupe de Ville, $1,875* (ps). '52| sedan, $170. '50 SL Deluxe 2-dr., $280, 
(62) 4-dr., $1,250*, $1,195*. ‘51 (62) $200, $155; conv., $160: club coupe, $115. | 
coupe de Ville, $1,035*; 4-dr., $795; (60) "49 SL Deluxe 2-dr., $120 | 
Special 4-dr., $850*. CHRYSLER—’53 Windsor 2-dr.. $585. °51) 
CHEVROLET—'56 Bel Air (8) conv., $2,- NY 4-dr., $280* (ps); 2-dr., $275°*. — 
125*;: Two-ten (8) Sport coupe, $1,885. | DeSOTO —'53 Powermaster 4-dr.. $580*, | ab’ 
"55 Bel Air (8) Sport coupe, $1,545; 2-dr., $535*. "52 Custom 4-dr., $360. '51 Deluxe 
$1,335*, $1,300; Two-ten (8) 4-dr., $1,- 4-dr.. $250* | 
255: One-fifty (6) 2-dr., $1,120, $1,035, | DODGE—’'51 Wayfarer 2-dr., $305*: Hard- 
$985. °'54 Bel Air Sport coupe, $1,160;| top. $285; Meadowbrook 4-dr., $180*. '50 an 
Two-ten Delray, $900; 4-dr., $840*. '53 Coronet 4-dr., $130* | 
sri0, ‘ar ‘$800; Tworten 4-dr., $080, | 180. "54 Main (6) 2-dr.. 2 at $679: 4-04. P. T-PACKED AND POWER PROVEN 
: $710; 4-dr., $800; Two-ten 4-dr., $680. 180. '54 Main (6) 2-dr., 2 at $675; 4-dr., ROFI a A 
x "52 SL Deluxe 4-dr., $500. $425. ‘53 Main (8) Ranch Wagon, $650°*; 
CHRYSLER—’'55 Windsor Nassau, $1,930* 4-dr., $370; Custom (8) 2-dr., $760°. '52 : aaealineatill 
(ps). Main (8) 2-dr.. $385. —— — —__— , ES 
DeSOTO—'55 Fire Dome (8) Sportsman, | HUDSON—’'52 Hornet 4-dr., $405. — ial not 
Se | Tiss 6ér.. S376. “SS Manhattan, 





4-dr.. $180*. 

LINCOLN—'53 Cosmopolitan Hardtop. $1,- 
075* (ps). "52 Cosmopolitan 2-dr., $670*. 

MERCURY—'51 4-dr., $375*, $275. '50 4- 
dr $150 

NASH—’52 Rambler station wagon, $525. 

OLDSMOBILE—’51 (98) Holiday, $450*. 
"50 (98) conv., $170* 

PACKARD—’52 club coupe, $300*. '50 Clip- | 
ver 4-dr.. $145°*. 

PLYMOUTH—’53 Cranbrook 4-dr., $505. | 
’50 Special Deluxe 4-dr., $105. | 

PONTIAC—'55 Star Chief (8) station wag- 
on. $1,950*. '53 Chieftain (8) 4-dr., $750, 
$500 

STUDEBAKER—'52 Champion 2-dr.. $300, 
$235*. '50 Commander 4-dr., $140*. 

WILLYS—'49 Jeepster $100 | 

MISCELLANEOUS—'54 Ford %-ton panel, 
$475. '53 Vauxhall 4-dr., $410. 


New Cfrand iiGH-EFFICIENCY 
QUIET-TONE’ FIBERGLASS PACKED MUFFLERS 






Attention All Dealers! 


In most instances, factory-in- 

stalled optional duals are not 

available as an accessory kit. 

pao =} The demand from your cus- 
PE 











ORIGINAL 
FARGO, N. D. tomers whose cars are not 
(Tri-State Auction Co. Sale every Thu as 
“s il aaa t r ° ° 
day. Prices are for sale of July 5.) Two equipped with duals is tremen- 
(Consignment down because of holiday. GRAND dous. Additional horsepower 
Sold 52 cars out of 77 offerings.) MUFFLE cr e e 
BUICK '52 Super Riviera, $450". Liecele V8 for their cars means additional 
HEV ET—’56 Bel Air (8) 4-dr., $2,- 
F w Onl 1 a $2,175. = Two-ten (8) = ORIGINAL wave profits for — 
or nly— .180, $1,130. '54 Bel Air 4-dr., $965. PE DUAL SIDE Oldsmebi 
omen y ao Air _— $705; Two-ten 2-dr., | we » TAIL PIPE Packard = * ane ene rfect fit- 
Paul McCabe, sales manager, Napoleon ; 4-dr.. $735; One-fifty club coupe, i Ri * 
pasion ieee m cations aoe $645. '51 SL Deluxe 4-dr., $305*. '50 SL DUAL SIDE ORIGINAL Plymouth V-8 cag uals for all V-8 installa 
' ’ } aS . Deluxe 4-dr., $325; 2-dr., 2 at $305. TAIL PIPE TAIL PIPE Pontiac V-8 tions. 
ciples of the tubeless tire to Mrs. Louis | DeSOTO—’51 Custom 2-dr., $305. '50 Cus- Studebaker V-8 
J. Fabbri, New Kensington, Pa., during oon <. ae ore. "es Order Grand duals from your 
. 0 — s -dr., $1,270. : 
@ two-hour mechanical class for “women |" ‘Wain (8) Ranch Wagon, $1,025: Custom Guaranteed To Fit All V-8 Cars and 6Cyl.Chevrolets Grand jobber today! 


only.” The class, an idea of McCabe's, (8) 4-dr., $975*. °53 Crest (8) Country 


was presented by deolership employes | () 4-dr., $500"; 3-ar..' $000. °S2 Main GRAND AUTOMOTIVE PRODUCTS 


and Pontiac officials in the Pittsburgh ‘ ° * er ; 
aie. Goevs Sv. anit. "00 Comm th) Se” 2055 Ruby Street © Melrose Park, Illinois \ 








Quantity 
PRODUGTION 


Qe 
GREY TRON) GASTING 


+ 


Ss QESFGEN OS 
STARGEST AND MOST MODERN 
PRODUCTION “FOUNDRIES 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


AN eS, 


CHATTANOOGA 














| 

1 

1 
225*. 
Star 


$1,800. ’54 
(ps). °53 
$1,025* ; 
(8) 2-dr., 


’55 Chieftain (8) conv., 
Chief (8) 4-dr., $1,300* 
Chieftain (S) station wagon, 
Catalina, $840. ‘52 Chieftain 
$600*, $550. 


OMAHA 


‘Richard Abel Auto Auction. Sale every 
Tuesday. Prices are for sale of July 3.) 

(Consignments and buying off due to 
the holiday.) 


BUICK—'56 Super Riviera, $2,625* (ps), | 
$2,555*, £2,475* (ps), $2,445* (ps). ‘55 
Special 4-dr., $1,495. ‘54 Super Riviera, 
$1,600*, $1,530*, ‘53 Super Riviera, $1,- 
000*; 4-dr., $810*, '52 Super 4-dr., $515*. 
‘51 conv., $230*. 

CADILLAC—’'56 (62) coupe de Ville, $4,- 
800* (ps). '54 (62) coupe, $2,780*. 

CHEVROLET—'56 Bel Air (8) 4-dr., $2,- 
155* (ps). '55 Bel Air (8) 2-dr., $1,475*, 
$1,370*: Two-ten (8) 2-dr., $1,325*. °54 
Two-ten station wagon, $1,085. °'53 Cor- 
vette, $1,025*; Two-ten 2-dr., $825; Bel) 
Air 4-dr., $790; Sport coupe, $785*; 2-dr., 
$755; Bel Air (6) 4-dr., $745*. ‘52 SL 
Deluxe Bel Air, $615*; sedan, $500*. '49 
sedan, $135 

CHRYSLER—'49 NY 4-dr., $200*. 


DODGE—’53 Meadowbrook 4-dr., $445 





N.Y. Coliseum 
‘Picked as Site of 
30th AAMA Show 


PHILADELPHIA. —- The Auto- 


| motive Accessories Manufacturers | 
|of America will hold its 30th anni-| 


versary exposition in the New York | 


Coliseum Feb. 4-7. 


Herman L. Erlichman, the show’s | 


general manager, said 250 exhibitors | 


reserved space in the first 10 days 
after distribution of the AAMA 
brochure. 

Erlichman expects more than 500 
exhibitors to be in the fold by show 
time and predicted that the 1957 
event would be the biggest in the 
organization’s history. 








FOR FULL 
EXHIBIT 
DETAILS ... 








COMMERCIAL MUSEUM, PHILADELPHIA 
November 10 to 17, 1956 
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Used-Car Auction Prices 





(Continued from Page 53) 


| FORD—’56 Fairlane (8) Victoria, $2,090*. 
‘55 Fairlane (8) 4-dr., $1,400*; Custom 
(8) 2-dr., $1,275, $1,250; 4-dr., $1,185. 
"53 Main (8) 4-dr., $615; 2-dr., $600. 
‘52 Main (6) 2-dr., $470. '51 Custom (8) 


conv., $500; Custom (6) 4-dr., $250. ’49 
Custom (8) 4-dr., $200*. 
KAISER—’51 Deluxe 4-dr., $105*. 
LINCOLN—’51 Cosmopolitan Sport sedan, 
S8470*. 


MERCURY—’55 Sport coupe, $1,405. ’51 
2-dr., $495*; 4-dr., $320*. '49 4-dr., $220. 


OLDSMOBILE—’56 (S88) Holiday, $2,470*. 
"54 (S8) 4-dr., $1,450* (ps). ‘52 (98) 
4-dr., $765*; 2-dr., $640 

PLYMOUTH ’51 Cranbrook Belvedere, 
$495. 

PONTIAC—’'56 Chieftain (8) Catalina, §2,- 
015*. °53 Chieftain (8) station wagon, 
$750* 

STUDEBAKER—’51 Champion 4-dr., $220. 

WILLYS—’54 station wagon, $790. '50 sta- 


tion wagon, 8360. 

MISCELLANEOUS 
pickup, $235. °49 
$250 


"50 International %-ton 
Willys 1-ton 


pickup, 
JENISON, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of July 3.) 
(Sharp autos still bringing the high 
dollar. Today’s sale had a few more aver- 
age to poor cars than in recent weeks. 
Sold 100 out of 146.) 
BUICK—’'55 Century conv., 
$1,890*, $1,745; Super 
(ps); Special Riviera, 
$1,S00*; 2-dr., $1,700. '54 Century 4-dr., 
$1,490*, $1,450*; RM _ Riviera, $1,480* 
(ps); Super Riviera, $1,405*. °53 Super 
Riviera, $925*; Special 4-dr., $925*. °42 
4-dr.. $245 
CADILLAC—’'56 
"54 (62) 4-dr., 
CHEVROLET—'56 Bel Air (8) 4-dr., $1,- 
960*, $1,940, $1,915, $1,840* (ps); Bel 
Air (6) 4-dr., $1,895*; One-fifty (8) 2-dr., 


$2,175; 
Riviera, $2,070* 
$1,990*, $1,870*, 


2-dr., 


(62) 4-dr., 
$2,600* (ps). 


$3,900* (ps). 


$1,715*. °55 Bel Air (8) club coupe, §$1,- 
740*, $1,595*, $1,500; conv., $1,735*; 4- 
dr., $1,465* (ps); Two-ten (8) station 
wagon, $1,605; 4-dr., $1,315, $1,200; Two- 
ten (6) 4-dr., $1,115*; One-fifty (6) sta- 
tion wagon, $1,405. '54 Bel Air conv., 
$1,300* (ps), $1,250; 4-dr., $1,050*, $1,- 
025, $1,000, $995* Two-ten 2-dr., $850. 
‘53 Bel Air club coupe, S$S885*, SS800*; 
4-dr., $765. ‘50 SL Deluxe club coupe, 
$300; FL Deluxe 2-dr., $185. '39 4-dr., 
$200. 


DeSOTO—’55 Sport coupe, $1,710* (ps). 

DODGE—’53 Meadowbrook 2-dr., $505. °50 
Wavfarer 2-dr., $265 

FORD—’'56 Parklane station wagon, 
200* (ps). °55 Thunderbird, $2,500*; 
Fairlane (8) 4-dr., $1,325; Custom (8) 
4-dr., $1,195; Custom (6) 4-dr., $1,050. 
‘54 Crest (8) Victoria, $1,105; Custom 
(8S) 2-dr., $1,015*. "53 Crest (8) conv., 
$840; Main (8) 2-dr.. $630. °51 Custom 
(8) 4-dr., $255. '50 Custom 4-dr., $275. 

HUDSON—'51 Pacemaker 2-dr., $150. 

MERCURY—’55 Monterey club coupe, $1,- 
770*. '54 Monterey club coupe, $1,185. 
‘52 2-dr., $440. "51 club coupe, $300. 

NASH—'48 Ambassador 4-dr., $115. 

OLDSMOBILE—’55 (98) club coupe, $2,- 
275* (ps), $1,760 (ps); 4-dr., $2,000* 
(ps); (88) Super 2-dr., $2,000* (ps), $1,- 
750°, $1,745*; Deluxe conv., $1,995*. °54 
(88) Super 2-dr., $1,685* (ps). 52 (88) 
2-dr., $645*. "51 (88) 2-dr., $370*; (98) 
4-dr., $370*, $300*. '50 (98) 4-dr., $125*; 
(88) 4-dr., $115*. °49 (88) 2-dr., $105*. 

PACKARD—'53 (300) 4-dr., $675*. 

PLYMOUTH—’'55 Belvedere (8) 2-dr., $1,- 
450*. °53 Cranbrook 4-dr., $595; Cam- 
bridge 2-dr., $510. '51 Special Deluxe 4- 
dr.. $205, 

PONTIAC—'55 Star Chief (8) conv., $1,- 
950* (ps); Chieftain (8) Catalina, $1,- 
720*, $1,715*, $1,525*, $1,500*. °54 Star 
Chief (8) 4-dr., $1,070*; Chieftain (8) 
4-dr., $930*, $925*, $815*. '53 Chieftain 
(S) 4-dr., $710. °52 Chieftain (8) sedan, 
$460*. 

MISCELLANEOUS—’52 Studebaker 
pickup, $440. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of July 4.) 
(We had a very hefty holiday sale, al- 








$2,- 











\% -ton 


though offerings were down more than 50 
percent. Sold 75 cars out of 93 offerings.) 
BUICK—’50 Special 4-dr., $260. 


CADILLAC—'56 (62) 4-dr., $5,230* (ps); 
coupe de Ville, $4,200* (ps). ‘51 (62) 
4-dr., $900. ’50 (62) 4-dr., $900* (ps), 

CHEVROLET—’56 Bel Air (8) 2-dr., §2,. 
105*. °53 Bel Air conv., $880*; Two-ten 
station wagon, $790; 4-dr., $715; 2-dr 


$645; One-fifty 2-dr., $680. '52 SL Deluxe 
"51 SL 


conv., $520; 4-dr., $330. Deluxe 
2-dr., $480; 4-dr., $265. '50 SL Deluxe 
2-dr., $275; 4-dr., $245. "49 SL Deluxe 
4-dr., $280, $220; 2-dr., $165, $155. ‘48 
FL 2-dr., $190. 

CHRYSLER—’52 Saratoga 4-dr., $530* 

DODGE—'49 2-dr., $130. 

FORD—’56 Custom (8) 4-dr., $1,630*, $1,. 
620. °55 Fairlane (8) conv., $1,655"; 
2-dr., $1,480*; Custom (8) 2-dr., $1,300*, 
$1,235. °53 Custom (8) 2-dr., $885; club 
coupe, $760*; Main (8) 4-dr., $630. ‘52 
Custom (S) 2-dr., $575, $470; 4-dr., $535, 


’51 Custom (8) 4-dr., $485*; 2-dr., $4180; 
Deluxe (8) 2-dr., $250, $240. ’50 Custom 
(8S) conv., $480; 2-dr., $435, $330. ‘49 
Custom (8) 2-dr., $150. ’48 Deluxe 4-dr., 
$155. 

MERCURY—’'52 Custom 2-dr., $620*, ‘51 
2-dr., $405*, $400*. ’48 club coupe, $235, 

NASH—’51 Rambler 2-dr., $245; Ambassa- 
dor 4-dr., $150. 





OLDSMOBILE—’53 (S88) 4-dr., $1,060*. '52 
(88) 4-dr., $655*. °49 (SS) conv., $215 
PLYMOUTH—’'53 Cranbrook 2-dr., $395, 
'50 Special Deluxe 4-dr., $315, $280. 


PONTIAC—’54 Chieftain (8) 2-dr., §$1,- 


015*. °53 Chieftain (8) 4-dr., $800*. 
STUDEBAKER ‘51 Commander 4-dr., 
$270*. '50 Champion 4-dr., $130. 
MISCELLANEOUS—’39 Ford %-ton pick- 
up, 8160. 
* * * 


— Auctions in Brief — 
MANHEIM, PA. 


Manheim Auto Auction. Sale every Friday 
(July 6). Consignments were lower than 
usual this week, probably due to the holi- 
day and threatening weather. Sold S83 per- 
cent of 274 cars 


x * * 
INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (July 5). All clean autos 
remained steady with a good percentage 
sold, Holiday cut the number of cars con- 
signed. 
* * * 
PHILADELPHIA 
Harold B. Robinson Auto Sales Auction. 
Sales every Tuesday and Thursday (June 


28-July 3). Due to the holiday, the market 

was off slightly. We believe we'll be back 

to normal next week. Sold 192 out of 220. 
* * * 


SYRACUSE 

Syracuse Auto Auction. Sale every Tues- 
day (July 3). Demand strong for clean cars 
of all makes from °'49 through ‘55. Espe- 
cially strong demand for '52, '53 and ‘54 
Fords, Chevrolets, Mercurys, Buicks, 
Oldsmobiles, Cadillacs and Lincolns. The 
buyers go wild over clean station wagons, 
and clean Hudsons have plenty of takers, 
Today’s sale was a typical holiday sale— 
down on cars. However, there was nothing 
*““down’’ about the prices as buyers from 
Mass., Vt., Pa., plus the N. Y. State boys 
contested sharply for those clean and 
sharp cars. 


°56 Service Boom 


Seen by Permatex 


NEW YORK. — Meeting vehicle 
service needs of 57 million vaca- 
tioners this summer will produce 
a record volume averaging $12,000 
each for the nation’s 400,000 auto- 
motive service establishments, 
according to Zac Drake, general 
sales manager, Permatex Co. 

During the next two and a half 
months when vacation travel will 
reach an alltime high, service and 
repair shops will realize a mini- 
mum of 25 percent of yearly gross, 
said Drake. 7 

He said that his company’s pre- 
vacation sales are approximately 
21 percent higher than last year. 








Look-Politz Survey Shows... 


°97 Car Market in Suburbs 


NEW YORK. — More suburban 
and small-city families are think- 
ing in terms of a new car between 
now and next February than are 
big-city families or families living 
in rural areas, according to “Sur- 
vey of U. S. Markets, 1956,” a new 
research study conducted by AIl- 
fred Politz Research, Inc, under 
the sponsorship of Look magazine. 


A total of 2,200,000 families 
living either outside the central 
city in metropolitan areas or in 
smaller urban communities not 
included in any metropolitan 
area have the purchase of a new 
car under serious consideration 
by February, 1957, according to 
the survey. This compares with 
1,700,000 big-city families and one 
million families in rural districts. 
On an income basis, the study 

shows that 2,500,000 families with 
incomes under $5,000, and 2,400,- 
000 families whose incomes exceed 
$5,000 annually said they were ser- 
iously considering the purchase of 
a new car by next February. 
As another important gauge of 
future market potential, the Look- 
Politz study supplies the automo- 


tive industry with figures on obso- 
lescence. 

For example, it shows that over 
half the nation’s car-owning fami- 
lies, 19,300,000, have models dating 
back to 1952 or earlier; 9,150,000 
own ’53 or ’54 models; and 6,900,000 
own ’55 or ’56 models. 

As of February, 1956, when all 
interviews were conducted, a total 
of 4,900,000 U. S. families — or ap- 
proximately one out of every 10— 
were seriously considering the pur- 
chase of a new automobile by 
February, 1957, according to the 
survey. 

All figures cited, whether on 
car ownership or buying plans, 
apply to private households only, 
and do not include export sales 
or cars bought for fleets or mili- 
tary uses. 

Look points out that, since un- 
foreseen events may cause con- 
sumers to change their minds 
about making various expendi- 
tures, the information on buying 
plans should be considered as: an 
indication of the market potential, 
rather than an actual forecast of 
what will be purchased. 
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C t Pri New C 
The following advertised-delivered prices | urban V-8, $2,724; 4-dr. 6-pass. Sierra, 2-dr. sed., $2,250; 4-dr. hardtop, $2,454; 
include the suggested base factory list | V-8, $2,712.25; 4-dr. 8-pass. Sierra V-8,|2-dr. hardtop, $2,384.50. Custom—4-dr. 
prices, Federal excise tax amounts and | $2,817.75; 4-dr. 6-pass. Custom Sierra V-8, sed., $2,406; 2-dr. sed., $2,346.50; 4-dr. 
gugeested dealer delivery-and-handling | $2,864; 4-dr. 8-pass. Custom Sierra V-8, | hardtop, $2,551; 2-dr. hardtop, $2,481; 
eharces. Not included are variable items | $2,969.50. bers $2,707.50; 4-dr. 6-pass. stat. wag., 
FORD—<(Prices for 6-cyl. models; for| Srontemey nian eee eats, Was: $2,815, 
V-8s, add $99.98.)—-Mainline—4-dr. sed.,/ top, $2,696; 2-dr. hardtop, $2,626; 4-dr 
$1,891.48; 2-dr. sed., $1,846.30; business | ¢ piss stat’ wag.. $2,973. Montclair—4-dr. 
2-dr., $1,744.22. Customline — 4-dr. sed., ‘ ‘ a7 : - ; 


passed on to the retail buyer, such as 


State and local taxes, transportation 
echarces and optional equipment. 

BUICK—Special—4-dr. sed., $2,412; 2- 
dr. sed., $2,353; 4-dr. hardtop, $2,524; 2- 
ar. hardtop, $2,453; conv., $2,736; 4-dr. 2- 


geat stat. wag., $2,771. Century — 4-dr. 
hardtop, $3,020; 2-dr. hardtop, $2,958; 
conv $3,301; 4-dr. 2-seat stat. wag., 
$3,251. Super —4-dr. sed., $3,245; 4-dr. 
pardtop, $3,335; 2-dr. hardtop, $3,199; 
conv., $3,539. Roadmaster—4-dr. sed., $3,- 
498; 4-dr. hardtop, $3,687; 2-dr hardtop 
$3,586; conv., $3,699. (Dynafiow standard 
on Century, Super and Roadmaster. Power 
Steering standard on Super and Road- 
master.) 

CADILLAC — Series 62—4-dr. sed., $4,- 
291; 2-dr. hardtop, $4,196; 4-dr. Sedan 
de Ville hardtop, $4,748; 2-dr. Coupe de 
Ville hardtop, $4,619; conv., $4,761; 2-dr. 
Eldorado Seville hardtop, $6,551; Eldorado 
Biarritz conv., $6,551. Series 60 Special— 
4-dr. sed., $5,042. Series 75—8-pass. sed., 
$6,608; 8-pass. lim., $6,823. (Hydra-Matic 


and power steering standard.) 


CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99.)—One-Fifty— 
4-dr. sed., $1,865; 2-dr. sed., $1,822; utility 
sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 
Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- 
908; 4-dr. hardtop, $2,113; 2-dr. hardtop, 
$2,059; cl. cpe., $1,967; 2-dr. 2-seat stat. 
wag., $2,211; 4-dr. 2-seat stat. wag., $2.,- 
259; 4-dr. 3-seat stat. wag., $2,344. Bel Air 
—4-dr. sed., $2,064; 2-dr. sed., $2,021; 4- 
dr hardtop, $2,226; 2-dr. hardtop, $2,172; 
conv $2,340; 4-dr. 3-seat stat. wag., 
$2,478; 2-dr. 2-seat Nomad stat. wag., 
$2,604. Corvette—Hardtop cpe. or conv., 
(V-8 only), $3,145. 


CHRYSLER—Windsor—4-dr. sed., $2,- 
865.75; 2-dr. Nassau hardtop, $2,900.25; 
4-dr. Newport hardtop, $3,123.75; 2-dr. 
Newport hardtop, $3,036.75; conv., 
331.25; 4-dr. stat. wag., $3,593.50. New 
Yorker—4-dr. sed., $3,774.50; 4-dr. New- 
port hardtop, $4,097; 2-dr. Newport hard- 
top, $3,946.50; 2-dr. St. Regis hardtop, 
$3,990.50; conv., $4,237.75; 4-dr._ stat. 
wag., $4,518.50. 300B —2-dr. 
414.25. (PowerFlite standard 
Yorker. ) 


CLIPPER—Deluxe — 4-dr. 
Super—4-dr. sed., $2,866; 
$2,916. Custom—4-dr. sed., 
hardtop, $3,164 


CONTINENTAL 2-dr. sed., $9,538. 
(Turbo-Drive and power steering standard.) 
DeSOTO — Firedome — 4-dr. sed., $2,- 
673.25; 4-dr. Seville hardtop, $2,828.25; 
2-dr. Seville hardtop, $2,729.25; 4-dr. 
Sportsman hardtop, $2.948.75; 2-dr. Sports- 
man hardtop, $2,849.75; conv., $3,076.75; 
4-dr. stat. wag., $3,366.25. Firefilte—4-dr. 
sed. $3,114.50; 4-dr. Sportsman hardtop, 
$3.426.50, 2-dr. Sportsman hardtop, §$3,- 
341.50; conv., $3539.50; Pace Car conv., 
$3,610.50. (Powerflite standard on Fire- 
flite.) 


DODGE — Coronet 6 —4-dr. sed.. §$2,- 
263.50; 2-dr. sed., $2,190.50. Coronet V-8— 
4-dr. sed., $2.371.25; 2-dr. sed., $2,298; 
2-dr. 500 sed., $2,529.90; 4-dr. hardtop, 
$2,547.50; 2-dr. hardtop, $2,433.50; conv., 
$2,773.50. Royal — 4-dr. sed., $2,508.75; 
4-dr. hardtop, $2,692.75; 2-dr. hardtop, 
$2,578.75. Custom Royal—4-dr. sed., $2,- 
618.75; 4-dr. hardtop, $2,802.75; 2-dr. 
hardtop, $2,688.50; conv., $2,908. Station 
Wagons—2-dr. Suburban 6, $2,487.25; 2-dr. 
Suburban V-8, $2,595; 2-dr. Custom Sub- 


on New 
sed., $2,731. 


2-dr. hardtop, 
$3,069; 2-dr. 





Calendar 


(Continued from Page 10) 


General 
National Electronics 
Hotel Sherman, Chicago. 


Paris Auto Show, Grand 


Oct. 1-3 
ference, 
Oct. 414 
Palais, Paris. 

Oct. 10-12 National 
Meeting, Society of 
neers, Hotel 


Con- 


~ Transportation 

Automotive Engi- 

New Yorker, New York. 

Oct. 17-27 — International Motor Show, 
Earis Court, London, England. 

Oct. 22-26—National Industrial 
& Management Conferences, 
Artillery Armory, Detroit. 

Oct. 22-26—44th National Safety Congress 
and Exposition, Conrad Hilton, Con- 
gress, Morrison and LaSalle Hotels, 
Chicago. 

Oct. 23-25—IIth Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St, Louis. 

Oct. 29-31—Annual Convention and Ex- 
hibit, Truck Body & Equipment Assn., 
Sherman Hotel, Chicago. 

Nov, 1-12—National Diese! Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 7-9—American 
Convention, Hotel 
York, 

Nov. 8-9—National Fuels and Lubricants 
Meeting, Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 9-I1—Automotive Warehouse Dis- 
tributors Assn., Inc., Membership Meet- 
ing and Conference, Palmer House, 
Chicago. 

Dec. 28-Jan. 
Auto Show. 
Minneapolis. 

Jan. 14-18—Annual 
Automotive Engineers, Sheraton- 
Cadillac and Statler Hotels, Detroit. 


Jan.—Sixteenth Annual Convention, Truck- 


Exposition 
Detroit 


Finance Conference 
Commodore, New 


6—Annual Upper Midwest 
Minneapolis Auditorium, 


anation, Society of 
he 


Trailer Manufacturers Assn.. Hotel Del 
Coronado, San Diego, Calif, 
Feb. 4-7—National Automotive Acces- 


sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 
March I1-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers’ Assn., Windsor Hotel, 
Montreal. 
March 13-14—National Automotive Serv- 
ice Show, Show Mart Bidg., Montreal. 

’ 


hardtop, $2,830.50; 2-dr. hardtop, $2,760.50; 





$1,981.76; 2-dr. sed., $1,935.58; 2-dr. hard- 
top, $2,098.93. Fairlane—4-dr. sed., $2,- 
089.64; 2-dr. sed., $2,043.46; 4-dr. hardtop, 


$2,895.50. 
METROPOLITAN—2-dr. hardtop, $1,527; | 


conv., 


$2,244.80; 2-dr. hardtop, $2,189.98; Crown | conv., $1,551 
Victoria 2-dr., $2,333.75; conv., $2,355.07. [ASH—s 
Station Wagons — 2-dr. 2-seat Ranch oc 6 Ae ‘tae VO". Pont 
Wagon, $2,181.05; 2-dr. 2-seat Custom | 4°35) seq $2 591: Custom 4-ar, 006 . $2,- | 
Ranch Wagon, $2,245.60; 2-dr. 2-seat cig. 2dr. hardtop, $2,681. Ambassador | 
Parklane, $2,424.05; 4-dr. 2-seat Country Super “6 4-6f. 606. $2,685. Ambassador 


Sedan, $2,292.87; 4-dr. 3-seat Country Se- 


; , 7 
dan, $2,424.05; 4-dr. 3-seat Country Squire, | \UPer V-8—4-dr. sed., $2,997. Ambassador 


Custom V-8—4-dr. sed., $3,236; 2-dr. hard- 


$2,528.60 Thunderbird—Hardtop cpe. (V-8 o oF 
only), $3,147.60 ee 
2 . OLDSMOBILE — Series 88 — 4-dr. sed., 
HUDSON — Wasp Super 6—4-dr. sed.,| 59493; 2-dr. sed., $2,418; 4-dr. hardtop, 
$2,416. Hornet Special V-8—4-dr. sed., $2,667; 2-dr. hardtop, $2,595. Super 88— 
| $2,626; 2-dr. hardtop, $2,741. Hornet Super | 4 ar sed., $2,635; 2-dr. sed., $2,569; 4-dr. 
6—4-dr. sed., $2,770. Hornet Custom §—/ hardtop, |$2,876:' 2-dr. hardtop, $2,803; | 
4-dr. sed., $3,019; 2-dr. hardtop, $3,136. | cony., $3,026. Series 98—4-dr. sed., $3,- 
Hornet Custom V-8—4-dr. sed., $3,286; | 993. ‘4-ar hardtop, $3,546; 2-dr hardtop 
2-dr. hardtop, $3,429 $3,475; conv., $3,735. (Jetaway Hydra- 
IMPERIAL—Imperial 4-dr. sed., $4,- Matic and power steering standard on 
827; 4-dr. hardtop, $5,220.50; 2-dr. hard- Series 98.) 
top, $5,089.25. Crown Imperial—4-dr. 8- PACKARD — Executive—4-dr. sed., $3,- 
pass. sed., $7,597.50; 8-pass. lim., $7,-| 465; 2-dr. hardtop, $3,560. Patricilan— 
731.50. (PowerFlite and power steering 4-dr. sed., $4,160. 400—2-dr. hardtop, 
standard.) $4,190. Caribbean—2-dr. hardtop, $5,495; 
LINCOLN—Capri — 4-dr. sed., $4,207; | COMV., $5,995. (Ultramatic standard.) 
2-dr. hardtop, $4,114.50. Premiere—4-dr. PLYMOUTH—Plaza 6—4-dr. sed., $1,- 
sed., $4,596; 2-dr. hardtop, $4,596; conv., | 922.50; 2-dr. sed., $1,879.50; bus. cpe., 
$4,742. (Turbo-Drive and power steering 51 780.50. Plaza V-8—4-dr. sed., $2,025.75; 
standard. ) 2-dr. sed., $1,982.75; bus. cpe., $1,883.75. | 
MERCURY—Medalist—4-dr. sed., $2,309; | Savoy 6—4-dr. sed., $2,021.50; 2-dr. sed., 


$3,- | 


hardtop, $4,- | 





| Super 


$1,978.50; 2-dr. hardtop, $2,125.75. Savoy 
V-8—4-dr. sed., $2,124.75; 2-dr. sed., $2,- 
081.75; 2-dr. hardtop, $2,228.25. Belvedere 


6—4-dr. sed., $2,105.50; 2-dr. sed., $2,- 
062.50; 4-dr. hardtop, $2,277.50; 2-dr. 
hardtop, $2,209.75. Belvedere V-8 — 4-dr. 


sed., $2,208.75; 2-dr. sed., $2,165.75; 4-dr. 
hardtop, $2,381; 2-dr. hardtop, $2,313; 
conv., $2,473.50. Fury—2-dr. hardtop, §$2,- 





862. Suburban 6 — 2-dr. 2seat Deluxe 
stat. wag., $2,192.50; 2-dr. 2-seat Custom 
stat. wag., $2,263.50; 4-dr. 2-seat Custom 
stat. wag., $2,309.75; 4-dr, 2-seat Sport 
stat. wag., $2,479.75. Suburban V-8—2-dr. 
2-seat Deluxe stat. wag., $2,296; 2-dr. 
2-seat Custom stat. wag., $2,367; 4-dr. 
2-seat stat. wag., $2,413.25; 4-dr. 2-seat 
Sport stat. wag., $2,583.25. 

PONTIAC—Chieftain 860—4-dr. sed., $2,- | 
294; 2-dr. sed., $2,236; 4-dr. hardtop, $2,- | 
439; 2-dr. hardtop, $2,366; 2-dr. 2-seat 


stat. wag., $2,564; 4-dr. 3-seat stat. wag., 
$2,647. Chieftain 870—4-dr. sed., $2,409; 


| 4-dr. hardtop, $2,530; 2-dr. hardtop, $2,476; 


4-dr. 2-seat stat. wag., $2,744. Star Chief 

4-dr. sed.. $2,523; 4-dr. hardtop, $2,731; 
2-dr. hardtop, $2,661; conv., $2,853; 2-dr. 
2-seat Safari stat. wag., $3,124. 


RAMBLER—Deluxe—4-dr. sed., $1,826. 
4-dr. sed., $1,936; 4-dr. 2-seat stat. 
$2,230. Custom—4-dr. sed., $2,056; 
hardtop, $2,221; 4-dr. 2-seat stat. 
wag.; $2,326; 4-dr. 2-seat hardtop stat. 
wag., $2,491. 

STUDEBAKER — Champion 6 — 4-dr. 
sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr. 
sedan, $1,943. Hawk 6—Flight Hawk 5- 
pass. cpe. $1,982. Commander V-8—4-dr. 
sedan, $2,121; 2-dr. sedanet, $1,970; 2-dr. 
sedan, $2,072. President V-8—4-dr. sedan, 
$2,231; 2-dr. sedan, $2,184. President Clas- 


wag., 
4-dr. 


sic—-4-dr. sedan, $2,485. Hawk V-8—Power 
Hawk 5-pass. cpe., $2,097; Sky Hawk 
2-dr. hardtop, $2,473; Golden Hawk 2-dr. 


hardtop, $3,057. Station Wagons—Pelham 
6-cyl. 2-dr., $2,229; Parkview V-S 2-dr., 
$2,350; Pinehurst V-8 2-dr., $2,525. (Over- 
drive standard on Golden Hawk.) 


|homa City; 


Dealers Council 
Meets Executives 


Of Buick Today 


FLINT. — The National Buick 
Dealers Council, representing 3,- 
500 Buick retailers from coast to 
coast, will meet here today (July 
16) and tomorrow. The 12 council 
members were elected by fellow 
Buick dealers as the final step in 
formation of an organization to 
provide a discussion forum of 


| mutual problems with central office 


executives, 
Members are George B. Wallace, 
Portland, Ore.; Fred J. Fletcher, 


|San Jose, Calif.; H. H. Lacey jr., 


H. Mead Norton, Okla- 
C. E. Childers, Chi- 
cago; C. A. Gilbert, St. Louis; E. 
Peerce Lake, Cleveland; Russell G. 
Milne, Detroit; J. Saxton Lloyd, 
Daytona Beach, Fla.; Leo B. 
Huckabee, Macon, Ga.; Walter W. 
Stillman, Englewood, N. J., and 
Daniel B. Brooks, Baltimore. 

“The national council members 
will present dealers’ recommenda- 
tions for the solution of important 
matters concerning our business to 
top Buick personnel,” Edward T. 
Ragsdale, Buick general manager, 
said. 


Dallas; 





There’s extra profit 


—DO YOU SEE IT? 


Are you missing a chance to get extra 
profits now when car selling is more com- 
petitive than ever? 


Sell Motorola Car Radios. They’re 
custom designed to fit and match the 
instrument panel of most cars. They’re 
the best known, the best sellers. Sales 
are 30% ahead of last year’s . . . and will 
grow even bigger this year. 


Motorola has just brought out a fine 
new car radio line for ’56. These new sets 
have the famous patented VOLUMATIC 
circuit that lets Motorola sets play even 
under bridges and among tall buildings. 


They retail from $39.95 to $99.95. And 





deep profit margins give you room to 
make the best possible deal. 


Installation charges give you still more 
profit margin. Even your greenest 
helper can install Motorola Car Radios 
in just a few minutes’ time. Remember, 
they’re designed to custom-fit instru- 
ment panels of most cars without cutting 
or drilling. 


Don’t you owe it to yourself to get the 
facts about the plus-profit Motorola car 
radio business? Just send us this coupon. 
You’ll get full information promptly. No 
obligation. 


Firm 





Street 
oe ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 


MOTOROLA 


Wovld's Largest Exclusive Electronics Manufacturer 

Motorola, Inc., Dept. AN-7, , 4545 W. Augusta Bivd., Chicago 51, Ill. 
Attn.: 
Please give me all facts about the Motorola Car Radio business. 
Thank you. 
Name 


Car Radio Department 





isa sa a 


State____ 
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EXTRA COPIES AVAILABLE 


Order one now for your: 


S SERVICE DEPARTMENT 
SALES DEPARTMENT 


@ LIBRARY 


ENGINEERING STAFF 


$250 per copy 
Automotive News 


2666 Penobscot Bidg. 


Detroit 26, Mich. 


Here’s how you can help increase 


ERVICE JOBS UP T0 50% 


with your present setup ! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, u 

your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 


Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 
Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


EXECUTONE, INC., Dept. K-3 


| 
! 
| 
| 
an 


|Step Hailed by Wecker . 


Dealer Council Set 


For GM of Canada 


OTTAWA. — Formation of a 
dealer council by General Motors 
dealers across the country has 
been revealed. Balloting by GM 
dealers established the 34-man 
Council in three regional groups, 
with all sizes of dealerships rep- 
resented, 

“The Canadian Dealer Council 
will be a forum for free discussion 
on products, policies and other 
matters that are shared by the 
dealer-company partnership,” GM 
President W. A. Wecker stated. 

“We believe that the Council 
will provide invaluable assist- 
ance and advice in all phases 
of the company’s activity. It will 
be an important factor in help- 
ing to maintain the top-ranking 
position our products enjoy in 
the highly competitive automo- 
bile market. 

“Our leadership in the industry 
is based in large part on the 


harmonious relationship over many | 


years between the company and 


the independent businessmen who 


are our dealers. 


“We foresee widely expanding | 


opportunities in our country’s 
future. It is our sincere desire to 
assure that unity of purpose and 
understanding shall underlie our 
combined efforts in achieving 
further progress as Canada pro- 
gresses. Through the Council, 
both dealers and GM can deal 
quickly ‘and efficiently with local, 


regional or national problems, and | 


thereby help to gain this objec- 
tive.” 
First of 


meetings the 


New Boss Proposed 


For Federal Roads 


WASHINGTON. Identical 
bills recently introduced into 
each House by Senator Frank 
Carison and Rep. George H. 
Fallon would create the new 
position of Federal Highway Ad- 
ministrator, having the rank of 
Assistant Secretary of Com- 
merce. The Federal Highway 
Administrator would head the 
Bureau of Public Roads and 
would be appointed by the Pres- 
ident with the advice and con- 
sent of the. Senate. 

Both bills provide that the 
position of commissioner of pub- 
lic roads shall continue as an 
appointment of the Secretary of 
Commerce. The commissioner 
would serve under the Federal 
Highway Administrator. 

Earlier, Senator Albert Gore 
introduced a bill calling for cre- 
ation of a separate Federal high- 
way commission to administer 
the new 13-year highway con- 
struction program. 


newly | g 
| both men and women on their 


elected Eastern and Western 
regional councils were held in 
Montreal and Regina, Sask., on 
July 12. The central regional coun- 
cil will hold its first meeting in 
Toronto today (July 16). 
Membership of the three 
regional councils was determined 
by vote of dealers in the GM 
sales districts from coast to 
coast. Among the first order of 
business at the regional meet- 


four members from each 
regional council to a 12-man 
national council which will meet 
with top GM executives in Tor- 

onto on July 23. 

Council members elected in the 
western region are: D. H. Lawson, 
Victoria, B. C.; S. J. Smith, Kam- 
loops, B. C.; F. S. Weatherup, 


In Louisville, Portland . . 


DETROIT. Employment of | 
auto saleswomen, a program that | 
already is in full swing at Frank | 
Alter (DeSoto-Plymouth) here, has | 
spread to Cincinnati and Portland, 
Ore. 

Both Hull-Dobbs Co. (Ford), 
Cincinnati, and Wolfard Ford, 
Portland, have advertised for 
members of the gentler sex to 
join their sales staffs. 


The two dealerships will have 





| staffs. 


j}ad continued. 
| tive, are between 25 and 35, have 


Alter’s plan calls for an 
all-woman sales force. 
Wolfard inaugurated its pro- 


|gram with a newspaper advertise- | 


ment which told the ladies they | 
could “earn $250 per month plus| 
commission” in the auto sales) 
field. 

“No experience necessary,” the| 
“If you are attrac- 


a pleasing personality and are able 
|to talk to the public, this is a 
golden opportunity. We will train 
you. 
Hull-Dobbs offered two-week 


to 30. 
Joe W. Prichard, general 
| manager, said the firm hoped to 
| employ about 15 saleswomen. 
“Sure, it’s an experiment,” he 
said. “But we are sincere. We 
think they will do a good job.” 
He noted it might have another 
advantageous effect — “it will cer- 
|tainly keep our salesmen on their 
toes.” 

Dealers adopting the programs 
point out that women are success- 





At Dodge Dealer Advisory Conference— 
Dodge dealers and factory officials are shown at the summer session of the Dodge Dealer Advisory Conference in Detroit. 
From left, first row, are L. F. Desmond, Dodge vice-president; Hanley Taylor, Detroit; Byron Nichols, Dodge sales vice-president; 


John H. Lander, Atlanta, conference vice-chairman; William C. Newberg, Dodge president; 


ings was to be the election of | 


|sales courses to women from 22) 


Lethbridge, Alta; A, E. Ford, Dids- 
bury, Alta.; F. T. Jenner, Edmon- 
ton, Alta.; G, M. Wilson, Grande 
Prairie, Alta.; W. B. Ledingham, 
Regina, Sask.; A. H. Trout, Sas- 
katoon, Sask.; J. E. Mylrea, Kin- 
dersley, Sask.; W. J. Patterson, 
Moose Jaw, Sask.; R. G. Southam, 
Winnipeg, Man.; A, L. Lyon, Port- 
age la Prairie, Man.; E. Murray, 
Neepawa, Man. 

Central region: 
bauer, Windsor, 
Roberts, London, Ont.; 
strong, Hanover, Ont.; Stewart §S. 
Bird, Niagara Falls, Ont.; A. H, 
Gropp, Penetang, Ont.; J. N. Will- 
son, Oshawa, Ont.; C. H. David- 
son, Campbellford, Ont.; A. E. Mc- 
Vittie, Sudbury, Ont.; A. C. Con- 
nelly, New Liskeard, Ont., and J. 
W. Pink, Weston, Ont. 

Eastern region: Robert Tetu, 
Riviere du Loup, Que.; J. L. Drolet, 
Quebec City, Que.; J. A. Robitaille, 
Coaticook, Que.; J. H. Savard, 
Shawinigan Falls, Que.; Harry T. 
Hoy, Laprairie, Que.; Robert 
Moore, Ottawa; C. D. Taylor, 
Montreal; R. J. Logue, Sydney, 
N. S.; A. D. Nelson, Truro, N. S., 
and R. M. Lawson, St. John, N. B. 


A. E. Stedel- 
vn; 2 
C, H. Arm- 





‘Saleswomen Wanted’ 


ful in other sales fields, “so why 
not automobiles?” They also say 
that the wife has much to do with 
the decision to purchase a car and 
| they feel a saleswoman can help 
| cinch the deal. 


Long Takes Over 


Management of 
Detroit Gear 


DETROIT. — Detroit Gear divi- 
sion of Borg-Warner has been 
|e to Long Manufacturing di- 
vision to be operated as a separate 
manufacturing unit under the gen- 
eral management of Long. 

Long will operate the Detroit 

| Gear plants on Dequindre St., 
Kercheval Ave. and French Road, 
T. J. Ault, president and general 
|manager of these companies, has 
announced. 
All Detroit Gear manufacturing 
| activities will be consolidated at 
|the Detroit Gear-Kercheval plant, 
with its identity retained as the 
Detroit Gear plant of Long Manu- 
facturing division. 

Business and administrative 
| office functions for all three loca- 
|tions will be carried on at 12501 
| Dequindre. Hiring, supervision and 
wage determination continue on an 
indivdual plant basis. 
| “The new setup is another step 
iin an aggressive program under 
|way for the past 18 months to 
make these vendors more compet- 
itive in today’s hard-fought auto- 
motive parts businss,” Ault said. 


| 





Ferris Miles, Redwood, Calif., chair- 


415 Lexington Ave., New York 17, N. Y. 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


man; Jack W. Minor, Dodge general sales manager; T. A. Rogers, Milwaukee; M. C. Patterson, Dodge vice-president; H. E. 
Johnson, Youngstown, recording secretary; E. P. Letscher, Dodge sales manager in charge of field operations, and L. J. Ouel- 
lette, conference director. Second row: Leslie J. Wade, Northampton, Mass.; Meyer Lasker, New York; Edward Munson, Tacoma, 
Wash.; Mel B. Casler, Birmingham, Ala.; Earle E. Bitzer, East St. Louis, Ill.; Sidney M. Bacon, Salina, Kans.; H. C. McCullough, 
Findlay, O.; William C. Heil, Cheviot, O.; Homer W. Mcleod, Greenwood, Miss.; O. Bruce Goffe, Pueblo, Colo.; S$. P. Fournia, 
Massena, N. Y.; John B. Naughton, assistant Dodge sales manager, and Fred C. Becker, Spokane. Back row: Thomas A. Ash- 
brook, South Gate, Calif.; A. M. Shields, Altoona, Pa.; Michae| A. Di Nivo, Steubenville, O.; Robert A. Smith, Glendale, Calif; 
O. R. Mitchell, San Antonio; Sam W. Jones, Columbia, S. C.; Robert E. Mulvaney, Billings, Mont.; Paul E. Johnson, Reading, Po.; 
Frank Collord, Waterloo, la.; L. T. Hagopian, Dodge Eastern new-car sales manager; C. Gale Wisbach, Fall River, Mass., and 
W. D. Moore, Dodge assistant sales manager. 


Name. 
Firm. 
I etic iecericetaee RA 

In Canada—331 Bartlett Ave., Toronto 
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» through the wars—through the low 


) sales. 


) factor in Chevrolet sales. Last year 
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Auto Men Weigh the Sales 


What's the Fire Under ‘Hot’ One? 


(Continued from Page 2) 
and our wholesale organization have 
also made a big contribution. Under | 
the leadership of our general sales 
manager, Bill (W. E.) Bish, their | 
jong experience has taken them 


points as well as the high points in 


“Then, too, the unusual strength 
of the low-priced field has been a 


the low-priced market represented 
55 percent of total sales, This year, | 
the low-priced cars have accounted 
for 60 percent of the total sales.” 

* * * 

N REFERRING to the Chevrolet} 

sales success this year, Fish said: 

“I’m almost afraid to speak about 
it for fear it will 
disappear. 

“Our competi-| 
tion has been kind | 
of good to us this 
year. Our number 
one competitor 
and our number} 
two competitor 
have been floun-| 
dering.” 

Fish then cred- 
ited the product, 

W. E. Fish the field organiza- 
tion, the seasoned dealer organiza- 
tion, the favorable used-car prices 
and the sales campaigns. 

Discussing the stock car races | 
and other tests, he declared, “The| 
performance proofs have been a| 
real help. The other factories got} 
into racing and confused the people, 
and the sales value of racing has 
now been neutralized but we got| 
the cream of the benefits. 

“| think our sales campaigns | 
have been an important factor. | 
We take many months to prepare 
them carefully. Recently one com- 
petitor said they might ‘throw 
one’ in a few days. But you just 
can’t do that and be successful. 
Sales campaigns take a lot of 
planning and preparation.” 

Fish said that sales in April, May 
and June had been improving each 
month and that the dealers are 
making more money per car. 
* * . 

— going to be out of cars 

long before the new models 
are introduced,” he said. “We're tell- 
ing our dealers not to give them 
away—because they’ll wish they had 
cars in 60 days. Most dealers want 
more cars but our schedules are 
pretty well completed for this year. 
And there is some question whether 
we'll even be able to meet these 
schedules if the steel strike lasts 
until August, 

“Do you realize that one-third 
of the industry’s total new-car 
inventory reduction in recent 
months has been by Chevrolet 
dealers?” 

Commenting on the Chevrolet 
salesmen, Fish added, “They know 
the product better than most sales- 
men do, but there’s still too much 








attention paid to price and terms.” |! 


*~ * * 
E of the most complete ex- 
planations of the situation came 
from George Helwig, a dealership 


operation analyst. He listed these : 


factors: 


1. A product with improved eye)" ; 


appeal. 


2. Advertising that aggressively |/ 


promoted the car in newspapers and 
over TV. The ads were both effec- 
tive and consistent. 

3. The dealers are supported by 
a@ sound business management 
program. He added that Chevro- 
let dealers are financially stronger 
than any dealer group in the 
country. 

4. Salesmen who are beneficiaries 
of an extremely good training pro- 
gram. 

5. Financially-strong dealers who 
are able to hire effective sales su- 
Pervision. 

6. Stock car racing which brought 
out the performance of the car. 

7. In general, an unusually sound 
and aggressive selling organization. 

Noting that several of these fac- 
tors were in effect before 1956, Hel- 
wig said that the results of these 


| last year and expects to move about 
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Race... 


factors are cumulative and are now | 
beginning to bear fruit. 
& od * | 
FYARRY ABRAM, the nation’s top| 
Chevrolet salesman last year, 
attributed half the success of this 
year’s car to the improved styling. 

He also gave considerable credit 
to the new hydraulic valve lifters 
in the six-cylinder engine, eliminat- 
ing a good deal of the noise that 
has traditionally accompanied Chev- 
rolet engines. 

Abram continued, “The resale 
price is holding up well—a little 
better than other years. There’s 
still a good demand for ’55s.” 


Among the other factors he listed 
were the improved V-8 engine, the 
smoother ride and the improved 
paint job on the 210 series. 


Abram sold more than 600 cars 


500 units this year, a not-too-seri- 
ous decline in employment-ridden 
Detroit, where his firm, Dexter 
Chevrolet, is located. 

* * + 


D. HUNT, who has been sales 

* manager at Wink Chevrolet 

in Detroit for 25 years, said the 

combination of the stock car racing 

and the advertising had succeeded 

in boosting Chevrolet sales—espe- 
cially with the younger people. 

“Of course,” he said, “It’s silly 
and it just confuses people. We get 
people in here who want Corvette 
motors. But it helps you sell cars, 
although it doesn’t help you make 
money.” 

A Chevrolet dealership service 
manager laid the increase in 
Chevrolet sales to his factory’s 
higher level of customer rela- 

tions. He said Chevrolet takes 
care of customers better and 
stands behind the product better. 

“Also,” he added, “We're covering 
a field that was completely ne- 
glected before. Previously, Ford was 
conceded the ‘crew-cut’ crowd, now 





4. Finance Firms Cut 


Investor Interest Rate 


NEW YORK. — A cut of one- 
eighth of a percentage point in 
interest rates paid to investors 
has been announced by four fi- 
nance companies. Commercial 
paper dealers also cut their rates 
by the same amount, reversing 
a rise of one-eighth given at the 
end of May. 

However, the finance com- 
panies—General Motors Accept- 
ance Corp.; C.LT. Financial 
Credit Corp.; Associates Invest- 
ment Co., and General Electric 
Credit Corp.—did not raise their 
rates at that time. The schedule 
now in effect is: 30-89 day paper, 
2% percent; 90-179, 2% percent; 
180-239, 3 percent and 240-270, 
3% percent. ; 











Off to a Good Start— 


we've succeeded in dragging in an- 
other segment of the buying public.” 

A Chevrolet dealer attributed the 
sales increase almost entirely to 
the “greatly improved styling while | 
Ford concentrated on safety this} 
year.” 

Another Chevrolet dealer on De- 
troit’s east side, said, “I didn’t know 
Chevrolet was doing any better na- 
tionally. You sure can’t tell it 
around here.” 

* * + 
HEVROLET competitors also 
had their opinions on the situa- 

tion. 

One Ford dealer said the princi- 
pal factors were (1) the improved 
Chevrolet styling, (2) the slightly 
cheaper price and (3) the capture 
of part of the youthful market. 

A Chrysler Corp. official credited 
Chevrolet’s success to superior mer- 


retail organization. 

A Little Three factory official 
said, “Chevrolet did a better job 
of merchandising in 1956. I think 
Ford did a little better last year 
than its position warranted and 
Ford made more successful in- 
roads into the 1956 market than 
Chevrolet did. 

“The stock car racing tie-up is| 
not too much of a factor this year, | 


although it certainly has helped| output during the first half and| 


overcome the Chevy’s previous rep-| 
utation as a noisy clunker.” 

When asked about the Chevrolet} 
surge, a Cadillac dealer replied, | 
“You got me, although I will say} 
they have a good auto—much bet-| 
ter riding. I own three Chevrolets| 
and I was really surprised at the} 
improved riding quality. I guess! 
their guys must have been out dem-| 
onstrating.” 

* * + | 

BUICK dealer sales manager 

figures that greater production 
capacity is behind the Chevrolet 
rise. He said that because of less 
Ford production, the Ford dealers 
are holding out for a little more 
profit per deal. 

He concluded, “That racing is a 
lot of ‘hooey’ but it’s still a hot 
car and they’re getting to the 
younger crowd.” 

Concluded Sales Manager Fish: 
“The only trouble with this situa- 
tion is that they'll expect you to 
stay there. However, I think we're 
going to be in first place for some 
time, but not always by the same 
score. The competition is rugged.” 


Porche Adds Nash 
Schuyler Porche, owner of 
Porche Packard Co., 1820 St. 





Charles Avenue, New Orleans, 
has changed the firm’s name to 
Schuyler Porche Motor Co. and 
has taken on the Nash franchise 
as a dual dealership with Pack- 
ard. 





Life-size figure in the office of Michael M. Scovill, center, Studebaker Minneapolis 
zone sales manager, signifies leadership after the first 10 days of the company's 
dealer sales campaign. The “winner” display, designed to help keep enthusiasm 
high during the 90-day “Sellection” program, is shipped to the leading zone manager 
each 10 days. With Scovill are Glenn Finney, left, central regional sales manager, 
and George S. Orlemann, Minneapolis assistant zone sales manager. 





Oden Motor Plans New Building— 


57 








Oden Motor Co. (Chevrolet) will boast the largest showroom in Albuquerque, 
chandising by dealers and salesmen.) N. M., with the springtime completion of its new building. Plans call for basic con- 
He said that Plymouth, with its) struction in exposed concrete frame with a steel deck, providing 54,000 square feet 
good styling this year, could have) of floor space and occupying a 4¥-acre site. A glassed-in showroom, under a 
done just as well if it had a similar) pyttertiy roof, will be of cantilever steel frame with a 15-foot overhang. Measuring 





142 by 53 feet, its display capacity is 28 cars. 


7 Truck Makers Boast 
First-Half Output Share 


(Continued from Page 3) 


picked up 0.01 points over a year 


|ago, when it produced 2,673 units 
and captured 0.42 percent of total | 


industry production. 


Second biggest loser during the | 


first half was Willys, which 
dropped from 6.36 percent of 
total output on 40,869 trucks a 


Modified Curb 
On Loans Up 
To Ark. Voters 


LITTLE ROCK. — A proposal to 


permit the Arkansas legislature to) 


fix interest rates and to determine 
classification of service fees and 
other so-called “hidden costs” of in- 
stallment financing will be submit- 
ted to the voters on the November 
election ballot. 

Petitions for that procedure, 
signed by 38,228 voters in 70 coun- 
ties, were filed with the secretary of 
state only a few hours before the 
midnight deadline on July 6. 

The Arkansas constitution pro- 
hibits interest rates above 10 per- 
cent, and the Arkansas Supreme 
Court has ruled that all service and 
financing charges must be included 
with the interest to a total of not} 
more than 10 percent. Several large | 
finance companies withdrew from) 
the state following the ruling. 

The proposal to be voted on next 
November is one of 12 proposed 
alterations in constitutional or state 
legal provisions, a record-breaking 
number for a single year. Arkansas 
law permits the initiation of legal 
proposals to be placed on the bal- 
lot, provided they are signed by 10 
percent of the number of qualified 
voters taking part in the last pre- 
vious governor's election. 


Munn 


(Continued from Page 3) 
devoted to it. All this bill asks is 
equality of opportunity. 

So, if the bill has not been passed 
before you read this, I urge you 
with all the emphasis within my 
power and with the assurance that 
you are doing a good deed for your- 
self, for automobile owners, for the 
general public and your factory, to 
eall or wire your congressman im- 
mediately and ask him to support 
the bill and use every bit of influ- 
ence he has in the halls of Congress 
to influence his associates to do 
likewise. 

If the bill is passed before you 
read this, buckle up your belt and 
zo to work harder than ever. If 
it is still under consideration, 
don’t let a. minute go by until you 
express your views to your legis- 
lator. 

I am as confident as I have ever 
been of anything in my life that if 
you follow this advice you will 
forever be grateful and, if you neg- 
lect it, you will be sorry. 


year ago to 5.35 percent on 31,- 
703 units during the first six 
months of this year. Its loss was 
1.01 percentage points. 

Dodge dropped 0.87 points as it 
produced 45,699 trucks for 7.71 per- 
| cent of total output this year, com- 
|pared with 8.58 percent on 55,103 
| units a@ year ago. 
| * = * 
See lost 0.61 percent- 

age points from a year ago. It 
built 6,345 trucks for 1.07 percent 
of total industry output this year, 
compared with 1.68 percent on 10,- 
804 units a year ago. 

Reo turned out 1,947 trucks for 
0.33 percent of total output this 
year, as compared with 041 per- 
cent on 2,667 units a year ago. 
Its percentage-point loss was 
0.08. 

The miscellaneous group, which 
lost Sterling and Freightliner to 
White, assembled 1,220 trucks for 
0.21 percent of the total output 
|this year, compared with 0.22 per- 
cent on 1,410 units a year ago. That 
was a drop of 0.01 points from a 
year ago. 


News Roundup 
On Mergers, 

e * . 
Acquisitions 
| Ralph Robinson has announced 
the purchase of controlling owner- 
| ship in Ackerman-Johnson Co., Chi- 
cago and New York, originator and 
manufacturer of the expansion 
screw anchor. 

Robinson said that Ackerman- 
Johnson will continue its operations 
in Chicago under its own entity as 
a subsidiary of Milwaukee Stamp- 
ing Co.. Robinson will take over the 
office of president and William A. 
Stone, who has_managed the com- 
pany for 40 years, will continue as 


general manager. 
~ * * 


Union Asbestos-National 


National-U. S. Radiator Corp., 
Johnstown, Pa., and Union Asbes- 
tos & Rubber Co., Chicago, have 
announced an agreement has been 
signed transferring the air con- 
ditioning division of Union Asbes- 
tos & Rubber to National-U.S. 
Radiator. 

National-U. S, Radiator said that 
the move was a step in the direc- 
tion of broadening that company’s 
activities in the fields of heating 
and summer cooling. 

* * 








* 


Gemmer-Ross 


Directors of Gemmer Mfg. and 
Ross Gear & Tool have set July 
25 as the date for special meetings 
of their respective stockholders to 
vote on the merger of the two com- 
panies. 
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U.S. Agencies OK ‘Day-in-Court’ 


(Continued from Page 1) for possible violations of antitrust 
present form, might enable a man- | laws. 
ufacturer to accuse a dealer of + * * | 
bad faith or bootlegging, and thus ICKS said the GM. investiga- | 
to defend himself in a cancellation tion involves concentration in| 
suit. passenger-car production, while the 

“The fact a dealer has boot-| Ford probe concerns complaints 
legged should not’ be a defense in|from dealers that they were re-| 
his suit for damages stemming |quired to sell a specified quota | 
from a manufacturer's refusal to|Of Ford parts, tools and acces- | 
supply cars or termination of his | Sories. 
franchise,” the Justice spokesman So far, Bicks emphasized, 
said, Justice has made no decision on 
whether to sue in either investi- 
gation. ; 

Antitrust Counsel Herbert 
Maletz asked Bicks whether Jus- 
tice is conducting a “full-scale” 
investigation of concentration in 
the auto industry. 


+ * + 
_ also emphasized that the 
bill should not “protect” 
dealers from the addition of other 
retailers in their sales areas. 
Emanual Celler, New York 
Democrat and subcommittee chair- 


| the 


hand a new contract to dealers “as 
soon as we know what the law will 
be,” and he asked Congress to 
withhold action until it could 
observe the effect of sweeping 
changes in company-dealer rela- 
tions which have been made and 
are in progress.” 

Although Ford is seeking good 
faith in its relations with dealers, 
Gossett said, he feared passage of 
bill would create hostility 
between them. 


Dealers and factories, he 
declared, would think of them- 
selves as legal antagonists, rather 
than as partners in a _ business 
venture. 

* * * 


ELLER told Gossett that the 


ViBLER CROSS-COUNTRY ECONOMY R Fe he 
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man, agreed that any bill which 
kept new men out of the field 
would be “barbarous.” 


When and if it is finally re- 
ported, the bill wil probably offer 
both parties to a franchise pro- 
tection from coercion, intimida- 
tion and threats of coercion. 


It will give a dealer the right to 
sue his factory and collect dam- 
ages if the factory fails to act in 
good faith in complying with fran- 
chise provisions, or in terminating 
him. 


The bill will not prohibit a fac- 
tory from using normal sales 
persuasion in getting a dealer to 
order more cars. 


It will not prevent the addition 
of new dealers to a sales area. 

It is not designed to protect an 
inefficient or lazy retailer from 
cancellation. 

It will not halt bootlegging. 

It will impose no “regulations” 


on retailers. 
> * + 


No Antitrust Link 

OHN W. Gwynne, chairman of 

the Federal Trade Commission, 
suggested the House strike out a 
line describing the bill as a sup- 
plement to the antitrust laws. 
Since the O'Mahoney bill pertains 
to private suits in Federal courts, 
Gwynne saw little relationship 
with the antitrust laws. 

“The bills do not propose addi- 
tional duties for the Federal 
Trade Commission,” Gwynne tes- 
tified, “Nor do they purport to 
be direct amendments to any 
laws which the commission now 
enforces.” 

FTC General Counsel Earl W. 
Kintner was asked whether his 
agency had received many com- 
plaints from dealers about factory 
coercion. Kintner replied that the 
FTC had received no complaints 
“for obvious reasons.” 


“We find dealers somewhat re- | 
luctant to testify on the record,” | 


he said. 

He added that the FTC has not 
probed too deeply into auto in- 
dustry problems because it did not 
wish to duplicate a study already 
under way in the Justice Depart- 
ment. 

The Justice witness reminded 
House probers that his department 
has been studying General Motors 
and Ford for the past two years 








Bicks replied that studies of the 
auto and _ television industries 
occupy more than a quarter of the 
staff of Justice’s general litigation 
section. 

Justice has almost completed its 
evaluation of data on the Ford 
parts inquiry, he explained, 

+ * +. 
1 secretary of commerce, in a 
letter to the subcommittee, ex-| 
plained his department’s opposition 
to the bill. 

While dealers have complained 
about the cancellation power of 
factories in the past, Weeks 
wrote, the new contracts have 
gone a long way toward correct- 
ing inequities. 

“The situation is now well in| 
hand,” Weeks wrote, “and the in-| 
dustry can, we are sure, work out| 


bill would simply prevent fac- 
tories from removing the conces- 
sions already made to dealers. 


Admitting Ford has the power 
to unmake its new contract pro- 
visions, Gossett said the history 
of the business shows that when 
concessions are made to 
retailers, they are premanent. | 


“The risk of our withdrawing | 
important concessions is nil,” he 
said. 


Gossett’s chief fears were over 
what he called the “vagueness of | 
language” and the “generality and | 
ambiguity of terms” in the bill. | 

For one thing, he wanted a defi- 
nition of coercion in the bill for 
the guidance of juries which might 
have to decide a suit. 

> * * 


Voices Termination Fear 





its own problems without Federal | 
intervention.” 
* 


ed * 
All Makers Opposed 
IKE American Motors the week | 
before, General Motors, Ford, | 
Chrysler and Studebaker-Packard | 
stated their oppositions to the bill. 

Ford’s Gossett warned that 
Americans would have to pay 
more for their cars and service 
if the bill passed, for he claimed | 
it would tend to decrease auto | 
sales and production. 

He explained that factories | 
would lose influence over their) 
dealers if the “day-in-court” bill 
became law. Without the normal, 
persuasive influence of manufac- | 
turers, he suggested, retailers will 
not sell as many cars. | 


Gossett said Ford is ready. to 


Welcome Mat Is Out 


For Factory Fires 


WASHINGTON. — In discuss- 
ing “factory coercion” last week 
at House hearings on the “day- | 
in-court” bill, Roy O’Brien, a Ford 
dealer in a suburb of Detroit, had | 
this to say: | 

“I have profited from the sales- 
manship and the helpful incen- | 
tives which the Ford organization 
brought to me . . . They helped | 
me on several occasions set my 
sights higher . .. Frankly, I wel- 
come the fires these people have 
built under me from time to 
time... .” 





Open House for DeSoto Dealers— 


Chrysler Corp. officials greet West Coast DeSoto dealers during an open house at 
the Chrysler Los Angeles plant. From left are Y. M. Posthuma, DeSoto Los Angeles 
regional manager; D. A. Ringis, plant manager; R. T. Keller, Chrysler vice-president, 
West Coast division; and DeSoto dealers Ralph Ware, Hollywood, Calif.; Willard 
Karl, Pasadena, Calif.; and John Berry, Long Beach, Calif: 


| stitutional 
| vitiates the taxes of existing con- | 


= emphasized that Ford 
must have the right to replace 


|a dealer who is inefficient or who 


fails to give the factory proper 
representation. He feared the bill 
might give such a dealer the right 
to sue if he were cancelled. 

Were the suit decided by a jury 
from the dealer’s home _ town, 
Gossett said, he would have little | 
confidence in the outcome. 

Celler reminded Gossett that 
any jury would follow instruc- 
tions of a judge as far as fine 
points of the law were con- 
cerned. Furthermore, he said, 
his subcommittee’s report on the 
bill would make it clear that it 
was not designed to protect an 
inefficient dealer from _ termi- 
nation. 

Gossett also branded the meas- | 
ure as “class legislation” and “seri- 
ously discriminatory.” 

He said it raises serious con- 
questions because it 


tracts. 
Earlier, the Justice witness had 


| testified that he thought the bill 


would be constitutional if amended 
as he indicated. 
> + 
SUBCOMMITTEE member 
asked Gossett if he thought 
Ford cquld terminate “an alcholic | 
dealer” who coudn’t help “hitting | 
the bottle.” | 
| 
| 


* | 


“It would be up to the jury,’ 
replied Gossett. 

“Have you no confidence in the 
jury system?” Celler asked the 
witness. 

“You are a distinguished attor- 
ney,” Gossett answered, “and I 
have the same faith in the jury 
system that you do.” 

“I have complete faith,” Celler 
said. 

Later, Gossett asked, “How 
would you like a jury to decide 
matters affecting your business 
relationships?” 

Several congressmen wondered 
if passage of the bill would not 
bring other industries to Congress, 
seeking clarification of their con- 
tract rights. They worried about 
gasoline dealers, tenants and land- 
lords, farm implement retailers 


and even insurance brokers. 
* od * 


Goals Already Reached 


AM F. Hufstader, General 
Motors distribution vice- 
president, called the bill “unneces- 
Sary and undesirable.” The real 
objectives of the measure, he said, 
have already been reached with 
GM's new contract revisions and 
policies, 
The three major problems now 
facing dealers, Hufstader testified, 


(Continued on Page 59, Col. 1) 


AMC Visitor Wins Economy Watch— 


Robert J. MacCulley, right, American Motors shows and exhibit manager, presents 
| a wrist watch to Leo Pesola, chief chemist, Dibble Color Co., Detroit, who estimated 
| that the Rambler station wagon would hit 32.1124 miles per gallon on its economy 
|run from Los Angeles to New York. Actual mileage was 32.0945. Map showing 
Progress of the test car, plus entry blanks for AMC employes and visitors, was on 


display in the AMC building in Detroit. 


Indiana Dealers Get Lowdown .. . 


O’Mahoney Bill Analyzed 


Eprror’s Note: In view of con- 
fusion regarding the O’Mahoney 
“day-in-court” bill, the Automo- 
bile Dealers Assn. of Indiana, Inc., 
prepared the following analysis: 

* oa * 


F ENACTED into law, the bill 

WOULD: 

“1. Make it possible for a dealer 
to litigate against his auto-make 
supplier and have a jury trial 
(Currently and for approximately 
the last 40 years dealers have been 


| denied this opportunity.) 


“2. Make the factories legally 
accountable for their relations 
with dealers which they have 
been able to side-step through 
their selling agreements. 

“3. Make the manufacturers 
more responsible for the control 


| they exercise over their dealers 


thus deterring their selfish and 
frequently destructive domination 
of the trade. 

“4. Eliminate manufacturers 
from cancelling or failing to re- 
new their dealer’s sales agreements 
without cause and unless they have 
good and justifiable reasons. 

“5. Eliminate the dealer’s per- 
petual fear of being arbitrarily 
cancelled by the manufacturer or 
by one of its field representatives. 

“6. Create a more just and 
equitable balance of authority 
between the manufacturers and 
their dealers. 

“7. Be the Magna Charta of 





Mallon Terms 


O’Mahoney Bill 


‘Sound and Just’ 
| WASHINGTON. — In a letter to| 


New Jersey dealers, William L. 
Mallon, chairman of NADA’s policy 
and planning committee and a New 
Jersey director of the association, 


urged full support of the O’Ma-| 


honey “day-in-court” bill. 

Mallon told the Jersey dealers 
that the bill “simply provides that 
all contracts and agreements shall 
be carried out in good faith by both 
parties concerned.” 

The bill, he said, is “fair, sound 
and just” and makes both parties 
to_a selling agreement equally re- 
sponsible. 

“There can be no possible objec- 
tion to such provision in basic law,” 
Mallon said. 

Over the years, he added, there 
have been cases where dealers felt 
justified in bringing suit against 
their manufacturers, and the court 
stated that while it appeared that 
the dealer was entitled to his day 
in court, it was not possible to grant 
such privilege, because of the con- 
text of the agreement upon which 
the case was based. 

The O’Mahoney bill, Mallon said, 
“seeks simply to provide law per- 
mitting such cases as may arise in 
the future to be tried and judged 
on the performance of good faith 
on the part of both parties to the 
agreement.” 


| franchised automobile dealers, 
| which has been needed but 
which has been unavailable for 
the past 40 years. 
| “8. Make the franchised auto- 
|mobile dealers, who furnish one- 
| half of the money and most of the 
|work in this industry, truly inde- 
pendent businessmen. 

“9. Tend to stabilize and make 
|more secure franchised dealers’ 
| businesses and their investments 
| and make them better credit risks 
| for lending institutions. 
| “10. Create new and better rela- 
tions between dealers and their 
auto-maker suppliers which will 
| result in greatly improved public 
|}esteem of this trade.” 

~ 2 * 


HE association said the 

WOULD NOT: 

“1. Impose any government reg- 
ulations whatsoever on either the 
dealers or the manufacturers. 

“2. Invite litigation by dealers 
| unless they have good and justi- 
| fiable reasons to go to court. 

| “3. Prevent the manufacturer 
from cancelling an unworthy 
dealer’s selling agreement. 

“4. Keep the manufacturers in 
court all the time, as some have 
|claimed, unless they refuse to act 
|/in good faith with their dealers. 
| “5. Be the forerunner of other 
|laws and government control as 
| some of the factories have claimed. 
| “6. Impose any unjust or unrea- 
| sonable restrictions upon the 
manufacturers, who want to deal 
with their dealers in a fair and 
reasonable manner. 

“7. Cause the prices of auto- 
mobiles to increase or the war- 
ranty to be diminished as some 
factories have implied, 

“8. Cause the manufacturers to 
seek new methods of distribution, 
as some contend. This threat and 
intimidation is intended to scare 
the dealers and keep them from 
supporting this bill and all legisla- 
tion so the factories can go on as 
they have for the last 50 years. 

“9. Cause automobile bootlegging 
to thrive and prosper as contended 
by one manufacturer. The very 
opposite would be the most likely 
tendency. 

“10. Fail to meet most of the 
objectives of those who have for 
years been trying to work out 
an equitable solution of the 
manufacturer-dealer relationships.” 

The association concluded: 

“Simple as it is, this bill is the 
product of years of continued 
study and research and represents 
the best thinking of some of the 
finest dealers, lawyers and law 
students in this country. 

“This bill will solve the majority 
of the dealer’s problems customar- 
ily arising out of factory-dealer 
relations. (The factories know 
these things full well and it is 
because dealers will regain greater 
control of their own business and 
their investments that they are 
fighting this bill so vigorously).” 


bill 
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If Changes Are Made... 


‘Day-in-Court’ Bill 


Wins Agencies’ OK 


(Continued from Page 58) 


are bootlegging, territory security 
and unethical advertising. 

He charged that the O’Ma- 
honey bill does nothing to remedy 
these problems, but might actually 
make their solution even more 
difficult. 

Under GM’s new five-year con- 
tract, he explained, dealers already 
have their day in court. He said 
he knew of no complaint from 
dealers on that score. 

A Packard-Studebaker statement 
also insisted that dealers, like other 
citizens, have access to the courts, 
and may sue factories for claimed 
preaches of contract and antitrust 
law violations. 

* = ca 
oe do not always prevail,” 
said the statement, “but in many 
instances they do obtain judgments 
or settlements.” 

The burdens of the bill, it 
added, would fall most heavily on 
the small auto makers who can 
least afford to stand the cost of 
court actions brought by dealers. 

Chrysler Corp. feared that the 
“sweeping language” of the bill 

might open up “areas of litigation 
far beyond the stated purpose” of 
the measure, or even the objec- 
tives of its advocates. 

Furthermore, Chrysler thought it 
might inhibit strong sales efforts 
by both factories and retailers. The 
manufacturer added that legislation 
is not needed to give dealers the 
right to sue a manufacturer for 
bad faith. 


* * 


Challenge by Monroney 

ENATOR A. S. Mike Monroney, 

Oklahoma Democrat and 
author of another bill to define 
“ground rules” for the industry, 
also testified in support of the 
O’Mahoney bill. 

Monroney charged that earlier 
statistics on dealer profits cited 
by a Justice witness were in 
error. 

Bicks had testified that GM 
retailers averaged a 13.81 percent 
return on their net worth in 1955 
— after taxes. Monroney said this 
figure was based on accounting 
systems dictated by the factory, in 
which dealers were forced to show 
a profit. 

“Dealers say they are forced to 
write off large sums on their in- 
vestment,” the senator said. He 
suggested that many dealers kept 
“two sets of books.” 

Somewhat incredulous, the sub- 
committee asked Monroney to 
back up his charges with testi- 
mony and evidence from his own 
hearings, and to supply the House 
with clear-cut cases of coercion as 


well. 
7 r - 


CM Dealer Reaction 


M’S HUFSTADER was on the 

stand for several hours as sub- 
committee members questioned him 
closely about his company’s policy 
toward dealers. 

Rep. Kenneth B. Keating, New 
York Republican, asked if GM 
dealers were satisfied today with 
their relations with their factory. 

“Yes they are,” replied Hufstader. 

“Then why,” inquired Rep. 
Keating, “have I received wires 
favoring passage of this bill from 
so many dealers in my district?” 

He also cited a recent resolution 
of the New York State Auto Dealers 
Assn. in support of the measure, and 
said he had difficulty reconciling 


20,022 GM Franchises 


On Five-Year Basis 


WASHINGTON.—General Mo- 
tors dealers are overwhelmingly 
in favor of five-year selling 
agreements, William F. 
Hufstader, distribution vice- 
president, revealed last week. 

Testifying before a House 
Judiciary subcommittee, Hu f- 
stader said that with 85 percent 
of the revised selling agreement 
executed, 125 dealers had chosen 
an agreement of indefinite term, 
121 preferred a one-year term 
and 20,022 had signed up for a 
five-year term, 








this dealer position with Huf- 
stader’s testimony. 

“I don’t know that I can explain 
that,” said the GM executive. 

oe + * 
_— interjected that the sub- 
committee had received thou- 

sands of telegrams from dealers 
who want the bill enacted. 


“A number of dealers have very 
little idea of what the bill is 
about,” Hufstader said. 

Rep. Keating challenged this, say- 
ing that he knew many of his cor- 
respondents personally and that 
they were intelligent men. 

He added that he had received 
no wires in opposition to the bill 
from GM dealers. 





“If dealers are as satisfied as you 
say they are,” Rep. Keating specu- 
lated, “it is strange to me to see 
them urge enactment of this legis- 
lation.” 

He said he would judge from his 
mail that GM dealers are very dis- 
satisfied. 

~ * * 
UFSTADER said that when GM 
dealers fully understand their 
rights under the new GM franchise 
agreement, he believes they will see 
that legislation is unnecessary. 

Celler wondered why Hufstader 

didn’t talk over his differences on 
the bill with NADA Executive 
Vice-President Frederick J, Bell. 
Bell sat a few feet from the GM 
vice-president as he testified. 

Hufstader replied that he had dis- 
cussed his new franchise with Bell, 
and that Bell commended GM for 
the steps it has taken. 

“But he has not withdrawn sup- 
port of the bill,” Hufstader added, 
“and I haven’t tried to dissuade 
him.” 

> = > 
EP. William M. McCulloch, Ohio 
Republican, hinted that the 





Bell Urges All Dealers 
To Back ‘Day-in-Court’ 


WASHINGTON. — Frederick J. 
Bell, executive vice-president of 
NADA, has sent a wire urging 
dealers to tell their congressmen 
their views on the O'Mahoney 
“day-in-court” bill. 

Bell said that many Ford and 
Lincoln-Mercury dealers are writ- 
ing and wiring in opposition to 
the bill. “An overwhelming ma- 
jority of our members are in favor 
of good faith and a day in court 
but they have not given their con- 
gressmen the benefit of their 
thinking,” said Bell. 


“It is important that they do so 
immediately by telegram, letter 
and telephone, in words of their 
own choice and on a completely 
voluntary basis. It’s time for small 
businessmen to tell their elected 
representatives in Congress just 
what it is that they want. Imme- 
diate action necessary if we are 
to effectively combat the cam- 
paign of distortion now being 
— by Ford,” Bell’s telegram 
said. 





dealers’ trade association might 
have exerted great influence on 
members to get them to support 
the bill. 


Hufstader had pointed out that 
his dealers had voiced no com- 
plaints about the new GM 
franchise in meetings with com- 
pany executives. 

Celler interrupted again. 

“Men would be loathe to speak 
out before the august presence of 
Mr. Curtice,” he said. “I can see 
the difference between dealers at 
a GM meeting and the New York 
(Auto Dealers Assn.) meeting.” 

Celler said that only the “brave 
or independently wealthy” would 
speak out to Curtice. 

_Hufstader disagreed with empha- 
sis. 

“T can assure you our discussions 
with dealers were frank and ful- 
some,” he answered. “Harlow Cur- 
tice is a very easy man to talk to.” 

Celler shook his head. 

“A man with an income of half 


a million dollars a year, who con- | 
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“With bootlegging going on in 


this business, I certainly hope 
you’re a sober dealer!” 





trols the destinies of millions, is an 


august presence,” he insisted. 
* + +. 


Franchise Changes Lauded 


| yee the chairman pointed out 
that he believed a great deal of 
credit is due GM for the franchise 
changes. “Rather belated, maybe,” 
he added. He said, however, that 
“another Mr. Curtice may withdraw 
those changes.” 

Hufstader replied that, in his 
judgment, GM would not reverse 
its policy. 

“The very opposite is true,” he 
added. “We will continue to try 
to develop better understanding 
with our dealers.” 

Hufstader insisted throughout his 
testimony that the new five-year 
contract gives dealers their day in 
court, and protects them from coer- 
cion and abuses. 

He vigorously denied statements 
by Monroney that there is anything 
peculiar about the way in which 
dealers write off investments under 

the GM accounting system and he 
left a handbook on the system with 
the subcommittee. 

“Our system is entirely within 
the scope of the internal revenue 
laws.” he said. 

Reading statistics to show the 
tremendous increase in the net 
worth of GM retailers, as reflected 
by the GM accounting system, Huf- 
stader said that 17,044 GM dealers 
were worth neary $301 million at the 
end of 1940. 

By the end of last year, he con- 
tinued, the 16,945 GM dealers in the 
U.S. were worth more than $2.1 bil- 
lion. 

He charged that Monroney had 
evidently never read the new GM 
franchise agreement, although he 
had sent a copy to the Senate sub- 
committee last April. 

x 


NADA Sums Up 


At THE close of hearings, the 
House group permitted Bell and 
Frederick Sutter, NADA vice- 
president, to make summation state- 
ments. 

Bell emphasized that he was 
nothing more than the paid voice 
of dealers, and that he did what 
the NADA directors instructed 
him to do. 

It was “sheer nonsense,” he de- 
clared, that the day-in-court bill 
would raise car prices. He also 
denied that factories were likely to 
abandon the franchise system if 
the measure became law. 

Referring to GM franchise 
changes, Bell said he would prefer 
to pin his hopes on a judge and 
jury, rather than on the “whim of 
a manufacturer who admitted in 
hearings that his relationships with 
his dealers hadn’t been as close as 
he wished.” 7 

* : 


UTTER testified that the “fact of 

termination or failure to renew 
is not as significant as the use of 
this power to coerce.” He added 
that every manufacturer has a “let- 
ter file on a dealer of stuff he can 
use against him.” 

McCulloch said he wondered if 
this information wasn’t used for 
the benefit of the dealer. If it was 
ever used to help a dealer, Sut- 
ter said, he didn’t know about it. 

He told Congressmen that “more 
dealers have failed since 1940 faith- 
fully following the suggestions of 
manufacturers than have failed 
doing otherwise.” 

Dozens of dealers have gone 
broke on volume selling, he added. 

The only consumer witness op- 


* 








posed the bill, Lloyd C. Halvorson, 
National Grange economist, said he 
feared passage would increase the 
price of cars and trucks, and pro- 
mote monopoly in the auto industry. 
* * * 
HREE Ford dealers who oppose 
the O’Mahoney bill also com- 
pleted their testimony last week. 
Roy E. O’Brien, a suburban De- 
troit retailer, said higher prices 
will follow if the bill passes. 
Walter McRie, former NADA 
director and Jacksonville dealer, 
said he was against the bill be- 
cause he didn’t want any more 
“Government controls.” 


Celler told him that there was 
no Government control in the bill. 

Rep. Kenneth B. Keating, New 
York Republican, told McRae 
that talk of “controls” was 
“scare language” and of little 
value to the subcommittee. 

He also criticized proponents of 
the bill who claimed that every- 
body has the right to sue in court 
except an auto dealer, 


“Neither statement 
said Keating. 


George M. Holtsinger, Tampa 
(Fla.) Ford dealer, also spoke 
briefly against the “day-in-court” 
bill. He said he did not believe 
factory-dealer problems could be 
solved by law. 


Ford to Put U. P 
Assembly Plant 
Near Cleveland 


DEARBORN. — A new 1,500,000- 
square-foot assembly plant for Ford 
cars and trucks will be constructed 
by Ford Motor Co. near Lorain, O., 
30 miles west of Cleveland. 


Work will start immediately. 


R. S. McNamara, president of 
Ford division, said the plant will be 
completed in 1958 and will have a 
two-shift capacity of 960 vehicles 
daily. 

McNamara said that for five 
years Ford has felt it needed an 
assembly plant in the eastern Great 
Lakes area. 

The Lorain facility will be Ford 
division’s sixth new assembly plant 
since 1947. Others have been com- 
pleted at Atlanta, Kansas City, 
Louisville, San Jose, Calif. and 
Mahwah, N. J. 

Ford has built two engine plants, 
a foundry, a parts depot and a 
stamping plant in the Cleveland 
area since 1950. A small parts plant 
now is under construction at San- 
dusky, O. 


Packard Joins 
In Promotions 


Tied to Fashion 


DETROIT. — Packard dealers in 
key cities will join with leading 
department store and Harper’s 
Bazaar magazine in presenting a 
fashion-travel educational program 
for women. 

Three fashion elements, automo- 
biles by Packard, dresses by Jerry 
Gilden and Coronet luggage by 
Wings furnish the central theme 
for department store window dec- 
oration and interior merchandising 
displays. 

Individual stores in cooperation 
with local Packard dealers will hold 
fashion luncheons at country clubs, 
special Packard salons and fashion 
shows in their area. 

The Packard Caribbean and the 
“Fashion In Motion” program were 
featured editorially in the June is- 
sue of Harper’s Bazaar. 


Motor Wheel Buys 


Site in Delaware 


LANSING. — Motor Wheel Corp. 
has purchased a 33-acre tract of 
land near Newark, Del., for the 
site of a $3,500,000 plant to manu- 


is helpful,” 


facture automobile wheels, hubs 
and drums. 
The land is located on _ state 


highway No. 273 between Newark 
and Wilmington. The property is 
on the Pennsylvania Railroad 
main line. 

Motor Wheel said the new plant 
will begin operation with approxi- 
mately 100 employes. Plans call for 
the plant to be in production early 
in 1957. The new facility will be 
a one-story structure, containing 
approximately 100,000 square feet. 
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Statistics show that over 90% of 
the baking jobs in the average shop 
are a spot or panel and this new 
driQuik oven does ‘em all FASTER 
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to bake both top and side of 
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with a Model 16 it bakes a com- 
plete car in half the usual time. 
Each section of the oven is con- 
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New Monroney Bill 
Advances in Senate 


(Continued from Page 1) 


make reasonable payments to 
dealers for warranty work. 

It would permit a factory to can- 
cel a franchise only if the dealer 
failed to comply in a reasonable 
manner with its stated terms. This 
provision does not apply to the re- 
newal of expired selling agree- 
ments. 

* * * 
er, the bill would require 
auto makers to help liquidate 
the assets of a cancelled dealer, as 
long as the assets are related to the 
sale and service of cars. 


In announcing his subcommittee’s 


Kentucky Bars 
‘Dictation’ in 
Auto Insurance 


LOUISVILLE, — The Kentucky 
Department of Insurance has issued 
rules governing the regulation giv- 
ing buyers of cars and other mer-| 
chandise the right to purchase their | 
own insurance. 

The new order is designed to bar 
sellers or finance companies from 
forcing buyers to purchase insur- 
ance as dictated. However, the in- 
surance must be taken from firms| 
approved by the department. 

The new regulation went into 
effect July 15. The lender does have 
the right, according to the rules, to 
select the type of insurance com- 
Ppany and may “prescribe reasonable 
requirements.” 

The buyer's rights in insurance 
must be, the state ordered, made 
clear to him “when negotiations! 
begin and prior to any formal ap- 
plication for a loan or the payment 
of any fees,” according to the rules. 


| favorable action, Senator A, S. Mike 
| Monroney, Oklahoma Democrat, 
| said that “scare talk” over the legis- 
|lation is “unjustified.” He insisted 
that his bill would not inject the 
government into the “day-to-day 
workings of factory-dealer rela- 
tions.” 
| Rather, the bill establishes a set 
of “Marquis of Queensbury rules to 
preserve the small, free enterprise 
segment of the auto industry,” Mon- 
roney said. 

Provisions of the new version, he 
emphasized, parallel closely the 
changes already made or contem- 


|roney warned that a competitive 
situation in the industry created by 
just one auto maker could force 





all other factories to “backslide” in 
their concessions to dealers. For 
this reason, he said, it is important 
to insure dealer gains by law. 

* * * 


NDER his bill, Monroney ex-| 

plained, a dealer could take 
some complaints directly to the 
Federal Trade Commission and find 
relief. Also, he added, a manufac- 
turer could check his selling agree- 
ment with FTC to make sure it} 
met the objectives of the bill. 


The Department of Justice and 
Federal Trade Commission have 
objected strenuously to previous 
versions of the Monroney bill, but 
have not yet commented on the 
latest one. 


First chance for action by the} 
full committee will be a week from | 
next Wednesday, at the next regu-| 
lar meeting. A majority of the Sen-' 
ate group were co-sponsors of the 
original measure when it was intro- 
duced, and the same senators are 
expected to support this less con-| 
troversial version. 








Chrysler Joins | 
Fall Promotion of | 


Used-Car Sales | 


DETROIT. — Chrysler dealers | 
will cooperate in “Operation 
Demonstration,” a three-day used- 
car sales promotion campaign 
scheduled Sept. 6-8 by NADA and/| 
Look magazine. 

Pushing the slogan, “The best 
place to buy a used car is behind 
the wheel,” the campaign is tied 
in with an article on “How to buy 
a used car,” which will appear 
in the Sept. 4 issue of the maga-| 
zine. 

Dealer-aids to be used in the! 
promotion include banners, special 
sales instructions for salesmen, 
newspaper ads, windshield stickers, 
service department posters, radio} 
and TV commercials and stunts for 
building traffic on used-car lots. 


Mack Truck Adds 
Seat Safety Belts 


PLAINFIELD, N. J. — Mack 
Trucks, Inc., has announced avail- 
ability of safety seat belt equip- 
ment for the driver’s seats of new 
trucks built after July 15. 

The new equipment consists of 
nylon-rayon webbing, a cam-type 
aluminum buckle and steel hard- | 
ware fastenings. 











| measure this session, however, 


| the 


| justifiable business reasons. | 


| door 
|chairman of the sales clubs, said 
| that — despite “soft spots” in the 


Even if the Senate passes the 


chances are slim for consideration | 
by the House.—WitutimM ULLMAN. 
* * * 


O’ Mahoney Bill Hit 
By Sales Executives 


NEW YORK. — The executive | 
committee of the National Sales 
Executives Clubs last week voiced 
its opposition to the O’Mahoney 
“day-in-court” bill which has} 
passed the Senate and is being) 
considered by a House committee. | 

The committee wired Rep. Em- 
anual Celler, New York Demo- 





| responsible 
| back the revolution in automobile 





| crat, a co-sponsor of the bill, that | 


it believed the bill conflicted with | 
right of manufacturers to| 
select dealers or to drop them for | 


This right, the sales clubs com- | 
mittee said, was safeguarded now | 
by antitrust policy. Tony Whan, 
senior vice-president, Pacific Out- 
Advertising Co. and new 


economy — members continued to 
express optimism about the future. 


Fisher Ford Burns 


HAZLEHURST, Ga.—Fisher Ford 
Motor Co. here was destroyed by 
fire with an estimated loss of $100,- 
000. W. H. Fisher, who bought the 
dealership a year ago, said that 
four new cars along with two other 
automobiles in the shop were de- 





| stroyed by the fire. 


BINDER for 
Automotive News 


A semi-permanent binder to retain this 
publication for ready reference. 


A quality binder that will stand the gaff. 


This binder is covered with black Le- 
vant leather cloth, has stiff sides, holds 26 


issues of 


Automotive News in removable 


metal blades. Price $7.50 postpaid. 
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Women Study Fuel Systems— 





The first all-girl class to study the servicing of automotive fuel systems has com- 
pleted a three-week course at the Carter Carburetor Factory Service School in St. 
Lovis. The graduates, all actively connected with automotive parts and service outlets, 
are, from left, Ruby V. Skulley, Chicago; Christine E. Skulley, Chicago; Pot Rust, 


and Charlotte M. Arbelada, Baltimore. 


plated in most franchises. But Mon-| Tulsa, Okla.; Mae N. C. Harper, Los Angeles; Clara M. Whisenant, East Gadsden, Ala., 


Grange Economist Sees Auto Revolution . . . 


Are Dealers Obsolete? 


WASHINGTON. 


— In testifying | 
before the House committee at | 
hearings on the O’Mahoney Dill, | 
Lloyd C. Halvorson, National | 
Grange economist, said: 

“With most of the selling done 
by expert salesmen on television, 
or by your neighbor who suc- 
cumbed first, the local dealer 
becomes mostly an order taker 
and authorized service station 
rather than a house of sales- 
manship, so margins need not be 
so large.... 

“We may well be at the thres- 
hold of a revolution in automobile | 
distribution where we shall have 
the equivalent of a supermarket 
in cars and where the cost of sell- 
ing per car would be very, very 
small. 

“I believe the automobile manu- 
facturers have themselves been 
in part for holding 


distribution, but are now begin- | 
ning to see the advantage to them-| 
selves and to the economy of our 
nation of low-pressure mass selling | 
at low margins as against high- | 
pressure selling at high margins | 













Buick Issues 
Guidebook for 
Dealer Building 


FLINT. — A new guidebook for 
dealers planning construction of 
new buildings or expansion and 
modernization of old ones has been | 
issued by Buick. 

The 146-page book, printed on| 
slick paper and illustrated with| 
color photographs, drawings and | 
charts, was designed to offer Buick 
dealers a complete range of prac- 
tical information and ideas for con- 
struction or remodeling of the phys- 
ical facilities of their establish- 
ments. 

Information in the book ranges 
from formulas for determining the 
amount of space needed for con- 
struction of all size dealerships to 
interior and exterior “before and 
after” pictures showing what can 
be done to modernize existing build- 
ings. 





“We don’t expect the book to fit 
all individual cases exactly,” said 
Albert H. Belfie, Buick general sales 
manager. 


“It can serve most usefully as a 
springboard of ideas, a take-off for 
developing plans which can be tail- 
ored readily to particular circum- 
stances and desires. What we want 
the book to do is aid the dealer 
when help can be most effective, at 
the conception of a project,” he said. 


Bell Buys Resort 
PIQUA, O. — Harry L. Bell, a 
Chevrolet dealer here, was among 
a group of investors who have pur- 
chased the Royal Palm Inn in Phoe- 
nix, Ariz. 





accompanied by a controlled 
scarcity. 

“Are the dealers who are 
bothered by bootleg selling and 
by other dealers selling to people 
in their territory the ones who 
believe in high margins and con- 
trolled scarcity? 

“Are these the ones who believe 
the manufacturers should hold 
down production to protect their 
obsolete ideas on selling and their 


| obsolete equities? 


“We venture to guess that the 
answer is ‘Yes!’” 


Arkansas Refunds 
License Fees to 


Dealers, Salesmen 


LITTLE ROCK, Ark.—A total of 
$11,500.93 paid in fees to the now 
defunct Arkansas Motor Vehicle 
Commission has been refunded to 
franchised car dealers and sales- 
men, and the commission has filed 
its final reports and accounting 


statements with Pulaski Chancery} 


Court and State treasurer. 
Refunds were made on a 42 per- 
cent pro-rated basis. 


The commission was created by| 


the 1955 Legislature to police the| 
| franchised automobile industry in 


Arkansas at all levels. It began 
operation July 1, 1955, after suc- 
cessfully defeating early efforts of 


the agency from functioning. 

In April, 1956, the Arkansas 
Supreme Court ruled that the act 
creating the commission was un- 
constitutional and the commission 
suspended operation. The suit under 
which the ruling was obtained had 


| been filed by Rebsamen Motors, 
and a| 


Little Rock Ford dealer, 
salesman of the organization acting 
as an individual. 

During the 10 months of its 
operation, the commission collected 
$28,491 in fees from dealers and 
salesmen. The agency would have 
been self-sustaining. 


Canadian Postwar Output 


Triples Autos in Use in ’45 


TORONTO. Almost three 
times as many cars and trucks 
hav2 been produced by Canadian 
automobile manufacturers’ since 
the end of World War II, as there 
were altogether on the nation’s 
highways in 1945. 


Canadian Automobile Chamber 
of Commerce reported that the in- 
dustry has turned out 2,500,000 
passenger cars and one_ million 
trucks in the 10 years 1946-1955. 
Output last year was 454,000 vehi- 
cles, as against only 172,000 pro- 
duced in 1946, when civilian pro- 
duction was resumed. There were 
1,200,000 cars and trucks licensed 
for use in Canada when the war 
ended, the chamber said. 

Employment in automobile man- 
ufacturing plants has more than 
doubled, from 18,000 in 1946 to 38,- 
000 in 1955, but wages and salaries 


Factory Mishaps 
Lose in Number. 


Gain in Severity 


CHICAGO. — Workers employed 
by member companies of the Na- 
tional Safety Council had fewer 
accidents in 1955, but the ones they 
had were more serious. 


Twenty-five of the 40 basic indus- 
try classifications reduced their fre. 
quency rates, the council 
Although more than half reduced 
their severity, this reduction did 
not make up for the increases of 
others. 

Bhe average accident frequency 
rate for employes in all industries 
submitting company reports to the 
council, based on the number of 
disabling injuries per 1,000,000 man- 
hours, was 6.96 in 1955—a reduction 
of 4 percent from the year before. 
This is the first time that the all- 
industry rate has been held to less 
than 7. 

The communication industry 
again led all others by turning in 
the lowest employe frequency rate 
of .86. This was a 34 percent im- 
provement from the 1954 rate, which 
was also the lowest for all indus- 
tries. 


Electrical equipment held second 
place with a rate of 2.13—a 15 per- 
cent reduction. Aircraft manufac- 
turing and cement made 21 percent 
improvements to drop automobile 
from third to fifth place, with a 
rate of 2.76. 


The average accident severity 
rate for all industries reporting to 
the council, based on the number of 
days lost per 1,000,000 man-hours, 
was 815 last year—an increase of 2 
percent. 

Tobacco, with a rate of 87 and a 
1955 reduction of 59 percent, nosed 
out communications to take first 
place in the severity column. Com- 
munications was second with a rate 
of 97 and service industries third 
with a rate of 105. Automobile was 
10th with a rate of 303, a decline of 
2 percent from the previous year. 






Buick Increases 
Air Conditioner 


Sales by 46 Pct. 


FLINT.—The Buick factory and 
Buick dealers equipped almost 19,- 


| 000 cars with air conditioners in the 


first half of 1956, according to Ed- 
ward T. Ragsdale, Buick general 
manager. About 13,000 Buicks had 
conditioning units in the first half 
last year. 

During 1955 Buick and its dealers 
equipped 21,000 cars with air condi- 


é | tioning. This year the figure is ex- 
opponents of the project to prevent | 


pected to hit about 30,000. 
Ragsdale said that about 75 per- 


| cent of the air conditioning equip- 








|ment sold is in the south and the 


southwest. He added that the fac- 
tory installs about 75 percent of the 
units and the dealers install the 
remainder. 


Connor Sells Hertz 


New Jersey Outlets 


CHICAGO. — Hertz Corp., has 
acquired Connor Driv-Ur-Self, Inc., 
Newark and Rahway, N. J., car 
and truck rental firm. Walter L. 
Jacobs, Hertz president, said 
Connor stock was exchanged for 
stock of Hertz. More than 200 
cars and trucks were included. 


J. Frank Connor, Connor presi- 
dent, will continue to manage the 
Newark and Rahway operations. 
Jacobs said the acquisition gives 
Hertz complete representation in 
the New York metropolitan area. 
Locations in Newark include 
Newark Municipal Airport, 
Pennsylvania Railroad Station, a 
downtown car rental office, and a 
truck garage. Hertz alsc obtains 
a car and truck rental location in 
Rahway. 


Stockton a Candidate 


TULLAHOMA, Tenn. — Willie H. 
Stockton, auto dealer and a mem- 
ber of the board of aldermen here, 
has announced his candidacy for 
mayor in the municipal election to 
be held Aug. 16. Stockton, currentiy 
mayor pro tempore, operates a deal- 


paid to these employes had jumped| ership, a construction firm and 2 


from $44 million to $150 million. 


coal company. 





said. } 
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Awaiting Better Days for Dealers . . . 


Union Drive at Slow Pitch 


(Continued from Page 4) 


the Rochester dealer employes have 
no paid holidays, no weekly wage 
guarantee and get no overtime pay. 
The leaders say they also hope to 
win higher wages, more vacations 
and better insurance. The unions 
report that elections for salesmen 
wil! also be held soon. 

* « * 


Drive to Continue 


— said the organizing com- 
mittee will continue its drive at 
Siebert Motors (Ford), Archer Mo- 
tors (Chevrolet) and other dealer- 
ships that were victorious in the 
recent elections. 

He said that the management at 
Siebert Motors defeated the un- 
ions by offering its employes im- 
mediate improvements in wages 
and working conditions. The 
unions have asked the labor board 
to set aside this election. Price 
claimed that Archer defeated the 
union by permitting part-time 
workers to vote. 

In Springfield, Ill, a two-month 
old labor dispute was over last 
week, following a National Labor 
Relations Board election in which 
the shop workers at R. E. Broe 
(Dodge-Plymouth) voted 6-3 against 
being represented by the Teamsters 
and Machinists unions. The firm 


had been picketed for two months.| 


R. E. Broe, president, said, ““There 
was no controversy over pay. It was 
just a question of union or no un- 
ion. My men chose to stay non- 
union. I consider it a vote of con- 
fidence.” 

. = + 


Flag-Pole Problem 


E NLRB election was delayed 
slightly because the unions com- 
plained that three employes, includ- 
ing Broe’s flag-pole sitter, were not 
eligible to vote. The complaint was 
later ruled irrelevant because the 
three workers were also against 
the union. 

“The confusion occurred,” said 
Broe, “because my flag-pole sitter 
had come down from his perch 
and had gone on vacation. But he 
was actually my used-car me- 
chanic. 


|}men have plenty of free time. This| 


| 


night, the Council voted to have the 
work on the ambulance resumed. 
At the conclusion of the meeting, 
Lee Chapman, leader of the organ- 
izing drive, reportedly “read the 
riot act” to the Council. 

One Galesburg dealer reported 
that a survey has been made to de- 
termine how much business the 
dealers are losing. He said it was 
concluded that while Galesburg 
business is in the doldrums, the 
same situation exists in many sur- 
rounding towns where there is no 
union activity. 

> * = 


Strangers Picketing 


G_——aeane dealers report that 
while the picketing is continu- 
ing, the picket lines contain only a 
sprinkling of their employes and 
that most of the pickets are com- 
plete strangers — probably workers 
from nearby factories. 

To assist the Galesburg strikers, 
the International Assn. of Machin- 
ists has appealed to other locals for 
financial help because the Gales- 
burg local “is so recently organized 
that its members are not eligible 
for Grand Lodge strike donations.” 

Machinist Vice-President P. L. 
Siemiller of Chicago said the 
Galesburg auto dealers are show- 
ing much the same resistance 
which has met union efforts to 
establish collective bargaining in 
the new-car industry in many 
other parts of the nation. 

He said, “Employers in this in- 
dustry must learn that when we 
organize effectively, we are entitled 
to recognition and if necessary, will 
strike to win it.” 

Discussing the current situation, 
Chapman, the head organizer, said, 
“Having no buyers in the sales- 
rooms, the dealers and their sales- 


free time is used in visiting the! 
strikers on the picket line and in! 
|their homes trying to influence} 


them to return to work. 
* * * 








‘Strikers Determined’ 


sarees attempt at settling the) 
issue has been entirely fruit- 
| less, The strikers are determined to) 


“Originally, I hired a professional | gain recognition of their union and | 
sitter. But he was only up there) gain it they will.” 
three hours and he got in a fight! In a reference to the dispute, 
with his wife over the phone we the [Illinois Automotive Trade 
had rigged up for him. She made! Assn., noted, “It is indeed com- 
him come down. | mendable to observe how closely 

“So my mechanic said. ‘Hell, I'll; knit the dealers of Galesburg are 
go up there for his deal.’ And he — ae 
did a nice job—stayed up there 32 
days. It was a pretty good promo- 


Sales Booster 
tion—gave Springfield and the com- 


pany a lot of publicity.” 'To Be Offered 


Broe said the union a sans “ i 
been withdrawn and that his busi-| 

ness “wasn’t hurt too much.” On National Basis 
- + | LOS ANGELES. — A sales-aid 
Galesburg Report |program for new-car dealers, 
LAs? week the picketing at nine| tested in the Los Angeles market 
dealerships in Galesburg, Ti,, | #rea, has been launched nationally 

was in its ninth week with littie| °Y Bill Scott and Associates, Inc. 
hope that the stalemate would be} President Bill Scott said the 
ended soon, The Teamsters and the| Program is designed to supply the 
Machinists are also collaborating in| dealer's sales force with concrete 








this organizing drive. 

However, one municipal issue 
was settled when the City Council 
reversed itself and voted 8-5 to 
have the town’s only ambulance 
repaired at Brown Motor Co. 
(Oldsmobile). 

In a session that lasted past mid- 


Ethyl Corp. Names 
Shea Chairman, 


Turner President 


NEW YORK. Ethyl Corp. 
directors have elected Edward L. 
Shea as chairman of the board 
and B. Bynum Turner as president. 

Shea has been president of Ethyl 
Corp. since 1947 and will continue 
to be chief executive officer. 
Turner was formerly executive 
vice-president. 

Shea first became associated with 
the oil industry in 1916 when he 
was hired by Tide Water Oil Co., 
becoming president of the firm in 
1933. Later he became president 
of North American Co. 

Turner has handled assignments 
in manufacturing, research, engi- 
neering and administration since 
joining Ethyl in 1946. Formerly 
he was with the U. S. Government 
and Humble Oil & Refining Co. 


| difficult circumstances. 


| work plans, to improve the quality 
lof salesmen by carefully graded 
training and to train salesmen 
| how to close a sale under the most 





Scott said he feels the telephone 
is still the best sales medium. 

“It can put an extra $5,000 a 
year income into the average 


man’s pocket, for only an hour’s 
work a day, if he follows our 
proven methods and_ techniques 
and keeps at it.” . 





Spice for Sales— 


Earl Taggart, left, director of sales 
for Bill Scott and Associates, Inc., and 
President Billi Scott discuss the firm's 
plan to offer new-car sales aids on a 
national basis. 


in this last-ditch fight to keep 
their business free of union rule. 
We strongly urge the dealers in 
the surrounding area to assist in 
their fight in every way possible. 


“By doing so, you will be post- 
poning the time it could happen to 
you. Every dealer must realize that 
this time there is no backing away, 
no hiding our heads in the sand in 
the hope that the union pressure to 
organize isn’t real. 

“It’s here—and you either join 
together with the other dealers in 
your community and fight—or you 
capitulate to a union shop—and it’s 
that simple.” 

= * * 


Threat in St. Louis 


AST week the Cincinnati Post 

reported that Greater Cincin- 
nati auto salesmen were considering 
the formation of a union to combat 
a sales gimmick recently intro- 
duced in Cincinnati whereby car 
buyers can pay off their car with 
commissions received for steering 
new-car buyers to the dealerships. | 


Local auto dealers are reportedly | 
alarmed by the gimmick and the) 
Cincinnati Automobile Dealers Assn. 
has asked the Ohio registrar of mo- 
tor vehicles to look into the matter. 


There has been little union ac- 
tivity at Cincinnati dealerships 
since 1954 when the Retail Clerks 
Union lost a bargaining election 
at one dealership. 


The Retail Clerks Union reported 
that in recent months a number of 
auto salesmen have asked to join 
the union and that several meet- 
ings have been held with salesmen 
recently. 

Last week a dispute at VerHoven 
Chevrolet in Detroit entered its 
third week and the management 
has called in the Michigan State 
Labor Mediation Board to conduct 
a jurisdictional election to help 
settle the affair. 

* * aa 


Mechanics Discharged 


per lines were set up at Ver- 
Hoven on June 26 following the 
discharge of two mechanics because 
they allegedly were insubordinate 
to the general manager. 

The State Board has been called 
in because the picket lines have 


| been established by Local 376 of the | 


Teamsters Union, despite the fact 
that the company has had a con- 
tract for several years with the 
Independent Garage Workers Assn., 


a union consisting wholly of Ver-| 


Hoven’'s shop personnel. 


In St. Paul, a 22-month con- | 


tract covering about 900 dealer- 
ships and independent garage em- 
ployes was ratified by Lodge 77 
of the Machinists Union by a vote 
of 354 to 386. 

The contract calls for an eight- 
cent hourly package increase, ret- 
roactive to June 1, another five 
cents an hour on June 1, 1957 and 
an extra half-holiday on Christmas 
eve. Three cents an hour during the 
first year will be added to the em- 
ployes health and welfare fund. 

* 


British Unions Demand 
Auto Industry Strike 


LONDON. — Four hundred shop 
stewards from the industrial Mid- 
lands rallied outside the House of 
Commons last week and demanded 
a strike against the whole British 
motor car industry because of re- 
cent layoffs resulting from the 
dwindling auto market. 

The manufacturers say the lay- 
offs, which have begun to spread 
to the parts and accessory factories, 
are attributable to the Govern- 
ment’s high purchase taxes and 
credit restrictions which have pro- 
duced the unhealthy auto market. 

Principal target of the unionists 
is the British Motor Corp., manu- 
facturer of the Austin, Morris and 
Riley cars, which laid off 6,000 of 
55,000 workers June 29 on two-day 
notice. 

Members of the executive coun- 
cils of the 15 unions affected recom- 
mended a strike July 23 if the cor- 
poration still refused to reinstate 
the workers or to give them some 
compensation. 


Jordan Moves 


Jordan Motors Co. (Ford), San 
Antonio, has moved to new quarters 
at 615 S. St. Mary’s. 
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Thomas Motor Co. (Nash), Columbus, Ga. 
Ill and Kenneth H. Thomas. 





‘Golden 


46-Yeat Veteran Recalls 
Age of Selling 





Brooks & Thomas Expand Dealership— 


An open house marked the completion of an expansion program at Brooks & 


Partners in the firm are Joseph H. Brooks 


(Continued from Page 6) 


|credited. Some waited until their 
|tradein was sold before they took 
| delivery,” he said. 

“Some buyers would buy two 
bodies. A touring car body for 
summer and a closed body for 
winter. They'd have them 
switched on the same chassis,” 
| he recalled. 

“Practically every good family 
|in Grosse Pointe was my cus- 
tomer,” said Rockwell. 


“By the way, he smiled. “I once 


|They were big jobs (148-inch 





|to the seaboard on a flat car. They 
|went to Stalin and Molotov.” 

Rockwell’s first sale when he 
started in 1910 was a Stanley 
| Steamer to a man in Brazil. 
also sold Carter Car. One of his 
|customers for this make was Wil- 
|liam Osmun, grandfather of AurTo- 
MoTIVE News’ Jack Weed. 

* * * 

| JN 1916, Rockwell started with 

Packard and worked at the 
retail branch in Detroit during its 
life except for three years (1926- 


29) as a factory district manager. | 


“That was under Ray Cham- 
berlain, who I think was the 
greatest sales manager the in- 
dustry ever had. Then, when the 
pinch came, we were taken off 
the road and I went back to the 
factory branch,” he said. 

After the factory branch folded, 
Rockwell joined Jefferson Packard 


on Chene St. and in 1952 came to| 


Edwin Fisher Grosse Pointe Pack- 
ard, Inc. 


| 





Sports Car Promotion— 

Designed specifically for sports 
wear, the new Jaguar coat, manufactured 
by Leisurecraft division, M. Wile & Co., 
Buffalo, is shown on a model posing with 
a Jaguar XK-140. This will be the theme 
of a national sports car promotion this 
fall in more than 1,000 retail stores, 
according to Jaguar Cars North American 
Corp., New York. 


car 


|sold two cars to the Soviet Union. | 


wheelbase) and they were shipped | 


He | 


He looked about the showroom | 


|and at the seven new Clippers and 
Packards standing there. “I drove 
the first car on this floor in 1928,” 
he said. 

What was his first Packard sale? 
'“To Mr. Fruehauf, the father of 
Roy Fruehauf. He then had a 
blacksmith shop on Gratiot 
Avenue.” 

* * * 

~ THE days when there were no 

out-state dealers, Rockwell sold 

cars in Flint, Battle Creek, Kala- 
mazoo, Grand Rapids and other 
cities. 

“We were paid 5 percent in 
the city (Detroit) and 6 percent 
in the country (out-state). There 
was no tax,” he said. “I remem- 
ber the first popular Packard 
twin-six. It sold for $2,750 (1926) 
and I saw the same car increase 
in price to more than $6,000.” 

Rockwell helped design car 
bodies for special purposes such 
as for use by invalids in wheel 
chairs. 

“I sold one like that to R. L. 
Polk, who suffered from a heart 
ailment,” he said. 

The rear seat was cut in half 
and the chair locked into place. 
A ramp for entering the car was 
carried in the back. 

What was Rockwell's greatest 
thrill in selling cars? “I was never 
‘thrilled,’ I’d call it ‘satisfaction’ 
and I always felt satisfied when I 
| worked out a deal that fitted a 
customer’s needs.” 

= « * 

HAT was the most unusual 

deal? “Well, one day out- 
state, I dropped in on this man 
and suggested a custom job for 
him with an ivory white body and 
a tapestry interior. His car was 
worth about $3,500 and when I 
outlined the deal, he said: ‘Why 
that won’t be more than $10,000, 
will it?’ and closed the deal.” 

Rockwell described the fashion 
shows held to promote Packard. 
“Today people wouldn’t spend 
the time to look, probably.” 

He told of a Walter Damrosch 
concert held at the Shrine Audi- 
torium. “Those were the good 
days.” 

When does he plan to retire? 
“I haven’t set a date for my re- 
tirement (He is in his 70s). But 
when I do retire you may say that 
I will be living in my $50,000 ranch 
style home in Grosse Pointe 
Farms.” 





Permatex Starts Work 


On New Office Building 


BROOKLYN, N. Y. — Permatex 
Co. has started construction on a 
new office building at Huntington 
Station, Long Island, according to 
C. A. Benoit jr., president. 

The building, a one-story struc- 
ture with total floor space of 10,- 
200 square feet, is expected to be 
ready for occupancy this fall. Pro- 
visions have been made for two 
parking lots on the one-acre site. 
In addition to the home office 
staff, the building will house the 
company’s research laboratory, 
which will have space double that 
of its present quarters here. 
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Car, Truck Output Estimates 


By Automotive News 
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Week Week dan. 1 dan. 1 
Ended Same Ended duly, To To 
duly 14, Week, duly 7, 1956, July 16, July 14, 
1956 1955** 1956* To Date 1955** 1956 
AMERICAN MOTORS... 1,300 3,534 1,015 2,315 111,043 62,676 
EOE - vsledavepeborssevevcwserse 250 947 165 415 35,526 18,202 
EN Wie detudispeendebewreesevonese 1,050 2,587 850 1,900 75,517 44,474 
CHRYSLER CORP. .... 17,350 24,705 14,240 31,590 838,581 505,499 
SD “scitabeneveresscsecscive 2,850 4,093 2,217 5,067 118,769 69,820 
EEE disasprcntreverinceevnedsete 1,900 2,280 1,521 3,421 84,044 60,491 
SEIT Wlsenusuctectessotersecsceven 4,000 4,389 3,422 7,422 186,224 115,967 
Se 8,600 13,943 7,080 15,680 449,544 259,<2! 
FORD MOTOR. .............. 35,265 44,608 24,212 59,477 1,240,154 928,325 
Continental .................. a >. decbomigee 6 21 intendiass 1,050 
a atiieingunciipertssebincege 28,500 35,960 19,194 47,694 968,841 749,195 
Lincoln. ............ 950 pivenenit 987 1,937 21,676 29,374 
Mercury pdisnitintcasdenece” ae 8,618 4,025 9,825 249,637 148,706 
GENERAL MOTORS .. 56,449 91,879 27,642 84,091 2,271,581 1,813,453 
EEC carasevaveissssctiversieos 9,963 18,003 3,895 13,858 461,231 336,129 
NED diedpiscovsdsssésvienpbyes 3,200 3,175 1,027 4,227 88,631 88,603 
Chevrolet. ......... 29,400 43,408 16,619 46,019 1,025,310 924,911 
Oldsmobile .................... 8,086 15,211 3,831 11,917 359,242 264,158 
SED |, dcncssisscsescovorscsetses 5,800 12,082 2,270 8,070 337,167 199,652 
ee 2,739 1,001 2,141 121,660 61,367 
Packard 1,450 pai 46,080 12,875 
Studebaker .................. 1,140 1,289 1,001 2,141 75,580 48,492 
Total Cars, U. S...........111,504 167,465 68,110 179,614 4,583,019 3,371,320 
*Revised 
**Totals for 1955 include Kaiser-Willys production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan, 1 Jan. 1 
Ended Same Ended duly, To To 
duly 14, Week, duly 7, 1956, duly 16, July 14, 
1956 1955* 1956* To Date 1955* 1956 
CHEVROLET ................ 6,700 10,102 1,925 8,625 217,214 204,928 
DIAMOND T .................. 110 117 83 193 2,909 2,735 
NAS id cccitetiemssbitiestsodss: activa ; 64 . —" 2,004 2,179 
EE deisidevectssicntedinouree 1,900 2,393 1,576 3,476 58,008 49,175 
FORD spiirecibstieleaeereed 6,150 6,925 3,909 10,059 208,945 170,864 
ST codecs peghisensusesccevess 2,500 2,339 616 3,116 54,325 54,069 
INTERNATIONAL 2,135 2,715 1,662 3,797 76,555 77,153 
SAY sion sncininiédestidbiocosseteee 3380 360 ' 219 599 7,482 10,353 
teristic skidittvsivhintsinete 80 123 32 112 2,894 2,059 
STUDEBAKER. .............. 312 282 292 604 11,432 6,949 
I acts dersansecdisennernei 310 341 310 620 8,486 10,264 
TEE RS 1,200 1,825 851 2,051 43,165 33,754 
MISCELLANEOUS*** 48 65 30 78 2,017 1,298 
Total Trucks, U. S....... 21,825 27,651 11,505 33,330 695,436 625,780 
Total Cars, Trucks, 
SI iis an inannaitidsianenninieds 133,329 195,116 79,615 212,944 5,278,455 3,997,100 
Total Cars, Trucks, 
IID nschessqovensianiarncs 11,560 12,200 9,292 20,852 305,555 296,225 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....144,889 207,316 





88,907 233,796 5,584,010 4,293,325 


Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 


Drive, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White Totals. 





43 Nash Dealers Win 


Vacations in Sales Drive 


DETROIT. — Twenty-six Nash 
dealers and their wives will begin 
all-expense-paid vacations in Ber- 
muda and New York this week 
while 60 other dealers and their 
wives will commence vacations in 
New York City. The trips were 
won in the Nash “On Target” sales 
campaign. | 

The 86 couples will meet in New 
York City July 17. After three 
days in New York, the 26 couples 
will be flown to Bermuda for a 
four-day stay there. 

The 40-day contest was con- 
ducted on the basis of greatest 
sales increases over quotas. The 
contest’s motto was: “Raise your 
sights in June. See the Sights in 
July.” 

Dealers going to Bermuda are 
Howard H. Hutchins, Centralia, 
Wash.; Herman Beck, Columbus, 
O.; Ed Larkin, Hamilton, O.; Wil- 
liam Grawemeyer, Indianapolis; 
Dutton Long, Ocala, Fla.; Morris 
Lipman, West Hartford, Conn. 

William P. Restorff, College 
Park, Md.; Thomas D. Boyce, 
Camden, Ark.; Harold P. White, 
Anaconda, Mont.; Guy F. Hadsall 
sr., Denver; Pete Leahy, Portage, 
Wis.; G. R. Hinman, Oneonta, N. 
Y.; Eugene L. Sish, Hopkinsville, 
Ky.; Matt Calovich, Kansas City, 


Kans.; Richard Lodico, Clearfield, 
'Pa.; Tom Bush, Carlsbad, N. M. 

| Morris Leckowitz, Hackensack, 
|N. J.; D. P. Scattergood, Fairfield, 
Conn.; Curtis H. Eells, Platts- 
burgh, N. Y.; William J. Schmidt, 
Bay Shore, N. Y.; Ben Abel, 
Ukiah, Calif.; W. T. Mangan, Bir- 


mingham, Mich.; Jack Goldberg, 
Burbank, Calif.; Joseph Gagnon, 
Waterboro, Me.; William Ferry, 
Hinesdale, Ill, and Paul Berg- 


stresser, Quakertown, Pa. 


Shugg Promoted 
In Dodge Sales 


DETROIT. — Promotion of Rich- 
ard L. Shugg jr. to sales promotion 
manager for Dodge cars and trucks 
is announced by Wendell D. Moore, 
assistant sales manager. 


Shugg formerly was assistant re- 
gional manager in Pittsburgh, and 
a district sales manager in several 
Florida locations including Tampa 
and Jacksonville. He joined Dodge 
in 1947 as a special equipment engi- 
neer at the Dodge truck plant. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 


As Ford Increases Pace .. . 


Weekly Car Output Up to 111,000 


(Continued from Page 1) 


mately 4,365 units and led 
observers to forecast @ production 
of approximately 85,700 trucks for 
the month. 


That would be a 2.1 percent 
drop from the 87,581 trucks pro- 
duced in June and a 19.9 per- 
cent decline from the 107,090 


year ago. 

Meanwhile, Ford Motor an- 
nounced last week that layoffs for 
model changeovers would start at 
the end of July and continue 
through /.ugust. 

* + * 
BREAKDOWN of Ford oper- 
ations showed Ford division 

with 28,500 cars last week, com- 
pared with 19,194 a week earlier; 
Lincoln down slightly from 987 to 
950; Mercury up from 4,025 to 5,800, 
and Continental with 15 last week, 


week. Lincoln and )‘eicury 
worked their lines on Saturday 
(July 7), while Continental was 
down three days during the week. 


General Motors also returned 
to normal operations last week 
with an output of 56,449 cars, 
compared with 27,642 a week 
earlier. 


Buick was up from 3,895 a week 
earlier to 9,963 last week; Cadillac 
jumped from 1,027 to 3,200; Chev- 
rolet increased output from 16,619 
to 29,400; Oldsmobile rose from 
3,831 to 8,086, and Pontiac jumped 
from 2,270 to 5,800. 


All GM _ divisions 


the previous week. 
= > > 
HRYSLER CORP., 
worked four days the previous 
week, 
during the last five work days. 
Its output last week totalled 17,350 
units, compared with 14,240 a week 
earlier. 
Plymouth assembled 8,600 cars 
last week, compared with 7,080 





Obituaries 


Mrs. Anna H. Huntting 

POCASSET, Mass.—Mrs. Anna H. Hunt- 
ting, widow of Oscar L. Huntting, pioneer 
Massachusetts auto dealer, died here July 
1. She was president of Huntting Motors, 
Inc. (Pontiac - Buick - GMC), Falmouth, 
Mass., and was active in the business up 
to her illness. The present dealership will 
be carried on by the son, W. Craig Hunt- 
ting. 

* * * 


George Schillinger jr. 
CINCINNATI, O.—George Schillinger jr., 
50, general manager Gusweiler's Pontiac, 
Inc., 3435 Reading Rd., died of a heart 
attack June 27 at his home. He had been 
with the automobile firm for 25 years. 
. * * 


John Harold Becker 

DETROIT.—John Harold Becker, 61, 
staff assistant to the director of traffic for 
Chrysler Corp., died July 7 at his home in 
Lathrup Village, a suburb of Detroit. He 
had been ill for several months. He began 
his career in traffic work with the Michi- 
gan Central Railroad in 1912 and joined 
Chrysler Corp. as traffic manager in 1943. 
He was promoted to general traffic mana- 
ger in January, 1953. Mr. Becker was 
named staff assistant to the director of 
traffic in April, 1956. 

* * * 


George H. Minds 

DETROIT. — George H. Minds, Goodyear 
Tire and Rubber Co. manufacturers sales 
district field representative here, died July 
4. He was 65. 

Mr. Minds observed his 40th year with 
Goodyear on Feb. 9, 1956. His entire service 
had been with the manufacturer's sales of- 
fice here. 

* * * 


Troy Johnson 
CARTHAGE, Miss. — Troy Johnson, 49, 
owner of Johnson Pontiac Co., died June 28. 
* * * 


G. A. Frisbey 
DENTON, Tex.-—-G. A. Frisbey, 65, a 
Denton automobile dealer, died June 21. 
* * 7 


Lyle James Hendee 
ANN ARBOR, Mich:—Lyle James Hen- 
dee, 58, a Plymouth-DeSoto dealer here for 
20 years until he retired in 1945, died June 
28, while visiting the home of his son, 
Robert J. Hendee, in Washington, Mich. 
* * + 


Roy A, Biddle 
CRESTLINE, O. — Roy A. Biddle, 63, 
(Pontiac) is dead. He suffered a fracture of 
the hip in a fall. 
+ * * 


Thomas J. Lutz 
MANSFIELD, O.—Thomas J. Lutz, 76, 
who in 1914 opened the first Chevrolet 
dealership in Richland County, died of a 
heart attack. 
* 


Thomas F. 


Daquilla 
BEAVER FALLS, Pa. — Thomas F. 
Daquilla, 69, a pioneer auto dealer, is dead. 





which) 


showed the smallest gain | 





a week earlier; Dodge was up 
from 3,422 to 4,000; DeSoto 
jumped from 1,521 to 1,900, and 


Buffalo Opens Course 
On Dealer Accounting 








— 


Chrysler division increased its 
assemblies from 2,217 to 2,850. 
American Motors, which has 
been building only Ramblers for 
the last two weeks, turned out 
1,300 units last week, compared 
with 1,015 a week earlier. Hudson 


BUFFALO. — A series of 10 lec-| built 250 last week, as agains! 165 


| cure-discussions on auto dealership| the previous week, and Nash upped 
units assembled during July a |accounting problems is being held| its output from 850 to 1,050 units. 


| July 16 through Oct. 22 at the Uni-| 
| versity of Buffalo. 

Sponsors of the series are: Buf- 
falo Automobile Dealers Assn., Mil- 
lard Fillmore College, and dealers 
representing General Motors, Ford 
Motor, Chrysler Corp., Studebaker- 
Packard and American Motors. | 

Purpose of the series is to ac- 


* * * 


TUDEBAKER-PACKARD pro. 

duced 1,140 cars last week, ag 
against 1,001 a week earlier. All 
were Studebakers. Both Stude. 
baker and the two AMC divisions 
worked four-day schedules the 
previous week, but were back on 
five-day operations last week. 


Canadian car-truck output 


quaint auto dealer accounting per-| totalled 11,560 units last week. The 
sonnel further with preparation and| previous week saw the Canadian 


interpretation of financial 
ments. 


state-| manufacturers turn out 9,292 veh- 


icles. 





CLASSIFIED 


Reaching an estimated 150,000 
RATES 
POSITION WANTED ADS, 11 


readers 


automotive industry 


; 

INSERTION 
| INSERTION 
| Add One Doller 3) 


rates Td 


Box Number ads are forworded to odver 


column inch. CLOSING 


ee eM i eee 


WANT AD DEPT 


HELP WANTED 

| WANTED—OFFICE MANAGER and ac- 
countant for Buick dealership. Must be 
capable of taking full charge of office. 
700 to 900 car deal. Write giving full 


details regarding experience. DeRoque 
| Buick, 1036 “‘E’’ St., San Bernardino, 
Calif. 


PARTS MANAGER—Nash dealership. Good 
salary and commission. References. Lan- 
day Motors, 812-36 S. Paca St., Balti- 
more 30, Md. 


BUSINESS MANAGER. Must have GM ex- 
perience. Write full details and references 
to Slaton Chevrolet, Inc., Box 4276, Ft. 
Lauderdale, Filia. 


WANTED—LOCAL MANAGER in several 
large midwest cities to represent fast 
growing company in selling guaranteed 
service contracts through new car dealers. 
Dealer acquaintance helpful. Age 30-50. 
Give qualifications and references. Box 
6303, c/o Automotive News, Detroit 26. 


EXPERIENCED MANAGER for small 
Dodge-Plymouth agency in central Mis- 
souri. We are ready to expand and need 
a man who has the ability to hire sales- 
men, close deals and appraise trades. We 
offer a fair guaranteed salary plus a good 
percentage of the year’s profit plus the 
use of a new demonstrator with insur- 
ance, license, gas and upkeep paid. Live 
for less near the beautiful, healthful 
Ozarks in a city of approximately 30,000 
with excellent trading area. Our standing 
in the community is A-1 and our credit 
rating is tops. Here is a chance for a real 
hustler to make a good future. We need 
someone before our new models come out 
about Oct. 1. Box 6304, c/o Automotive 
News, Detroit 26. 


SERVICE MANAGER—Good pay, commis- 
sion. Nash experience preferred. Refer- 
ences. Landay Motors, 812-36 S. Paca 
St., Baltimore 30, Md. 


CHANCE OF A LIFETIME. A chance to 
represent one of the fastest growing pas- 
senger car lines in the ‘‘Big Three.’’ 
Midwest capital city, excellent trading 
area in excess of 100,000 population. Fac- 





tory financial assistance may be available 
for qualified man. If you are not volume 
minded, do not answer this advertise- 
ment. Write today, giving complete out- 
line of your experience. Box 6308, c/o 
Automotive News, Detroit 26. All replies 
strictly confidential. 


POSITION WANTED 


RESPONSIBLE AND experienced finance, 
credit and insurance man desires position 
with agency selling 700 or more new 
units per year. Married and 30 years old. 
Best of references. Made present dealer- 
ship in excess of $90,000 finance reserve 
in past 12 months. Facts and figures 
available with personal interview. Box 
6292, c/o Automotive News, Detroit 26. 


TWENTY-TWO CENTS 


insertion for 


TEN DAYS IN ADVANCE OF PUBLICATION DATE 


AUTOMOTIVE NEWS 


were down| ff ahead 


either two or three days during) 


ADS 


in all branches of the nation’s | 
22<) PER WORD FOR EACH | 


engaged 


c PER WORD. PAYMENT IN ADVANCE OF 


REQUIRED. Ads may be signed with full name ond address at regular 


use of a box number. Replies to 


tiser, unopened. Display ads: $12.30 per | 


Contract 


2666 PENOBSCOT BUILDING 
tha 





POSITION WANTED 


CHEVROLET PARTS MANAGER wishes 
to locate in northern Florida. Family 
man, sober, age 49. Twenty-nine years’ 
experience. At present employed. Resume 
and additional information available. Box 
6293, c/o Automotive News, Detroit 26. 


GENERAL MANAGER—Age 38, married, 
18 years’ GM experience—parts, service, 
office, sales. Have managed all depart- 
ments plus general manager. 13 years 
one employer. Can furnish excellent re- 
ferences. Prefer west of Mississippi. Box 
6294, c/o Automotive News, Detroit 26. 


FOREIGN ASSIGNMENT WANTED. Young 
man with excellent background in foreign 
sales, service and assembly problems of 
passenger, commercial and military 
vehicles. Asiatic experience. Will consider 
management of foreign distributorship. 
Box 6295, c/o Automotive News, Detroit 
26. 


SALES MANAGER. Nationwide clientele of 
auto dealers. Successful background sales 
promotion and publicity. Heavy experi- 
ence hiring and training sales personnel, 
wholesale and retail. 38 years old, mar- 
ried. Now in Detroit area—will relocate. 
Box 6296, c/o Automotive News, Detroit 
26 

TRUCK SALESMAN or sales manager—20 
years’ experience retail, wholesale, dealer 
and factory representative. Prefer heavy 
trucks. Will locate anywhere that poten- 
tial is good and deal is right. M. G. 
Dermody, 1820 Nassau Blivd., Charlotte, 
N. C. Phone ED 3-8183. 


SERVICE MANAGER—Under today’s in- 
creasingly competitive conditions what 
sort of service manager will you select 
that is likely to succeed under the con- 
ditions of the next five to ten years? 
Will you select a top flight executive who 
will devise ways and means of overcom- 
ing obstacles which are retarding the 
company’s sales progress? You need more 
than a salesman to keep abreast of me- 
chanical changes that are inevitable but 
on the horizon. Personnel should know 
the comparison between the future new. 
200 H.P. gas turbine and the 275-300 
reciprocating engine of today. I can help 
you and anxious to get started. Box 6297, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER—Twenty years’ ex- 


perience. All phases, parts, sales and 
service—Ford, Packard and Buick. Was 
once franchised dealer—now employed. 
Would like to locate in Florida. Will fur- 
nish any reference necessary. Box 6291, 
c/o Automotive News, Detroit 26. 


SALES MANAGER-SALES Representative 


—National company, permanent position. 
Travel, crank off man, teach-train per- 
sonnel. Profit and sales minded, 4&- 
gressive, college. Tem years’ experience. 
Clean cut, honest, best references. Box 
6290, c/o Automotive News, Detroit 26. 





HELP WANTED 


AUTO PARTS MERCHANDISING 
MANAGER WANTED 


Here is an opportunity for a young man with enthusiasm and imagination to 
build a fine position with one of America's largest producers of automotive 


parts and accessories,as head of promotion and merchandising activities. Some 
knowledge of the parts business and methods of distribution are necessary but 
the chief requisites are creative and organizing abilities. If you have done pro- 
motional work for an automobile or truck company or for a distributor or jobber 
in this field, you may be just the man we want. Write, giving full details of 
experience. 


Address Box 6306, c/o Automotive News, Detroit 26. 
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CARS FOR SALE 





POSITION WANTED 


DEALERSHIP WANTED ACCESSORIES FOR SALE MISCELLANEOUS 



































GALES OR GENERAL MANAGER — 20| FLORIDA CADILLAC DUAL totalling 100- CADILLAC — SHARP 1952's-1956's. All a vax 
years experience selling, closing, apprais- | ame a. ae suoetie ead oy set body styles. Chrysler, DeSoto eight pas- 
promotion, finance, etc. Outstanding estate. Replies strictly confidential. Box senger sedans only. Prices gladly quoted. 
hes and management record. With Hud-| 6300, c/o Automotive News, Detroit 26. McClintock-Cadillac, Ivanhoe 7-5046, Lan- REAR SEAT SPEAKER 
Be tani Sig aie deteranie| gy Se KITS — $296 Use| “ee 
es arapeeagecemaeemenee eran narioerammaeaatmareatemstammennmnneinge tmnt 
‘ity of fifty thousand on West Coast.| MODERN SALES METHODS are the oY. RB SRS SSR eer . 10 min. LIQUIDATORS 
Familiar with all phases of automotive| salvation for your dealership. Money | * P 
its operation. Degree in automotive engineer-| spent in sensational advertising is wasted. 6x9 speaker — Heavy grille Want to convert your 
Can build and train sales force that| Why? (1) It costs too much; (2) it es 3- ; ne 
1, ing. ‘ way switch Chrome hardware * 29999 
will produce business. Have oo —— o tn — —- one, and a| holdings to cash???7?? 
h cial telephone technique whic pro- (3) e buying public no longer believes | 
7 mes remarkable results. Can furnish | it anyway. What now, then? Meet cur- - | Can be adapted to any car by your 
for excellent references, non-drinker, smoker,| rent sales problems with up-to-date sales | | service department. We'll pay cash for 
out married, excellent health. Desire perma- methods. We can furnish you with an| ‘ . | Hed — 
vared nent connection—midwest, Rocky Moun-|_ excellent article on this subject, just writ- | Priced for quick sale udson surplus kits. Realty, Parts, Equipment 
=~ tains or southwest. Pictures and further ten by an authority on analysis and cor- | Boxed F.O.B. Detroit 
.dson information upon request. Write Box 6298, rection of selling trends of the retail | 150 1954 CHEV $225 : - and rolling stock 
t o Automotive News, Detroit 26. automobile business. Clip this ad and en- | eccees 7 ‘ 
a e/ =n SE Chevielel, Bapedi close together with $5 and your business | : MOZEL AUTO RADIO Write - Phone - Wire 
GENERAL MANAG - evr . . letterhead. It will be sent to you post- -_ 
its, enced in every department. Best of ref- paid. It will be the best investment you've 100 1953 CHEV.......$1 70 4041 Fenkell SALES—SERVICE UN. 1-0350 KAYE - KARS, INC. 
erences. Connection desired with medium made in a long, long time. Automotive Detroit 38. Mich - 1000 Central Avenue Albany, N. Y. 
size southern dealership. Salary plus| Enterprises, 10600 Puritan, Detroit 38, | oe 2.4413 
Dr O- bonus. Box 6299, c/o Automotive News, Mich 100 1953 PLYM.......$145 - 
Detroit 26. - | santraiomninenminiinegetanememmmatnalitiaraiiiiatniies 
., as _ —- | MISCELLANEOUS 
All MIDDLE-AGED, MARRIED man, thirty : dedicat aaa ieee eee ee ae 
y years’ experience all phases automotive Inventory Service Every one with:— 
retail dealership, wants permanent con Buying or Selling a Dealership as 





nection with medium-sized new car deal 
ership as sales or general manager 
you have sales or operational problems, I 
will solve them for you and increase your 
profits to the limit of the potential in 


If @ 


© © A disinterested certified physical 


Buy Right 


Parts—Accessories—Equipment 


®@ Sell Right 


@ Heater 
Defroster 


Now! A Complete Line 





The NEW 


aa 
your area, Good references. Write Box Inventory will save you money ® @ © Puncture Seal Tubes OF "YELLOW" A B L U E 2 C H | Pp 
put 6305, c/o Automotive News, Detroit 26 DON’T GUESS—BE SURE @ Excellent Bodies 
The —— PEALERSHIPS AVAILABLE Call or write for service details. 
dian aa eae ; teens Automotive Inventory Service Co. @ Good Motors At the RIGHT PRICES 
veh- | YOU WANT A DEALERSHIP? Then get 10040 Freelond, Detroit 27, Mich., WE 3-6445 = 
on record with us. Just write in for form Western Dealers Attention @ Excellent Upholstery 








to be completed and filed with us. We 
offer our nationwide confidential assist- 
ance without charge or obligation. Auto- 
motive Enterprises, 10600 Puritan, De- 
troit 38. 


HANDLING DeSOTO and Plymouth in Cin- 


cinnati, Ohio. Large showroom and shop. 


429 S. Western Ave. 





COLORFUL 


Los Angeles 5, Calif. 
DU 9-5095 


BUSINESS OPPORTUNITIES 
RAISED LETTER business 











Contact Harry Mattia 


POTAMKIN CHEVROLET CO. 


1101 S. Broad St. 


QUICK-TOW Bumper- 
to-Bumper Tow Bor 


$19.50 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar 


$35.00 


WITH LUBRICATED 
AUTOMATIC BRAKE 


Meets |.C.C. Requirements 


4 cards. Free catalog, large selection, quan- 
Can handle en ee tity prices, attractive cuts. Easy to &il Philadelphia ° + ~ ONLY ONE CHAIN LOCK BOLT 
‘0 " . ; x ; 
jJease building and used car lot. Box 6284, Women a . s Printing, Dept. A, Phone HOward 7-5400 ATTACHES COUPLING HEAD 


c/o Automotive News, Detroit 26. 


service station in connection. Sell equip- 
ment and stock. Box 6287, c/o Automo- 
tive News, Detroit 26. 
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PROFITABLE COMPACT dealership han- 
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Regroove tires for automobile dealers, 


fleet operators, and trucking companies. 


The portable HONEYCUTT Automatic 
TIRE REGROOVER grooves all standard 


PACKARD PARTS 


$15,000 inventory, 
dealer cost, 1946 to 1953 models. Will sell 
entire stock for $3,000 and throw in ap- 
proximately $2,500 worth of prewar parts 
or will trade for-what have you. E. O 


4B BBR ee eee 


Tow-King 


Hook-up 49 


Automatic BrakinG 


THE ORIGINAL YELLOW BAR 


DEALERSHIP HANDLING Chevrolet. Lo- BEEBE SB SBE BRR EE BY FOUR CLAMPS TO FIT 
ted on major U. S. highway in east — 

Texas. New building (leased). Modern Make $75.00 A Day PARTS FOR SALE 98% OF ALL CARS, PLUS 

facilities. New shop equipment. Modern 


2 Large adaptor clamps 
included with each unit. 


dling four, fast moving automobiles in- make treads . . . does a uniformly perfect Clifton Motors, Inc., formerly Packard 
cluding Jeep. 200 car potential. Owner Jf job. Pays for itself in just three months. Miami Co., 1700 N. EB. 2nd Ave., Miami, WITH BRAKE HOOK-UP SPECIAL (F.0.8. Factory Net) 
established since 1948. Excellent reputa- Fila. 


tion. No blue sky. No used cars 
ceivables. This wonderful opportunity wil! 
stand a most rigid examination. Reason 
for selling—owner taking larger deal. Lo- 
cated on Florida's fabulous east coast. 


No re-! 


MAKES YOU A GREATER NET PROFIT 
WITH LESS CAPITAL OUTLAY THAN 
ANY OTHER EQUIPMENT. No previous 
experience necessary, yet you can clear 
better than $10,000 the first year. 











BUICK PARTS 


LESS 
GUIDE 
CABLES 


ONLY.. $5445 


$52” netdnes 


WITH AUTOMATIC BRAKE 


ishes Box 6286, c/o Automotive News, Detroit Write or call HERMAN SMITH DISTRIB- Meets 1.C.C. Strength Requirements AND BRAKE CABLE 
errr UTING CO., 315 Austin, Houston, Texas, All Other GM Parts Also peentenee ot * 
DEALERSHIP AVAILABLE handling Pon- Phone CApitol 7-9545. with 
— tiac in central Ohio county seat. Popula- L : UP TO 50% DISCOUNT Guide Cables and 
t tion about 18,000. Manufacturing and Finance Plan Available BRAKE HO 
: wealthy agricultural area. Approximately Extra Discount on OK-UP THE FAMOUS 
ried, 200 new car sales in 1955. “ = = s ial Ph ° als LCC. 8 ; 
vice 1955—$40,000 after taxes. ompletely aa . pecia one Orders Meets .C.C. Requirements 
part- modern, excellent facilities. May be pur- DECAL TRANSFERS Fe Di °.D ; M ° T o - M A T i Cc 
hased or leased at reasonable figure. | - Prine +— #—C.0.D. Serv ° 
a Seabee ting to devote full nes to| TRUCK DECALS. No charge for sketch. - —_ — FREE: 2 Large Adapter Clamps 
Box larger dealership. No used cars or receiv-| More brilliant; unusually durable; easily e 


applied. Samples on request. Write Allied —SPECIAL— 


Decals, Inc., 8456 Hough Ave., Cleveland 


26. ables to be purchased. Box 6301, c/o 


Automotive News, Detroit 26. 


Art Hansen Buick, 


oung a oe 3, Ohio Adj stable D f R 
ei DEALERSHIP HANDLING Chrysler-Plym- | —"— | | ustable Draw Beam for Rear 
s = outh. Parts and equipment only. Best CARS FOR SALE nc. SPECIAL (F.0.8. Factory Net) 





Four Clamp Unit 





Split Bumpers—55-56 


itary location and facilities in town. Good | __ Pontiacs, etc 


(formerly Gordon Buick) 









































sider lease, fast growing market — northern A 85 FED. TAX 
~~ e302. oe bene ie Detactt = ROBINSON AUTO RENTAL Largest Buick Parts Dealer in U. s. Protecto Covers (Tailor Made). $6.95 INCLUDED 
ee FLEET LEASED CARS 1000 S. Wabash Ave., Chicago, Hit. ||| Cerrving Bags $2.00 & $3.50 Meste LCC. Requiemente 
= diana, Widow must sell. Box 6307, c/o | Phone WAbash 2-1030 SAFETY CHAINS, set of 2, only $2.50 
Deri- Automotive News, Detroit 26. 1954 - 1955 STEEL (Tow Bar) CARRYING x 
inel, DEALERSHIP AVAILABLE handling AT WHOLESALE CASE with Wheels & Handles $13.95 
mar: | Dodge. Plymouth. Dodge trucks, Sam* | CHEYROLETS, FORDS, PLYMOUTHS PARTS WANTED (Add Sc for Padlock with 2 Keys “Leaders Since 1939” 
troit includes very clean inventory parts, ac- | Deluxe and Standard— STUDEBAKER PARTS inventories, several, 

cessories, completely modern shop equip- Meany twe-tenes complete. Forward itemized list for quo- Write for Illustrated Catalog 
35 ment, tools, wrecker, signs, etc, 150 new | at if Sal ii tation or telephone UNion 7-2213. Sie- WE STOCK ALL MAKES 
unit potential, no used cars, no receiv- ow available at He ations in ‘ol- belts Motor Sales, Inc., 3504 Hudson 
= eee. Werth 550,008. say = onan oor towing Gites: ene. gy — Bivd., Union City, N. J. TOWING EQUIPMENT and PARTS Factor y Sales Division 

. ,000. Hu urdy odge-Plymouth, | ington, D. C., Pittsburgh, Akron eveland, — 
= Caro, Mich. Phone 270. | Detroit, Flint, Chicago, Milwaukee, Cincin- TRUCKS FOR SALE FOR AUTOMOBILES ond TRUCKS PILOT DISTRIBUTING 
»tte, | nati, Louisville, St. Louis, Kansas City, Lin- 1952 DODGE POWER WAGON, 4 wheel | 
| cole, Neb., Oklahoma City, Fort Worth, Dal- drive equipped with Baker utility body, COMPANY 
~in- FOR SALE las, New Orleans, Atlanta. front and rear winches, A frame. Very TOW BAR 
mat LARGE DEALERSHIP ROBINSON AUTO RENTAL good condition. Original, cost— $5,300. A SALES CO. BATTLE CREEK 9, MICH. 
lect . * 
HANDLING PONTIAC DIVISION ; ico 
-on- » . 218 S. Wabash Ave. Chicago 4, Ill. od —— or have _. and Baker Exclusive Factory Distributors Phone WO. 2-5257 All Dept's. 
ars? Centrally located in Chicago with excellent * utility dy that can mounted on 
who ne : 2 1. E. Spatig, Used Car Mgr. Webster 92144) ame. If interested, write or call Art| We cher c di Fact Distribut 
om- organization and high fixed coverage. Won- Nunn, The Ford Place, 26 West Broad- Call Collect pe $100 a enecies jerory s ‘ors 
the derful opportunity for right party. way, Winchester, Ky. Phone 218 or 689. | FIVE WHEELS LIMITED 
ore Box 6262, c/o Automotive News, Detroit 26. BUSES FOR SALE | § DE 2-0700 AN 3-8888 NITES: DO 3-8373 
is AT TENTION DEALERS !! CONN., MASS., R.I, dealers. Blue Bird|# 40 So. Clinton St., Chicago 6, Ill 599 Yonge St. 
now - PECIALIZING IN THE SALE OF bodies—supreme in quality. Quickest de- 5 ° - 
new. DEALERSHIPS WANTED Sonn S Se livery. Penn Yan, N. Y. assembly. Pete TORONTO 10, ONTARIO 
300 iF YoU WANT TO SELL OUT - : EX-TAXIS Cousins, Hartford, Conn. Jackson 9-3100. 
1 , then get | . 3 
7 on file with us. No obligation unless you | Excellent ee ee PS I a 
e a deal with a Certified Buyer, rec- 

we | ommended by ts fone gat tied uP) sur Now —.owest prices Ever | SCHOOL BUSE er 
Vas own or factory buyer without obligation | 1951-1952 WARNING! STEEL MAY BE IN SHORT 
od to us. Turn our buyer over to your fac- | | 
we 1S. Sika ts very ttiet conhemss frem'ex | tvmocthe — Fords — Cheyrolete ee ee 
91, ra, comes, aot ee if you pre- | 1 to 500 ORDER NOW 
ie er. te for complete information stat- " 
_ ing whether or not conSdential handling MORRIS FREEDMAN IMMEDIATE DELIVERY Send Automotive News to Address Below 
on. 8 ired. Aut ti t ises, 10600 © 
er- Puritan, Detrott 38. S4th & LINDBERGH BOULEVARD 6 arb 40 deenener U. S., Canada and U. S. Possessions 
. Pees | =| “naeeee ae 15 Chewolet 86 paren Ove Yoor $8 [1] or Two Yoors $14 [) 
- c/o Automotive News, Detroit 26. a 5 Internationals 60 passenger All Other Countries — One Year $12 [] or Two Years $20 [] 


3 Ford 54 passenger 
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TRANSIT SALES & SERVICE, INC. || 
23 South St. Danbury, Conn. | | 
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BUSINESS OPPORTUNITIES 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Call Frank T. Mee, Jr. 


INCREASE YOUR PROFIT 


Earn as much as 50° Commission 
on Auto Insurance 








BUSES WANTED 


WILL BUY USED schoo! buses--36 to 66 








@ Simplified plan for writing all risks. passengers. One or twenty, also airpor- 
ters. Dealer, Box 6275, Automoti UOT Noi onc hav oa ddduededendeas Zon 
@ Complete coverage—material damage, Bl & PD—dAutos, Sows, Detroit 26. oe eaters eh hoe os s9 ay 
Trailers and light trucks. SHOP. EQUIPMENT WANTED UNG d cdot wiv oe 6 bacn Ghd act ended <acdaee SOR oi000aseeneewe 
e ; . ___ SHOP. EQUIPMENT WANTED __ 
posters th tee art so ager ea WE FEED [UTS teeta. ieeuis. Car 
. umbrella with motor. Decker Motors, Inc., | 
Rt. 46, E. Paterson, N. J. TRADE CONNECTION: 
FINANCIAL INDEMNITY COMPANY | GENERATOR AND REGULATOR tester. Car Dealer () Truck Dealer (1) Manvfacturer () 
ee ’ a E, * ; : : 
HOME OFFICE 5858 Wilshire Blvd., Los Angeles, Calif. | ane eo Jobber [] Insurance [] Financial [) Supplier CT) 
3 Telephone Webster 3-7451 : ANTIQUE CARS FOR SALE | CN OE NR iisiciinaén desc sara let ial anasde¢iaa<) Milasheessawen exe 
Write, Wire or Phone Collect Today! | 7929 DODGE 4-door—$75. Marty Natrop. 7-16-56 


Little Chute, Wis. 








To All Buick Dealers, 

The Buick Division of 
General Motors 

And the Kudner Agency . . . 


Many Thanks. 


jackie gleason 


‘ 





